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What a Dozen Dealers Are Doing 





We are holding “open 
| house” at all of our 


seni this month. Souvenirs 
for all. Our paint goods, also 
built-in items, will be stressed. 
—WHITE HOUSE LUMBER Co., 
Canadian, Tex. 


[Ta ‘AN advertisement of 
Ly oak flooring for 12x12 
room for $6. Made thirty 
sales from the ad, and ten or- 
ders on waiting list for new 
lot of material to come along. 
—GREENE & Woop (INC.), 
New Bedford, Mass. 


Pp IRREPARING an adequate 
=| mailing list covering 
the city for circularizing new 
roofs and repair jobs, which 
we intend to do this spring in 
a thorough manner.—W. F. 
HopPpE LUMBER Co., Lincoln, 
Neb. 


W\ (NNOUNCED over the 
=| radio that we would 
furnish materials and work- 
men to responsible home own- 
ers up to $300 without cash 
payment. Many jobs were 
developed, both cash and 
credit. — SHERROD LUMBER 
Co., El Paso, Tex. 


ONIDVERTISING a “Lucky 
3) Day Paint Sale” in 
March. All cash buyers of 
paint, varnish and brushes on 
that day will receive a pleas- 
ant surprise.—BALLARD LUM- 
BER Co., Amboy, Ind. 





BS|UILT a model demon- 
‘===8} stration home costing 
$4, 000. Local stores co-oper- 
ated in furnishing it attrac- 
tively for exhibition. Opened 
for public inspection March 
11 to 13.—STINE LUMBER Co., 
Pryan, Ohio. 





UMBSING three weekly 
“S=41) county papers to advise 
people to “Spend for the 
Home in 1932”; also letting 





_ them know that building can 


be done now at rock-bottom 
costs.—ECONOMY LUMBER 
Co., Christiansburg, Va. 


a AD all our yard man- 
==3) agers go over mailing 
lists, segregate names of those 
who have money or can bor- 
row it, including all salaried 
people. This selected list is 
being cultivated intensively. 
—NORTZ LUMBER Co., Minne- 
apolis, Minn. 








Des considerable di- 

rect mail advertising; 
also carry ads daily in local 
newspaper, sometimes quot- 
ing prices, other times just 


general publicity. — LANDER 
LUMBER Co., El] Paso, Tex. 


We mailed out twenty-five 

illustrated, check - list 
circulars ten days ago; got 
two orders, each for 500 feet 





of oak flooring. Gave esti- 
mates on two new barns.— 
WILKE & REHN Co., Beecher, 
Til. 


| fpg0-OPERATIVE adver- 
tising campaign, spon- 
sored by approximately sev- 
enty-five concerns allied with 
the building industry, has re- 
sulted in increase of building 
| permits. — CENTURY LUMBER 
Co., Des Moines, Iowa. 


| (6) 0-OPERATIVE adver- 
| tising campaign by ma- 


terial dealers, contractors and 
real estate men. Three 
| months’ campaign planned. 





All feel that much good will 
be accomplished.—J. C. BAL- 
DRIDGE LUMBER Co., Albu- 


querque, N. M. 











To Stimulate Sales a Materials 


{Turn to page 51] 
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NEW FRAM Ee 
} 


frames for a house job have been re- | 














‘Your shipment of Weather - Tite 


eived, and we want to tell you how 
pleased our contractor was with them 
He toid us they were the best con 
structed frame he had ever seen, surely } 
an air-tite and weather-proof job and the 


beauty of it is the nail up without the 

















THIS ae ng Sater 
READ or 
LETTER \= | Salk - - 

| | ee cme Cacteeree tect Jammer 





The above letter is from a Wisconsin lumber 
dealer who wanted to see what contractors would 
think about the new S & K ““WEATHER-TITE” 


Frame with the exclusive Lock Joint. 


Put some of these new frames in stock and then 
make the same test in your community. You'll 
find it is easy to please contractors and builders 
who want a leak-proof frame. 


Write now for new catalogue which describes 
the 13 distinct advantages of construction and 


packaging in ““WEATHER-TITE” frames. 
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“Extraordinary 


° 99 
Service 
. and door 
Ee ' hat a buyer for a am = saz 
z — a about our service. eee 
a a = “pp? === 
; READ THE ENTIRE LETTER: oa 


Zs Gentlemen: . 
We want to than ape -ccge - 2 
sf you ar - = 
ast <plendid service et le 
se oe he so very rec ty et ~ poor te Ss 
= o 
3 ; re concerned, ad 
~— 4 va great deal more than 
a recor 
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We thank you agai 


service. (Name on request) 
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LUMBER $3 
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“Over-the-Top” Door Equip- 
ment offers the most revolution- 
ary improvement in garage door 
operation since —e came 
into existence. i : 


ys Lifts the doors, up out 
of the way. 
Easily operated hy 
women and children. 


7 Applicable to OLD or 


new doors. 


a Quickly installed—no 
costly fitting. 


& Never needs adjust- 
ment or servicing. 


* Weather - tight — no 


snow or ice worries. 


4 
a For doors varying “y 
from 8' to 18' in width 
and 7' to 12' in height. ; 


Priced within the 
reach of every purse. 


Lumber Dealers! There is a vast 
profitable market for “Over-the- 
Top” Door Equipment in your 
community. Write for more in- 
formation and prices. 


FRANTZ MFG. CO. 
Sterling, Ill. Dept. AL 
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FOURTH EDITION COMPLETELY REVISED 


LUMBER 


AND ITS 


USES 


BY R. S. KELLOGG 


[LUMBER AND ITS USES, by R. S. 
Kellogg has had perhaps the widest 
sale of any book of the kind ever pub- 
lished. 


The fourth edition, completely revised 
and printed from new type and attrac- 
tively bound is even more valuable than 
heretofore to every manufacturer and 
distributor of lumber, and all concerned 
with specifications for lumber, timber and 
other uses. 


385 Pages, 6x9 ins., 98 Figures, 111 Statistical Tables 
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Conditions Call for a New 
Classification of 


Customers 


NE OF THE changes likely to 
be intensified by the business re- 


cession is a new classification of 
customers. Dealers have long divided 
customers according to credits, and 
this is good as far as it goes. 
But there is another division that is 
due or overdue; the classification of 
prospects according to whether they 


A 


buy for quality or for low price. 


great many modifications and cross- 
lines appear in this division, but every 
dealer will recognize the two types. 


The unfairness of making no such 
distinction appears most clearly in an 
experience that has happened countless 
times. A customer who is about to 
build a house comes in to contract for 
the materials. He accepts the prices 
offered with little argument and closes 
the deal. He is followed by a price 
buyer who, the retailer is well 
aware, has gotten or will get bids from 
every yard in the county and from sev- 
eral mail-order houses. This prospect 
says, with a purposeful edge in his 
voice, that whoever makes the sale has 
to figure it right down at the bottom. 
The dealer wants to make the sale; 
both to increase his volume and to 
protect his prestige against having a 
bill sold in his town from outside. So 
he does figure closely. This second 
buyer gets his materials at consider- 
ably lower prices than did the man 
who bought without argument; and 
both buyers are supplied out of the 
same bin. 

No dealer likes to do it. He can't 
feel comfortable over letting down the 
man who trusted him; and, from a 
purely practical standpoint, he never 
knows when this practice will be found 
out and will lose him the more profit- 
able and satisfactory part of his trade. 

Perhaps this double dealing is not so 
common as it may once have been; but 
probably all of us can remember times 
when we have weakened. It is a prac- 
tice that never was good and that is 
getting even farther out of line with 
creditable business. In an increasing 
number of yards the price buyer, who 
is determined to spend as little money 
as possible, will be led around to 
grades which can be sold at prices he 
is willing to pay. This, of course, is 
not what he wants. He wants num- 
ber-one stock at number-three prices; 
but so long as he talks nothing but 
price and will not listen to arguments 
about quality, the number-three stock 
is his answer. 


as 


The matter boils down to fair and 
firm prices. Fair and firm prices are 
neither high nor low; but they are 


fair and firm. If a retailer determines 
his mark-up in the first instance at a 


AMERICAN 
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figure he is willing to maintain, he is 
quite certain in the long run to find his 
labors easier. There is less temptation 
to set the figures a little higher, to al- 
low for a trading margin, so that what 
he loses to the bargainer he can make 
up on the man who trusts him. 

In a period when people are thinking 
with even more intentness, if that be 
possible, of the money they pay for 
what they buy, there is a correspond- 
ing increase in the importance of firm 
prices and fair dealing. Fairness calls 
for this division of customers and for 
giving to each exactly what he pays 
tor. 


Stability of Prices, Not 
Further Cuts, Is 
Need 


NE OF THE hopeful factors of 

the season that is just opening 

lies in the extensive reorganiza- 
tion of retail yard set-ups. For many 
months the reduction in overhead has 
been going on, and the fruits of that 
effort are beginning to appear. 

Financial advisers and business lead- 
ers are saying that a rather important 
number of people, controlling a consid- 
erable amount of buying power, are 
entering the market to purchase secur- 
ities and real estate. These persons 
have waited to assure themselves as 
well as they could that prices have 
reached stability and that the next 
movement will be upward. There is 
evidence that among these people are 
a fair number with building plans in 
mind. In fact here and there dealers 
report an encouraging number of pros- 
pects. 

Retailers have made great efforts to 
offer close prices. In fact it seems 
probable that these efforts have about 
reached their limits and that further 
reductions would cripple essential serv- 
ice so seriously that customers would 
find the difficulties of building in- 
creased to an extent not compensated 
for by lower prices. This reduction 
of overhead has been a painful busi- 
ness and has involved putting men 
out of work; something no responsible 
employer likes to do, and something 
which he does not do until events com- 
pel such action. 

Fearful dealers who have cut costs 
as a counsel of despair, and who are 
wondering what if anything they can 
do to reduce these costs still further, 
may find that they have done enough. 
The public is not unreasonable. If 
yards can not operate indefinitely with- 
out sales, neither can the public oper- 
ate indefinitely without building ma- 
terials. Once the idea gets about, as 





it seems to be doing, that costs have 
reached the bottom, the people with 
some money and some building needs 
will respond. It will doubtless be these 


March 19, 19% 








people with resources and needs who 
will start the building upturn, 
Some dealers no doubt have lit, 


margin of choice in the matter. They 


must be governed by local condition, § 
jut it is suggested that the time ha, 
arrived to consider seriously whethe 


dealers have not gone far enough i, § 


reducing yard costs. 


Give the public 
a chance to respond. 


As a consistent and even jealoys§ 
. & 


friend of the retailer, this journal Sug. 
gests also that dealers consider care. 
fully before trying to jimmy further re. 
ductions 





out of the manufacturers 
Perhaps such a suggestion is not 
needed. But in a_ buyers’ market} 


wholesale prices are subject to pres. 
sure. The manufacturer, like the re. 
tailer, has met the situation by heavy 
cuts; and it is a pertinent question 
whether further wholesale cuts may 


not threaten the whole structure of the} 


industry. Certainly the retailer needs 








a functioning manufacturer quite as 


much as the manufacturer 
functioning retailer. 

The time seems to be here when it 
is wise to see what the third partner, 
the public, is going to do. The Amr. 
ICAN LUMBERMAN believes that partner 
is prepared to do its part; perhaps cau- 
tiously at first, but at least to make 
a beginning. 


needs 4 





Home Loan Bank Bill a! 


Meritorious and Need- 
ed Measure 


CARCELY a week passes in which 
the AMERICAN LUMBERMAN does 
not receive letters from dealers, 

especially in the smaller communities, 


advising that home building is being | 


held up for the lack of facilities for 
financing. 
that of a dealer who wrote that he had 
several prospects—substantial citizens 
whose credit is good—who wanted to 
build homes, but because there is no 
building and loan association there and 
no other financing facilities available, 
the building is not being done. Be 
cause he is in a town of only 4,00 
population he does not have access to 
financing facilities that are available to 
dealers in towns of over 10,000. This 
one of innumerable similar cases 
that could be cited, and conclusively 
shows a great need for constructive 
action in that direction. 

For some reason the proposed Home 
Loan Bank bill is having rough sled- 
ding in Congress and it behooves not 
only lumbermen, but everyone inter 
ested in a return to more nearly not- 
mal economic conditions, to use all 
their influence to secure the enactment 
of this needed legislation. Infinitely 
more real help to the country can be 
had in this way than through some of 
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the ill-advised legislation being pro- 
posed. The position of the national 
lawmakers just now is_ particularly 
difacult. Flooded on the one hand 
with protests over increasing tax bur- 
dens, and on the other with demands 
for more and larger assaults on the 
public treasury, wise, indeed, will they 
be if they are able to maintain the 
proper perspective and avoid making 
serious mistakes, either of omission or 
commission. 

The AMERICAN LUMBERMAN is heart- 


AMERICAN LUMBERMAN 


ily in accord with the movement to 
reduce government waste and elimin- 
ate unnecessary bureaus, but it sin- 
cerely believes that the enactment of 
the Home Loan Bank law is both de- 
sirable and necessary and will be ef- 
fective in starting a revival of indus- 
try that will eventually affect every 
citizen and make easier the burdens 
of all. 

Speculative building of the undesir- 
able type, let us hope, is definitely out 
of the picture, but there is a real need 
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for home financing. The proposed 
Home Loan banks will go far towards 
meeting this need. The bill is now 
under consideration by the House 
Committee having it in charge. It will 
assist the Congressmen in their study 
of the bill if lumbermen will advise 
them of definite cases where homes 
will be built and labor employed, if 
financing can be provided. Legitimate 
influence that will assure a favorable 
committee report and eventual passage 
is entirely proper and highly desirable. 








Long Established Coast Whole- 


saler Discontinues 
[Special Telegram to AMERICAN LUMPERMAN] 


SEATTLE, Wasu., March 16.—Announcement 
of the discontinuance of the business of Krauss 
Bros. Lumber Co., Seattle, mailed to the trade 
this week, was received with great surprise 
and extreme regret by the many lumbermen of 
the Pacific coast, who have for many years 
done business with this concern. President Ar- 
thur J. Krauss, in stating his intentions, said “The 
fundamental urge is the long felt determina- 
tion not to dissipate our assets accumulated over 
99 years of active wholesale operation.” He 
paid a high tribute to the ability and character 
of the employees of the company, stating that 
his problems in their interests had been solved 
through an arrangement made with the W. D. 
Kelly Co., of Newark, N. J., which will take 
over the sales force almost entirely. 

Simultaneously with the above announce- 
ment, J. G. Kennedy, for the last six years sales 
manager and treasurer of the Krauss company, 
has notified the lumber trade of the formation 
of the J. G. Kennedy Lumber Co., Seattle, to 
engage in intercoastal lumber wholesaling. For 
many years the Krauss company has been one 
of the most important factors in the intercoastal 
lumber trade, and in his connection with it, 
Mr. Kennedy has established an enviable repu- 
tation which augurs well for the future of his 
new company. 





California Pine Company Pro- 
motes Officers 


Fresno, Cauir., March 12.—Succeeding the 
late James Clifford, who died early in January, 
Robert H. Byles, general logging superintend- 
ent of the Sugar Pine Lumber Co., has been 
appointed general manager. With the eleva- 
tion of Mr. Byles to the general managership, 
C. P. Price, formerly plant superintendent at 
Pinedale, was named assistant general manager, 
and A. C. Irwin, who has been assistant to Mr. 
Byles in logging operations, has been made 
general logging superintendent. 





. 
Los Angeles Receipts 
[Special Telegram to AMERICAN LUMBERMAN] 
_Los Ancetes, Catir., March 16.—Cargo ar- 
rivals at Los Angeles harbor last week 
amounted to a total of 4,381,000 feet, there hav- 
ing been four cargoes of fir with 3,767,000 feet, 
and two cargoes of redwood with 614,000 feet. 
Unsold lumber on the harbor totaled 5,531,000 
leet. Sixty-five vessels are reported laid up; 
lorty-seven operating, and one off shore. 





Temporary Injunction Dissolved 


New Orveans, La., March 14.—Dissolution 
ot the temporary injunction won by the Ameri- 
can Pitch Pine Export Corporation in the Fed- 
eral district court to prevent the United King- 
dom-Gulf Steamship Conference from executing 
exclusive patronage contracts was ordered by the 
court of appeals here. In view of an unfavorable 


decision of the supreme court in a somewhat 
similar case, the attorney for the APPECO 
moved the dissolution of the injunction. The 
case had been set for argument before the ap- 
peals court for April 11. Inasmuch as the con- 
tracts complained of have expired, the status 
quo prevailing before the complained of prac- 
tice has been restored. 





Three Veneer and Box Manu- 
facturing Plants Concen- 


trate Operations 


McComps, Miss., March 14.— Three large 
veneer and box manufacturing plants are to be 
concentrated at the former sawmill town of 
Fernwood, near McComb. They are the In- 
dianapolis Wirebound Box Co., of Indianapolis, 
Ind., the Mississippi Plywood Corporation and 
the McComb Box Co. Officials of the com- 
panies said their manufacturing plants are to be 
concentrated at one point because of the related 
nature of their operations and other advantages. 
3ids have been asked on the erection of a mill- 
type building 150 by 200 feet for the Indian- 
apolis company’s plant. A wareroom and sales 
office will be maintained in Indianapolis. 





Conservation Congress Urges 
Studies of Forest Problems 


The National Drainage, Conservation and 
Flood Control Congress met at Louisville, Ky., 
Feb, 17-19. Among resolutions it adopted were 
several urging that forest problems receive 
more adequate study. It asked for a compre- 
hensive survey of the nation’s natural resources, 
to guide local, State and national agencies in 
their wisest use; appointed a committee of 
three members—representing forestry, geology 
and engineering—to study the influence of forest 
cover on underground water sunply; urged 
passage of the so-called Temple bill, providing 
for topographic mapping of the United States, 
and asked that as soil erosion is gaining rapid 
headway and threatening depletion of the 
nation’s agricultural wealth, partly by depletion 
of moisture supply as a result of rapid run-off, 
the Federal Government authorize a careful 
study of land use and engineering means for 
control of erosion, through enactment of the 
Leavitt bill. 

Passage of the Copp bill, providing for pay- 
ment of consequential damages resulting from 
the construction of locks and dams for the 
improvement of navigation on the upper Mis- 
sissippi, was recommended. 

The Congress asked that the States within the 
Mississippi drainage area be urged to enact 
measures for converting tax delinquent and idle 
lands, now increasing public liabilities, into per- 
manent assets as State forests that would help 
to conserve soil and water, provide a forest 
crop, aid in forest fire control, conserve wild 
life and add to areas available for public recre- 
ation. 

Various questions arising from reclamation 
were considered. The Congress stated that the 
41,000 farms made available through Federal 
irrigation projects constituted only four-tenths 


of one percent of the national crop acreage, and 
that their mainly specialized and seasonal crops, 
representing only one percent of the total value 
of United States crops, did not have an appre- 
ciable effect on the surplus problem but pro- 
vided locally needed foodstuffs, and that such 
projects partly compensated for depletion of 
forest and mineral resources, besides providing 
an ever-increasing market for the nation’s in- 
dustries. The Congress commended the present 
policy of the Federal Reclamation Bureau, now 
engaged solely in competing previously author- 
ized projects, its fund being made up of money 
coming directly from irrigation States and not 
from the general Treasury. A resolution asked 
that the Federal Congress pass the Glenn-Smith 
bill, providing a revolving fund of $100,000,000 
to be loaned for refinancing outstanding drain- 
age indebtedness of distressed drainage and irri- 
gation districts. 

State and Federal financial aid toward ade- 
quate protection of forests from fire was urged, 
because the public has a measure of responsi- 
bility, and funds now available from all sources 
are inadequate. 

Passage of the Cochran bill, creating a sepa- 
rate Federal department oi public works, was 
advocated, 





Swedish Door Makers Open 
Selling Office 


WasHINGTON, D. C., March 14.—Four 
Swedish pine door manufacturers will sell 
through a joint office known as “Swedish Door 
Mills Joint Selling Office,” at Gothenburg, 
Sweden, states the lumber division, Department 
of Commerce. 

Door stocks at the Port of London Authority 
warehouses on Jan. 31 were reported at 911 
tons, compared with only 83 tons a year ago, an 
increase of nearly 1,000 percent. 


Maryland Business Outlook 
Good 


ANNAPOLIS, Mp., March 14.—The outlook for 
business around Annapolis and in southern 
Maryland is fair, according to W. G. Meredith, 
of the Meredith Supply Co., who says: “Retail 
dealers have lowered prices and are buying fair 
quantities of stock.” 


Railroad Tie Plant Reopened 


Escanapa, Micu., March 14.—The tie plant 
of the North Western Railroad Co. has opened 
here, employing 150 men. The force will be in- 
creased to 200 in April. About 1,000,000 ties 
are stored in the yards to be treated. 


Auto Body Plant Puts More Men 
to Work 


MILWAUKFE, Wis., March 14.— With 200 
men called back to work the total payroll of 
the Seaman Body Corporation has been in- 
creased to 2,000, according to Irving Seaman, 
secretary-treasurer. The men are on full time, 
working five and one-half days a week. 


QUERY AND COMMENT 


Wants Plans for Playhouses 


We are interested in securing plans of play- 
houses and will appreciate it if you will tell 
No. 2783. 

[In the Query & Comment files of the AMERI- 
CAN LUMBERMAN there are a number of in- 
quiries similar to this, but there is no definite 
information as to where such plans may be se- 
cured. The number of inquiries that have been 
received indicate that there is a growing interest 
in the manufacture and sale of playhouses. 
This inquiry comes from a well known 
retail lumber concern in Illinois. To it 
has been sent a list of possible sources of 
plans of playhouses. Concerns who are prepared 
to supply plans of this kind are invited to so 
advise the AMERICAN LUMBERMAN,. To these 
the name of this inquirer will be given upon 
request.—EDITor. ] 


Interested in Yellow Pine Crating 


A short time ago you bulletined our require- 
ments in white ash, and we want you to know 
that we received a very large number of re- 
and greatly appreciated the courtesy. 
We now want to line up connections who can 
furnish 1x1, 1x2, 2x2 8-foot and 2x4, 2x6, and 
2x8 4-, and §8-foot yellow pine crating 
rough, for bracing and piling strips in freight 
cars. If you can put us in touch with sources 
of supply, we will appreciate it.—INQuIRY No. 
2793. 


«/ 

[This inquiry comes from a well known 
wholesale lumber concern in Wisconsin. The 
names of a number of yellow pine producers 
equipped for supplying material of this kind 
have been given to the inquirer, whose name 
will be supplied upon request to manufacturers 
prepared to supply material of the dimensions 
called for.—EbitTor. } 


plies 


0-, 


Manufacturers of Rustic Fencing 


If you have the information available, 
kindly send us the names of manufacturers 
or wholesalers of rustic fencing made of ce- 
dar, chestnut or other wood.—INquiry No. 2784. 


[The use of rustic fencing seems to be grow- 
ing rapidly in popularity and dealers who stock 
this material usually find it to'be a profitable 
line. The above inquiry comes from a retail 
lumber concern in eastern New York. The 
names of a number of manufacturers of rustic 
fencing have been sent to the inquirer, whose 
name will be given upon request to any readers 
who may be in position to supply the require- 
ments,—EbITor. ] 


Designs of Antique Furniture 


Would you please advise me where I can 
get blue prints and designs of antique furni- 
ture? This information would be greatly 
appreciated.—INQuiIRY No. 2785. 

[One of the best sources of information as to 
antique furniture is the Metropolitan Museum 
in New York. This museum has made an ex- 
haustive study of antique furniture and supplies 
pictures of many pieces. The AMERICAN LuMm- 
BERMAN is not certain, however, that blue prints 
can be secured from that source. However, the 
lumberman located in Kentucky who made this 
inquiry has been advised to write to the Metro- 
politan Museum for detailed information. This 
inquirer also has been given the names of sev- 
eral books listed in the AMERICAN LUMBERMAN 
book catalog, such as “Furniture for the Crafts- 
man,” “Selected Furniture Drawings,” and 
“Simple Colonial Furniture.” The latter is 
aimed to interest the craftsman in the produc- 
tion of fine furniture that is in harmony with 
American Colonial traditions. The first chap- 


ter of the book “Furniture for the Craftsman,” 
is devoted to a discussion of the influence of 





AMERICAN LUMBERMAN 


antique models on present day furniture. There 
are many illustrations of antique pieces, and 
these are compared with the more modern pieces 
of the same kind. “Selected Furniture Draw- 
ings” is a book of selected and tested drawings, 
every piece of furniture shown having been ac- 
tually made, and the designs are the results of 
extended study of furniture in museums and 
were products of the best American factories. 
Any one having information as to where blue 
prints and designs of antique furniture may be 
secured is invited to send that information to 
the AMERICAN LUMBERMAN, who in turn will 
pass it on to this inquirer—EbiTor. ] 


Dogwood in Cord or Billets 


Will you have the kindness to put us in 
touch with manufacturers of dogwood shuttle 
blocks, who will be interested in buying this 
wood in the cord or in rough billets?—INQUIRY 


March 19, 1939 





Wood Bases for Mouse Traps 

Can you supply us with the names of man. 
ufacturers of wood bases for mouse traps? 
We prefer to buy these bases already shaped 
and worked, but if we can not secure oy 
requirements in that way we will buy the 
strips from which the bases are made~ 
INQUIRY No. 2782. 

[This inquirer, located in a large middle 
western city, advises the AMERICAN Lumar. 
MAN that for his purpose he prefers gum by 
can use any wood with qualities similar to gum, 
This inquiry may be of interest to lumber 








manufacturers who are equipped to make small 
articles of wood either in the finished or semj- 
finished state. Many are doing this and are| 
thus enabled to profitably utilize much material 
that otherwise would be wasted or sold at a 
heavy loss. To any concern interested in this 
inquiry the name of the inquirer will be given 


No, 2788. 


[This inquiry comes from a large hardwood 
manufacturer in Tennessee, whose trade-mark 
is familiar to many users of quality lumber 
A list of buyers of 
dogwood and persimmon has been sent in re- 
Concerns interested in 
buying dogwood in the cord or in rough billets 
are invited to acquaint the AMERICAN LUMBER- 
To those interested, the 
name of this inquirer will be furnished upon 


throughout the country. 


sponse to this inquiry. 


MAN with that fact. 


réquest.— EbITOor. } 


tension 


facturers who 


upon request.—EpirTor. ] 


Seeks Supply of Ladder Stock 


Will you please send us the names of some 
manufacturers of fir, spruce and hemlock ex. 
ladder stock? 
connection of this kind.—INQUIRY No. 2791, 


We wish to make a4 


[This request comes from a wholesaler in 
Indiana, to whom has been sent a list of manv- 


can supply the stock wanted, 


To interested manufacturers, the name of the 


inquirer will be sent on request.—Eprror] 
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The floods on the Cumber- 
land River have done a large 
amount of damage to the lum- 
ber interests along its banks. 
The mills in Nashville have 
suffered heavily in loss of man- 
ufactured lumber, logs, the 
stoppage of mills and a de- 
rangement and upsetting of 
lumber piles. When the water 
subsided it left the lumber 
yards covered with mud and in 
a bad condition. The loss is 
variously estimated at from 
$30,000 to $50,000. 


The Hart & Coxe Cedar Co. 
in the Oconto, Wis., district, 
employs 140 men and 34 teams. 
Its monthly payroll is $3,000. 


We present in this issue 
a view of the famed Studebaker 
Bros. wagon works at South 
Bend, Ind., which enjoy the 
reputation of being the largest 
of their kind in the world. The 
brothers are Clement Stude- 
baker, president; John M. 
Studebaker, vice president; P. 
E. Studebaker, treasurer, and 
Jacob F. Studebaker, secre- 
tary. South Bend is a thriving 
and beautiful little city situ- 
ated on the St. Joseph River 
from which it derives magnifi- 
cent water power and also en- 
joys the advantages of three of 
the great railroad trunk lines, 
the Lake Shore & Michigan 
Southern, the Grand Trunk and 








the Michigan Central. * * * The 
payroll of the company shows 
the employment of 1,100 men 
who annually produce about 
25,000 vehicles. 


Pennoyer Bros., of Oscoda, 
Mich., have purchased 14,000 
acres of pine land in Louisiana 
and will engage extensively in 
the lumber business. 

* *# @# 


The Lumserman art gallery 
has been supplied with a photo- 
graphic view of the Cutler & 
Savidge Lumber Co.’s lumber 
yard at Michigan City, Ind., 
which exhibits the great area 
of lumber piles, the sweep of 
lake in the left background, 
the bluff at the right, etc. with 
good effect. This company cuts 
50,000,000 feet of lumber a year 
and has a yard at Indianapolis, 


also. 
— * — 


The northeaster of March 9 
drove the schooners Fleetwing 
end Duncan City, bound north 
from Chicago, into the Milwau- 
kee harbor, the latter craft 
barely avoiding collision with 
the piers. The schooner David 
A. Wells, loaded with barrel 
staves, heading ete., was forced 
to lie to also. 

* . 


Stewart Bros. Lake City, 


Iowa, have sold out to East- 
man, Gardiner & Co. 





John Mather, of Ottawa, Ont, 
principal owner of the mill of 
the Keewatin Lumber & Manu- 
facturing Co., visited the Lum- 
BERMAN Office last week. Mr. 
Mather has been engaged in the 
lumber business in Canada since 
1856 and for twenty-two years 
had the management of the ex- 
tensive business of Gilmour & 
Co. The Keewatin mill has 4 
capacity of 10,000,000 feet an- 


nually, which will be increased | 


the coming winter. 
~ * * 


In any event of business de- 
pression the lumber trade has 
the longest lease on prosperity. 
This is so because always after 
a panic begins to tell on other 
business, investments continue 
to be made in realty and build- 
ing continues. The increasing 
hazard of doing business in- 
duces people to withdraw their 
money from speculation and in- 
vest it in something that shall 
endure until the storm is past. 


March 10 navigation was re 
ported open the entire length 
of the water of the State of 
Michigan and boats were 4l 
ready running on upper Lake 
Huron and Saginaw Bay, also 
on St. Clair River with the 
Straits of Mackinaw likewise 
free. Steamers began running 
regularly between Detroit and 
Cleveland on March 13. 
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LUMBER MARKET REVIEW 


Southern Pine Mills Report Good Railroad Buying; 
Arkansas Soft Pine Stocks Low 


Southern pine bookings in the week ended March 12 
exceeded production by 34 percent; those of the preceding 
week exceeded production by 50 percent. Railroads, as a 
class, are the best buyers, and while they have bought at 
low prices, their purchases have given the market for large 
sizes a firmer undertone. The retail yards have been send- 
ing in an encouraging inquiry, but only those in the South- 
west are doing much stocking for spring. Small mills are 
said to be more active, and making transit shipments which 
serve to bear prices, but there is strong resistance to con- 
cessions, and the market is considered steadier. Some ex- 
port orders have been placed for South America. 


Arkansas soft pine production is at only about 25 percent 
mill capacity, and there is a growing scarcity of commons, 
though shed stocks are in fair assortment. The mills are 
looking more to northern and eastern trade, as crop dam-, 
age has lessened sales in their immediate territory. Mill 
stocks are so low that any increase in buying for spring 
needs would stiffen quotations. 


Hardwood Mills Cut Only Items Needed, Reduce 
Stocks; Overseas Trade Holds Up Well 


Both southern and northern hardwood mills report book- 
ings well ahead of their low production, the excess during 
the two weeks ended March 12 being about 20 percent. All 
buyers do a good deal of shopping, but Appalachian mills 
are said to be showing strong resistance to concessions. 
Overseas trade has held up unexpectedly well. Many in- 
quiries come from automobile plants but purchases are 
hand to mouth. Railroads have been sending in a much 
better inquiry. Furniture buying is small but steady. Most 
southern flooring plants are still down; northern February 
output was 23 percent lower and sales 38 percent lower 
than last year’s. Demand from millwork plants and retail- 
ers is slack. Mill stocks are low, and steady further re- 
duction, being effected by confining the cut to items in de- 
mand, is preparing the way for a stiffening in lists. 


Coast Rail Trade Gains and Prices Show Strength; 
Inventories Low and Some Items Scarcer 


West Coast reports for the two weeks ended March 12 
show mills operating at 24 percent capacity, compared with 
23 percent the week ended Feb. 27. Identical mills re- 
ported a minor increase in production and a minor decrease 
in their bookings. Total bookings were 10.4 percent above 
output, compared with 14.8 the week ended Feb. 27. 


Rail trade showed a pick-up, improvement in sales being 
reported in the upper Mississippi Valley and in the South- 
west. Prices of leading items showed decided strength in 
the period ended March 14. No. 1 board average was up 
ae No. 1, 2x4-inch dimension, up $1.93, drop siding, up 

2.54, and flooring average 72 cents higher. The strength 
is is partly accounted for by scarcity of some items, March 1 
mill stocks being: almost 5 percent less than Jan. 1. The 
fact that inquiry is large in proportion to sales indicates 
that some items have to be searched for. 

Domestic cargo orders declined, because of efforts on the 
Atlantic coast to hold down receipts and stabilize the mar- 
ket. The $10 intercoastal rate holds firm. Some owners of 
ship lines are said to be shading prices. California receipts 
are limited, and unsold stocks low. 

Chinese trade has been relieved by cessation of hostilities 
at Shanghai, and Japanese stocks are declining to the buy- 


Statistics, Pages 54-55; Market Reports, Pages 67-69, 78-81, 88; Prices, Pages 86-88. 


ing point. In Oriental markets and the United Kingdom, 
favorable exchange gives Canadian mills an advantage. 


Logging is being resumed, but only hemlock log prices 
have eased. Some sections report severe floods, and others 
are threatened by fires because of low humidity. 

oe 
Cypress Inquiries Increase; Redwood Stocks Decline 


Southern red cypress mills report ample stocks of all but 
wide and long items in the high grades, and have further 
reduced their production. Recent price reductions are 
bringing inquiries from buyers long absent from the mar- 
ket, and increased bookings are expected. 


California redwood production in February was 38 per- 
cent normal, and bookings, making 58 percent normal, ex- 
ceeded it by 43 percent. Southern California took much 
less than in January, but northern California took a little 
more. Eastern orders were a little off, but shipments are 
of good volume. Foreign buying was slow, shipments fair. 


Western Pine Mills Report Fairly Good Bookings; Shop 
and Uppers Strengthen 


Sales of Inland Empire and California pine mills were 
331 percent of their output in the week ended March 12, 
and those of identical mills were 84 percent of last year’s. 
Upper grades and shop are in best demand, and mill stocks 
contain a lower than normal proportion of the wanted 
items. All items of Nos. 1 and 2 Ponderosa and sugar pine 
shop showed considerable strength in the week March 8-14. 
Ponderosa No. 1 commons also strengthened. Idaho inch 
selects kept even, but all 5/ and 6/4 items advanced, while 
Nos. 1 and 2 commons in Idaho were steady. There has 
been a good deal of holding off among middle West buyers, 
and a turn of the market toward strength should bring out 
many orders. In the East, stoppage of intercoastal water 
shipments is enabling sellers to take a firmer stand. 


Eastern Shortleaf Demand Slow; Prices Are Weaker 


Demand for eastern shortleaf has been dull, largely be- 
cause of a stretch of very bad weather in its sales terri- 
tories, during which the yards have been hesitant buyers 
of mixed cars of planing mill stock. The few orders passing 
are keenly competed for, and as a result the prices reported 
during the two weeks ended March 12 showed decided 
weakness, practically every item on the list being affected. 
There is said to be little unsold stock at the mills, how- 
ever. Box makers have small needs, and tend to hold off 
the market, while they always show reluctance to issue 
shipping instructions on old orders at a time lumber is 
available at lower prices. 


Georgia air dried roofers are softer, some sales of 6-inch 
being reported as low as $8, Georgia main line. 


Northern Pine and Hemlock Mills Have Reduced Stocks 


Northern pine producers are reported to be succeeding 
in holding their share of middle West retail trade because 
of recent price concessions. Shipments during the first 
nine weeks of the year by identical mills amounted to 77 
percent of those for the same period of 1931, and all the 
mills remain closed down, so that stocks are being con- 
siderably reduced. Yard business in the East has been 
slowed down by severe storms. In both sections, indus- 
trial demand is light, and box grades sell slowly. 

Northern hemlock sales to date this year made 82 percent 
of last year’s, and output was only 38 percent of last year’s 
Recent discounts are firmly maintained. 
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uilds Complete Home 
t This Low Cost -- - 


js equipped with hot-water heat and 
electric range, and full plumbing, 
including laundry in basement. Cost 
of material and labor was $1,950. 
House No. 2, he says, “Has every 
modern (and often unnecessary ) 
‘gadget’ that I included in my plans 
for Mr. Bean’s $10,000 home, dis- 
carded for this house.” It was sold 
by a local lumber company, and 
there is nothing in it but yard 
stock, including the doors and win- 
dow frames, which were made by 
the mechanics on the job. The 
house is 90 percent salvageable if 
one desire to move it. “I am livy- 
ing in one of these houses (No. 1) 
myself,” Mr. Woodroofe adds, 
“and in spite of an unusually hard 
and early winter, have consumed 
for heat and cooking only 134 tons 
of coal.” 


Occupant of No. 2 Fully 
Satisfied 


The architect’s claim for the 
satisfactory character of House No. 
2 are fully backed up by the testi- 
mony of the owner, Glen C. Bean, 
of Rader & Bean, 407-9 Drumheller 
Building, Walla Walla, who in a 
letter to the architect has related 
his experience with it. Mr. Bean 
said in part: 

Every Convenience Provided 

We are 
home we 
veniences 
in the 


certain that in this 
have all the _ con- 
which you _ provided 
plans for our large 
house, which would probably 
have cost us from $15,000 to 
$20,000, and we have them at only 
i small percentage of that cost. 
While the construction principles 
of the house are inexpensive, yet 
it should not be considered 
“cheap,” for the reason that the 
features which go to make up the 
inexpensive construction are, in 
our opinion, the features which 
make the beauty of the home. 
Now that the house is completed 
and we are living therein, it is 
interesting to make some observa- 
tions on matters which raised a 
question in my mind before and 
during the time of construction. 
Spacious and Comfortable 
We are satisfied beyond 
doubt that the walls of 
and the exposed 
yard stock lumber 
and beautiful 
evening we 


any 
Celotex 
framework of 
make a rustic 
interior. Every 
swear that our living 
room is just as beautiful and 
Spacious and comfortable as any 
living room in Walla Walla. The 
absence of ceiling in the living 
room, and the exposed construc- 
tion of the peak of the roof, leave 
a large, spacious room in which 
the acoustics is particularly favor- 
able for the best radio reception. 
As you know, we have a very 
00d radio, the quality of which 
we have never been able to ap- 
Preciate until we moved into this 


house. We find that the construc- 
tion of the house is of such a 
Nature that the housework has 


been reduced to a minimum. 


such an 
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Wife Entirely Pleased 


Mrs. Bean and I are so entirely 
pleased 
plans which you drew for us, that 
» decided to drop you a note of 
thanks, until such time as we can 
manifest our appreciation in some 
other 


with the and the 


house, 


should 
thinking out 
idea for an in- 


way. You certainly 
congratulated on 
ingenious 


LUMBERMAN 


House No. 1 may be obtained from 
Mr. 
architect, 34% percent of the cost 
of the construction. 


small 
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Summary of Material-Labor Costs 

ee eee ret -$ 15.00 

Foundation, including floors . 125.00 

Lumber, Celotex and sash.. 430.00 

Carpenter Inbor.....ccceses 225.00 

Se ee ee 165.00 

|. seer 50.00 

TRSOSGE WOT. 2s ccc ccsevess 50.00 

Tinner and sheet metal.... 25.00 

PERSONS. cccrcsenccavesee 26.00 

CREE kcorceeneew seenes 35.00 

CN oiig bre pada vee eines 27.00 

Water connection.......... 14.00 

Building permit............ 2.50 

Architect’s fees.......... ; 50.00 

$1,239.50 
expensive and comfortable home. struction. Studs are alternately 
Plans and_ specifications for ®x4-inch and 2x3-inch flat to wall, 


on 18-inch centers, and the extra 
studs supporting roof trusses are 
9x3-inch, laid flat and centered 
upon the 2x4-inch, so that they 
leave a shoulder. There is then a 
33-inch wide panel of resawn and 
Celotex set in on these shoulders, 
and held by strips. 


Woodroofe for his fee as 


Also Shows Double Walls 
There is shown with the plan a 
sketch of double-wall con- 








Plan and List of Materials for $1,239.50 Home, No. | 
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KITCHEN 
90 «|20 


TATLée ROOM |] 2 BUNS 
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BASEMENT 


Cement F 


12% 15° 





Yard Bill of Material Used 


BASEMENT AND CHIMNEY— 
11 bbls. Cement 
9 yds. Gravel 
5 yds. Sand 
1000 Common Brick 
No. 1 COMMON FRAMING— 
3 pes. 4x6” 18’ Girder 


1 pe. 4x6” 12’ Posts 2 9-light Sash, 2734 X32 56x14 
120 lin. 2x4” Mud Sill 1 9-light Sash, 701¢x20%x1% 
27 pes “2x8” 16’ Joists 2 24-light Sash, 7014x655¢ 
80 pes. 2x4” 8’ Studs 1 3-light Cellar Sash, 9x12 
208 ~~ ox4” Plates _ 2 Screen Doors, 3/0 6/0x11/16 Plain 
“12 pes. 2x4” 12’ Gable Studs Screen wire for first 3 Sash items 
44 pes. 2x4” 14’ Rafters 12 rolls 20-lb. Paper, Red Rosin Sized 
6 pes. 2x6” 14’ Scissors 2 Oak Thresholds 
8 pes. 2x4” 12’ Extra Studs PLUMBING—1 Toilet, 1 Shower, 1 Washbowl, 2 
3 pes. 2x4” os — Lawn Sprinkler Sill Cocks 
2 pes. 2x6” 16’ Ties . ee eh 
216 lin, ox4” Purlins SHEET METAL—1 Shower Enclosure, 2 Thimbles, 1 
“20 pes. 2x4” 10’ Porch Framing Flue Cleanout, Flashing for Chimneys 
2 pes, 2x12” 16’ Stair Horses HARDWARE—AIl T-Hinges, Thumb Latches and 
18 lin. 2x4” Girt Bolts for Inside Door; Yale Lock for Front 
CELOTEX— Door; Loose-pin Butts and Catches for Case- 
56 pes. 36x100” 7/16” Walls ment 
6 pes. 36x96” 7/16” Bedroom Floor PaINT—All_ interior framing stained asphaltum 
20 pes. 36x84” 7/16” Gables and boiled linseed oil; roof shingles left 
63 pes. 48x48” 1” Roof natural: wall shingles to get two coats of white 
SHEATHING AND FLOORING— lead and oil; Celotex left natural ’ 
2250 ft. 1x12” C. B. Wall and Roof Sheeting Wirtnc—According to code—6 convenience out- 
19 M Extra Clear Shingles, Walls and Roof lets only in living room; 1 porch light, and 1 


820 ft. 1x4” No. 


HOUSE SCHEME N° 1 


2 V. G. Fir Flooring 


2 Parts 
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Living Rom 
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FIRST FLOOR PLAN 


SIZE 16 O x 36 O INCLUDING STATESROOM 








BED ROOM. PLAN 


Seme 4° =1 Foot 
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Ceres 


24 
Dowerle Watt PANEL 


2x3 





SINGLE WALL. PANEL 


DooR AND FRAME MATERIAL— 
150 lin. 1x4” Clear Fir Door Braces 
200 ft. 1x6” V Ceiling, Door Material 
250 lin. 2x4” Rabbeted & Grooved Window 
and Door Jamb 
MILLWORK— 


4 9-light Sash, 30144x47%x1% 


switch-controlled outlet in all other rooms 
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GLEANINGS FROM THE MAIL BAG | 


a 





in some letters selected at ran- 
subscribers and advertisers as a rule 
are pleased with the decision to issue the 
AMERICAN LUMBERMAN every other week, as 
announced in the issue of March 5. Selected 
also from the mail bag are some letters dis- 
cussing business conditions and some of the 
real problems of the industry. 


Doing the Right Thing 

I think your determination to publish the 
AMERICAN LUMBERMAN every other week is a 
very wise move and I wish to commend you 
for it I believe you are doing the right thing 
and that your decision will be appreciated.— 
JoHN IL SHaFerR, John I. Shafer Hardwood Co., 
South Bend, Ind. 


A Word of Congratulation 
Frankly I consider your decision to publish 
the AMERICAN LUMBERMAN every other week a 
ymmendable one since I feel we can rely upon 
receiving the same valuable information with- 
out reading so many issues. May I also add 
a word of congratulation on your having taken 
over the National Lumberman? This, too, seems 
a most timely action—W. Lucas, Managing Di- 


+} 
Wu 








rector, Eastern Millwork Bureau, New York 
City. 
Has an Optimistic Outlook 
We fully appreciate that your business is on 
a parallel with all others and while we are 
very optimistic that we will see an improve- 
ment in the next sixty days, we do not blame 


you for issuing the AMERICAN LUMBERMAN every 
other week.—GRAND Rapips Trust Co., Receiver 
for Wm. Horner, Grand Rapids, Mich. 


Will Enjoy It More Than Ever 


has always been extremely 
and the only objection we ever had 
1e fact that it came a little too often, 
rendering it difficult to go through 

We feel sure that, now that it will 


Your magazine 
interesting, 
to it was tl 
sometimes 
every copy 


be possible to read it more leisurely, it will be 
enjoyed more than ever.—R. N. DEMOND, Frank- 
lin County Lumber Co., Greenfield, Mass. 
Finds It Very Valuable 
We would not want to be without the AMERI- 
CAN LUMBERMAN as we find it very valuable 


in keeping us in touch with the lum- 
ber situation.—J. lIARoLp, President, Sanderson- 
Harold Co. (Ltd.), Paris, Canada. 


especially 


Congratulations and Good Wishes 


We wish to congratulate you on the foresight 
and on the nerve you have shown in discontinu- 
ing the weekly publications and coming out 
every second week, as recently announced.—The 
ALLINGTON & CURTIS MANUFACTURING Co., Sagi- 
naw, Mich. 


We certainly are glad to hear that your paper 
will come out every other week instead of 
weekly. The schedule meets with our approval. 
—AMERICAN STEEL & WIRE Co., Chicago. 


We are confident that your new publication 
dates will prove to be much more satisfactory 
to a majority of your advertisers, as well as 
your readers.—THE CRESCENT MACHINE CoO., 
Leetonia, Ohio. 


Women Read and Defend It 


Congratulations on the enlarged publication 
of my favorite journal! Judging from the mail 
bag correspondence, you will admit that the 
women folks read and defend the AMERICAN 
LUMBERMAN, and who knows but that the 
women may yet save the nation. I have a feel- 
ing that retail dealers do not take enough 
interest in serious reading, but spend too much 
time listening to high pressure salesmen who 
are only caring how they can get the boss to 
flop their way. There is much difference between 
wholesale and retail selling. I am a firm be- 
liever in buying from established dealers and 
know of no better source of information than 
the AMERICAN LUMBERMAN. A vast amount of 
time and money is wasted on salesmen who are 


trying out quick sellers and never return for a 
repeat order. I would like to see the AMERICAN 
LUMBERMAN in every dealer's office.—Mrs. L. G. 
Lyon, South Bend, Ind. 





Taking a Sensible Attitude 


You are taking a very sensible attitude and 
should be commended for having the courage 
to face the facts—THOMPSON YARDS, Fargo, 
N. D. 


It Is the Right Thing to Do 


Your adjustment of the publication schedule 
must have taken a lot of courage, but it is the 
right thing to do—hence will redound to your 
credit later on. Actualities alone count in times 
like these. Hypnotic and sleeping philtres do 
but make more grievous the awakening. Brave 
men never suffer a tithe as much as cowards 
and dodgers. In the end you will be “more 
than conqueror !’"—Louis A. LAMB, Baker, Fen- 
tress & Co., Chicago. 


Better Business in the Offing 


Until the recent period of severely bad weather 
we had noticed an increase in demand for pine 
lumber. In fact, for the last three weeks the 
demand has been gradually getting better. We 
can not help but feel that present conditions are 
representative of “rock-bottom,” that there must 
be a change from the present and that this 
change can only be for the better. Production 
throughout this section is very small and when 
an improvement in demand does come, it will 
not take long for a price reaction to follow. 
We know that retail stocks generally are at an 
extremely low figure. Retail yard purchases 
today are all for immediate loading, and as a 
rule for mixed cars. The retailer has not the 
courage to go ahead and take advantage of 
present distressed conditions among the manu- 
facturers. In our opinion there certainly will 
be a better general business condition prevail- 
ing before long, resulting from the tremendous 
efforts now being exerted to bring about this 
end.—A SOUTHERN PINE MANUFACTURER. 


Business Will Come Back 


It does seem that the railroads will have to 
buy more lumber and that should help the 
volume, but it will require a material improve- 
ment in demand for general yard stocks to make 
any improvement in prices. I feel perfectly con- 
fident that business will come back, but would 
not venture a guess as to when.—R. M. HA.LLo- 
WELL, President, Industrial Lumber Co., Eliza- 
beth, La. 


Leads All Others in Helpfulness 


We regret the change from weekly to every 
other week. We feel and always have felt that 
the AMERICAN LUMBERMAN leads all other lum- 
ber journals in its helpfulness to the lumber 
trade. We sincerely hope conditions will change 
so that you may find it easy to go back to the 
old method.—ACUSHNET Saw MILis Co., New 
Bedford, Mass. 


Coming Out of the Woods 


I do not hold the view that some have, that 
the lumber business is going to improve over- 
night and that we are going to be confronted 
with a tremendous demand for our products 
which we will be unable to supply. I do think 
that the country as a whole is catching up 
with surplus buildings, and, with all of the 
remedial legislation which has been adopted 
in Washington during the last month or two, 
that we are going to see a gradual resumption 
of building, and that by next fall we will see 
a very fair demand with considerably better 
prices than prevail at present. I am con- 
vinced that we have seen the worst of the 
depression, and from now on we will be com- 
ing out of the woods. I do not look for any 
great increase in demand right away; rather, 
I think that the improvement will be slow 
and gradual. I think that lumber prices are 
at rock bottom, for lumber can not be made 
for less than it is being made today, and, 
therefore, I think that the wise dealer is the 
one who keeps his stocks well assorted and 








MENO: 
in a position to take care of any demanj flooring 
which may be manifested. Then, too, there j [ ber Co 
every reason to believe that lumber wil] be “ 1; 
higher as times goes on, and the man wh y= 
keeps his bins well stocked has every chang day, on 
to profit by the advance in the market— The f 
ARTHUR TEMPLE, vice president, Southern Ping served | 
Lumber Co., Texarkana, Tex. : years @ 

seca nneiaey machine 
Buying for Immediate Use The f 
We believe that business will continue on | and pow 


about its present volume until there is a general | 
restoration of confidence over the entire country 
that the turn has come. Business we receive 
at present is all for material that is require 
for immediate use and scarcely any of it for 
stocks. With the return of confidence, even jp 
a slight degree, retail yards especially will have 
to buy one or. more cars in order to get their 
stock in proper shape to do any business at all, 
and this in itself will be a considerable boon 
to the manufacturer. Even so little as the pur. 
chase of one car by each of the average retajj 
yards will mean fair business for all of us for 
a time.—A WEST VIRGINIA HARDWOOD Manv- 
FACTURER. 


i 


"| Like the Idea" 


I like the idea of AMERICAN LUMBERMAN pub- 
lishing every other week instead of every week 
and shall watch the experiment with a great 
deal of interest. Changes these days are many 
and far reaching. Congratulations on _ being 
progressive enough to try something new.— 
GeorGE H. Cor.uiss, J. A. Fay & Egan Co., Cin- 
cinnati, Ohio. 


Will Help to Keep It the Best 


We regret to know that we will only have 
the AMERICAN LUMBERMAN every other week, 
but wish to assure you of our co-operation in 





es 





every way possible to keep your publication The o 
as it is, the best lumber magazine published— M 
MOORE-NEWTON LUMBER Co., Cullman, Ala. — 
Arousing the Fighting Spirit 
May I take this opportunity of expressing to Moor 
you our compliments on the feature article of with 
your Feb. 13 issue, entitled ““‘The Sword in the steam 
Waste Basket—Why Not Use It?” The author B® a 500 
of this paper has forcefully expressed a senti- whict 
ment with which we here at the laboratory are haust 
in most hearty accord. It is high time that the are € 
lumberman realizes the need of using “the sword ° 
in the waste basket,” and such articles as yours In SO 
should prove most helpful in arousing the fight- and | 
ing spirit which seems to be needed.—W. W. settir 
WEBER, Forest Products Laboratory, Madison, powe 
Wis. charr 
S | . the ] 
ome Improvements in Cypress icles 
Cypress orders during March show some in- TI 
provement over previous four months’ period. eral 


This upturn in March business leads me to be- 
lieve we will experience a slow but gradual 
betterment in demand. The relief afforded § 
banks, railroads, home loan associations, as well 
as agriculture, under the Reconstruction Finance 
and Glass-Stegall bills, may give impetus to in- 
dustrial and building activities. Therein lies 
our hope for some improvement soon in the 
lumber business.—J. F. WIGGINTON, president, 
Florida-Louisiana Red Cypress Co., Jacksonville, 
Fla. 


Building Awaits Financing 

Impressed by statements in your March 5 
issue on the need of mortgage money to stimu- 
late building, I would express my observations 
as follows: 

There are, no doubt, many mortgages due, 
or coming due, that when placed were out of 
all proportion to what the properties were 
worth, and now the mortgagees are demanding 
payment. The poor debtors, out of jobs, or 
only half time jobs, are unable to pay. If the 
mortgagees were wise they would declare 4 
moratorium, and let the unfortunates hold their 
homes. This action would help things from 
becoming worse. Then if the financial] institu- 
tions would make reasonable loans on new con- 
struction on the present many persons 


(Continued on Page 88) 
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Flooring Factory, Rebuilt With Modern 
Equipment, Begins Operations 


MeNoMINEE, Micu., March 14.—The_ new 
flooring factory, built by the J. W. Wells Lum- 
ber Co. to take the place of the plant destroyed 
by fire last April, began operations last Wednes- 
day, on an 8-hour shift. 

The plant is built on the same site that has 
served for that purpose for the last twenty 
years and is equipped with all of the latest 
machinery known to the industry. _ om 

The power house is a separate brick building 
and power is generated from two modern Edge 





AMERICAN LUMBERMAN 


tricity to the entire plant by using a 440-volt, 
60-cycle, 3-phase current. There will, of 
course, be no line shafting as all machinery 
will be motor driven direct. 

The exhaust steam after circulating through 
the dry kilns is returned to a Swartout heater, 
and condensation is piped into the boilers. 

The dry kilns are of the progressive Na- 
tional Dry Kiln Co. type, 17 feet wide and 110 
feet long, brick construction, containing one 
mile of 1-inch heating pipe in each of the six 
compartments and will 
accommodate 15 kiln 
trucks of 4,000 feet lum- 
ber capacity each, and 
will dry ordinary air 
dried lumber to 6 per- 
cent moisture content 
in six days. A tempera- 
ture of 170 degrees is 
maintained at all times. 

The machinery for 
making flooring is all 
Yates-American Ma- 
chine Co. make and 
consists of two- gang 
No. 14 edgers for cut- 
ting the lumber into 
the proper widths; one 
American No. 229 side 
matcher; one Yates- 
American A-7 disk 
headed machine and 
two pair of Yates- 
American end matchers 
equipped with automatic 
feeding tables and 





The office of President A. C. Wells, of the J. W. Wells Lumber Co. at 
Menominee, Mich., is light and airy and in keeping with the rest of the 


plant 
Moor water-tube boilers of 230 horsepower 
with 210 pounds steam pressure, furnishing 


steam through super heaters at 500 degrees to 
a 500-kilowatt General Electric steam turbine, 
which will operate non-condensing, using ex- 
haust steam to heat six dry kilns. The boilers 
are equipped with all the latest improvements 
in soot blowers, Hofft stokers, water regulators 
and will burn either wood refuse or coal. The 
setting is quite unique in boilers for furnishing 
power to woodworking plants as the combustion 
chamber is 13 feet high above the grates so that 
the heat from all gases should be well utilized 
before exit. 

The steam turbine is one of the latest Gen- 
eral Electric products and will furnish elec- 


which are the latest 
machines produced for 
running hard maple 
flooring. 

The factory is planned 
to save all labor possi- 
ble and lumber is loaded direct from the rail- 
road cars to the dry kiln trucks and placed in 
the dry kilns. 

The factory building is of solid brick and 
glass construction, with steel frame, with a 
maximum amount of light and room—200x85 
feet with an “L” 85x100 feet and is of non- 
combustible construction. 

The blower system was furnished by the 
Allington & Curtis Manufacturing Co. and is 
of the usual type, transporting all refuse direct 
to the furnaces or to the dust house, which is 
of steel, 30 feet in diameter and 60 feet in 
height, which makes an admirable storage space 
for shavings. 

When lumber has been run through the side 














| 
= 





The factory is planned with a view to labor saving and here the lum 
ber is loaded directly from the railroad cars on to kiln trucks and 


into the dry kilns 
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and end matchers and 
the defects have been 
eliminated, it is carried | 
by endless belts to the 
graders who carefully 
examine each piece and 
place it in its proper 
rack, when later it is 
bundled with wire; a 
stamp placed on it 
showing the grade and 
then placed on a con- 
veyor and_ transferred 
to the warehouse or 
loaded into cars. The 
warehouse is well con- 
structed — 110x224 feet ; w. 
and will store about 
2,500,000 feet of finished 
product, together with a retail lumber depart- 
ment on the west side. 


Flooring Has Mark of Identification 


Every piece of flooring has a mark of identi- 
fication on it, showing that it has been manu- 
factured by the J. W. Wells Lumber Co., which 
has zealously guarded the reputation of its 
brand, “Diamond Hard,” for many years, and 
so that now no flooring stands higher both as 
to grade and manufacture. 

In the present manufacture of maple flooring 
and on account of the uses which have been 
made of kiln dried sawdust, there are certain 
times of the year that the sawdust is worth 
more per ton than coal, and the blow pipe con- 
veying system of this plant is so constructed 
that either coal or sawdust can be used as fuel. 
When coal is used the sawdust will be saved 
and blown directly into a car. 

Fifty men were started at work in the floor- 
ing factory on the opening day, and this staff, 
together with the yard crew and employees of 
other departments, brought the total number 
up to 65, all working an 8-hour day. The new 
factory in ten hours is capable of producing 
30,000 feet of flooring, or 9,000,000 feet a year, 
which output can be doubled by working two 
shifts. The company sells the bulk of its floor- 
ing in nearby markets, but shipments are aiso 
made to both coasts and orders for export are 
not infrequent. 

A. C. Wells, president of the company, in 
speaking of the new plant said it had orders on 
hand for the company’s “Diamond Hard” floor- 
ing that would keep it busy for a menth. He 
declared himself pleased with prospects, which 
he said are better. 





A. C. WELLS, 
President, 


Wells Lumber 
Co. 
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The latest design gang edgers, side and end matchers, equipped with 
automatic feeding tables, enable the Wells company to produce fine 


quality maple and birch flooring 
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The Rogers Lumber & Coal Co., of Adrian, Mich., has an attractive 
shingled office and gives much attention to maintaining quality 


Sandusky, Ohio, is said to be 
the greatest fresh-water fish 
market in the world. In addi- 
tion to this it has a string of local 
industries that are running 
along reasonably well, consider- 
ing the times, and in the opinion 
of G. J. Apel, of the lumber com- 
pany that bears his name, it is 


among the most prosperous of 
Ohio cities. That statement, Mr. 
Apel hastened to add, doesn’t 


mean that this lake port was not 
aware of a shakeup in business 
during 1931. Often he came to 
the office in the morning without 
an order on the hook; and yet, 
before the day was over he’d 
find that he had been jumping 
along all day keeping up with 
sales over the ’phone or by per- 
sonal calls. This of course means 
relatively small sales; those 
completed in one _ operation. 
Most of us have leaned pretty 
heavily on pick-up orders these 
last dozen months or so, and 
without them we'd have been in 
a bad way indeed. Mr. Apel 
added, by way of cheer, that the 
latter part of 1931 saw a stead- 


ily increasing number of in- 
quiries that indicated house 
buivling when the new season 
cam*® along. 

A “Sudden Service” Yard 
The C. S. Garretson Lumber 


Co. is one of a line of four yards 
with the head office in Ashland. 
This yard advertises “Sudden 
Service” and also hangs out the 
sign of Reliable Building Ad- 
vice of the United Leaders. E. L. 
Zolman, the local: manager, is 
becoming a convert to unit sell- 
ing; that is, of offering a rather 
complete planning, financing and 
building service to the owner; 
one that brings the contractor 
into the picture after the deal 
dealer and owner is 


between 





LUMBERMAN 


March 19, 1939 














The third generation is operating this yard of the Stevenson Lumber & 
Coal Co., at Adrian, Mich., which has also shingled its office 
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Building Service to Fit Customer Needs 


A Fresh-Water Fish Market Expects 


to Build Houses 


ing Carefully Upon 


1932 — Build- 
Quality — A 


in 


Yard That Sees the Job Clear Through 


pretty well fixed up. Here again 
we heard the story of the con- 
tractor as a useful sales agent, 
provided nothing better is avail- 
able. But Mr. Zolman has be- 
come a little weary of some con- 
tractors’ taking ways; their 
habit of playing dealer against 
dealer and the owner against the 
field; resulting too often in poor 
materials and equally skimped 
labor. He has a rather clear 
suspicion that as a salesman and 
planner a contractor is a good 
man with a saw and hammer. 

There is no agreement about 
this puzzle of who should really 
make the sale. Plenty of places 
have been mentioned in these 
columns where dealer and con- 
tractor work together in com- 
plete harmony; where'_—itthe 
builder seems to be a competent 
salesman and is ready to be a 
square shooter. Plenty of others 
have been mentioned where the 
contractor is as useful in that 
operation as the famous bull in 


the equally celebrated china 
shop. It seems to depend upon 
local conditions; and a dealer 


with a string of loyal and com- 
petent contractors on his string 
will feel little urge to add to his 


own responsibilities by taking 
over the functions of a _ sales- 
man. Where he gets played for 


a sucker, he naturally will get 
restless. And that’s that. 

Mr. Zolman, like many others 
of the fraternity, was wishing 


for a firm and even a rising level 
of wholesale prices; provided 
always these prices don’t go up 
like a rocket. A lot of shrewd 
but uninformed people are wait- 
ing for still further sags before 
building their houses. They are 
bears on the market; and as 
soon as they’re sure the bear 
market has run its course they’ll 
cover by building. Who knows? 
Before these lines are in print 
this may have occurred. There 
are some weather signs to that 
effect. Mr. Zolman also men- 
tioned an increase in figuring 
and inquiries, which bears out 
the suspicion that quite a num- 
ber of prospects are all ready 
to start the saws when they’re 
sure the sign is right. Last Sep- 
tember saw more houses started 
in Sandusky than were started 
in all the earlier months of 1931. 
The Sandusky Sash, Door & 
Lumber Co. is one of the large 
plants in the city. Unluckily for 
us, W. J. Fisher was away when 
we called. Here, too, we were 
told that the amount of figuring 
was increasing rather sharply. 


Where Dealers Watch Motor 
Sales 

Adrian, Mich., is at no great 
distance from Detroit, the won- 
der city of the State. Detroit 
means motor cars, and the whole 
State depends rather directly 
upon the state of the motor mar- 
ket. It is no secret, of course, 


that automobiles were not sell- 
ing at record rates during 1931, 
and so even those towns which 
don't manufacture them felt 
something of the backwash. In 
fact, practical economists tell us 
that motor sales were the back- 
bone of the so-called Coolidge 
prosperity. 

R. F. Hanover, of the Rogers 
Lumber & Coal Co., Adrian; 
mentioned the motor business 
and said that at the moment it 
was not so well articulated with 
general conditions of prosperity. 
He mentioned the fact that some 
of the motor magnates were seri- 
ously considering starting up at 
something near normal volume, 
in the belief that this move in 
itself might give the necessary 
push to start things off in the 
old and desired course. Perhaps 
this will have been done by the 
time you read this page. If it 
has been started, it will have been 
based on the belief that the na- 
tional set-up is nearly right for 
a return of volume business and 
that the wages paid out to hun- 


dreds of thousands of factory 
workers would in themselves 
start money to circulating to 


the benefit of all industries. 
“This may be a sound idea,” 
Mr. Hanover said. “A _ person 
can’t measure so big a project by 
the usual standards of local bus- 
iness. But I continue to be scep- 
tical of such chances. Goods 
have to have a visible outlet be- 
fore the making of them can 
contribute much to commercial 
health. The country has been in 
a state of industrial indigestion. 
More food and more manufac- 
tured articles have been avail- 
able than markets to absorb 
them. But it may be that heavy 
production in such a big indus- 
try might create the momentum 
that would carry them on to find 
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owners. The idea at least illus- 
trates the fact that business is 
considering big ideas and new 
remedies. 

“Local bankers here in Adrian 
have taken a sensible attitude 
toward local loans. They have 
not been stampeded into refus- 
ing all risks, the good along 
with the bad. However, a per- 
son hears much about that in 
other places; of bankers who got 
stuck back in 1921 after they’d 
urged mortgage loans on to peo- 
ple and in the reaction put all 
their funds into bonds and call 
loans in the cities. There isn’t 
much doubt that the lumber 
pusiness has suffered unneces- 
sarily, the country over, because 
local bankers have turned thumbs 
down on local mortgages. We’ve 
escaped that here. There are 
good building and loan facilities. 


4 Call for Better National 
Distribution 


“We'll all have better times 
when the capacities of American 
farms and factories have a bet- 
ter outlet. That is perfectly 
simple and plain. Perhaps that 


condition is near. I haven’t 
much confidence in the advice 


that would limit inventive ca- 
pacity and that would stop farm- 
ers and manufacturers from us- 
ing labor-saving machines and 
methods of efficiency. But it 
doubtless is true that the time 
has come when these new meth- 
ods will have to be geared up 
so that they carry clear through. 
We don’t need less intelligence 
in production, but we seem to 
need more in distribution.” 

This is another yard that is 
giving much attention to the 
business of maintaining quality; 
both in lumber and building ma- 
terials and also in the finished 
value of houses. This is one of 
the important things facing the 
entire industry. 


William H. Stevenson, of the 
Stevenson Lumber & Coal Co., 


is of the third generation operat- 
ing the business. His grand- 
father started it some sixty 
years ago. It has always paid 
a profit in that long period; and 
while the business of 1931 had 
not been closed at the time of 
my visit, Mr. Stevenson said he 
was looking forward to the final 
check-up with much interest. 
This yard has built a few 
houses of its own during 1931; 
just to keep things going. A 
model house started the business 
in the spring; a very modern 
house, illustrating the latest de- 
velopments in planning, mate- 
rials and equipment; orchid bath- 
room fixtures and the like. The 


building was open to the public 
for a time and was visited by 
a4 great many people. It was sold 
at a figure that paid all costs 
and added a slight profit; but 
the idea was to stimulate inter- 
est. 


This it succeeded in doing. 


AMERICAN LUMBERMAN 


The Hixon-Peterson Lumber 
Co. has one of its dozen yards 
in Adrian, under the manager- 
ship of M. W. Bennett. Mr. Ben- 
nett said 1931 had been a better 
year than 1930. This yard handles 
paint and hardware and _ uses 
Associated Leaders advertising. 


The Job of Roofing a Barn 


In Coldwater, Mich., the de- 
partment dropped in at the yard 
of S. Pollock & Son and found 
Mr. Pollock rather smiling over 
a little bill he was figuring up. 
A customer wanted to roof a 
barn, and he wanted to do it for 
as little money as possible or 
less. To oblige, Mr. Pollock re- 
membered some odds and ends 
of discontinued patterns and 
offered them at about half the 
normal price. After much wear 
and tear on sidewalks and tele- 
phones to be sure that no one 
else within a reasonable dis- 
tance, say forty miles, would 
beat the price, the customer 
bought. The bill contained the 
roofing, nails, application and all 
the other incidents and acci- 
dents, including, I believe, the 
removal of shingles and strip- 
ping the cracks between the roof 
boards, and amounted to a grand 
total of something less than $40. 
Mr. Pollock said that while it 


was an exaggerated instance it 
represented part of the trade and 
the attitude of mind of part of 
his customers; an attitude of in- 
price 
I dare say there 


tense preoccupation with 
and little else. 


this department is all for sav- 
ing a penny. But a regular 
Scotchman looks for value and 
measures it against use; some- 
thing a lot of our American 
countrymen seem not to be doing 
in these days. Put the price low 
enough, and the saving shuts out 
considerations of style and long 
wear. That’ll change, no doubt, 
but in our field there is a real 
call for judicious assistance in 
the good work. A person hates 
to think what public feelings 
will be in a few years when some 
of the alleged bargains of 1931 
begin to melt and run down the 
gutter. Mr. Pollock happens to 
be a dealer with a conscience 
about quality. Probably a ma- 
jority of dealers have the same 
sort of conscience. But enough 
are without that useful gadget 
so that plenty of essential build- 
ing frauds have been perpetrated 
in the name of saving and thrift. 


Sales of Collateral Lines 


Mr. Pollock some time ago ex- 
panded his business to include a 
good many collateral lines of 
goods and services. He says the 
time has gone by when a dealer 
can afford to wait for the public 
to come in and ask for boards. 
He has long handled coal. A 
year or so ago he put in a line 
of mechanical stokers. He car- 
ries hardware and paint. He acts 
as a general contractor in get- 
ting houses sold, designed and 
built. He has a roofing applica- 
tion department and is prepared 
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This stoker display in the window of 
Mich., illustrates that the mechanically 
Fuel and Less 


yards in the country 
that could not tell similar 
stories. It’s fashionable to be 
thrifty. No doubt Mr. Pollock’s 
customer got a real bargain. But 
one wonders what would happen 
to this person, up to his cowlick 
in a grim determination to save 
10 cents, if he’d fallen into the 
hands of an unscrupulous dealer 
willing to do the job for $30 and 
prepared to put on a cobweb that 
wouldn’t turn a mean sunbeam. 
Would the customer have known 
the difference in the quality of 
the roof? One doubts it. As 
a Scotchman, the inkslinger of 


are few 


S. Pollock & Son, Coldwater, 
fired furnace “Burns Cheaper 
of It” 


to build any kind of roof and to 


do the sheet metal work. He 
manages the business of getting 
loans for customers. He has 
worked all these things out 


earefully so that each line car- 
ries itself and so that all of 
them together will comprise a 
thoroughgoing building service 
that is itself attractive to the 
customer who realizes he is not 
competent to find and appraise 
all these services separately and 
combine them into the building 
of a house. 

The Legg Lumber Co., of Cold- 
water, has been operating on the 
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plan of two prices on a good 
many of the comparatively small 
articles that are often sold sepa- 
rately for repair and small re- 
modeling. One is a cash price, 
and the other is a credit price. 
The difference is enough to give 
the casual credit buyer some 
food for thought. These articles 
are displayed in the store, with 
the two prices marked. L. E. 
Legg was away at the time we 
called; but during a _ previous 
call he told us that the one draw- 
back to the method lay in the 
fact that if a person pays a 
larger price on credit he thinks 
he is buying that credit and pay- 
ing for it and so is somewhat 
independent about paying only 
when he gets good and ready. 
Probably the answer to that 
would be exact time limits of 
credit, well and thoroughly im- 
pressed. 


Credits Are Always With Us 


This kind of credit difficulty is 
independent of some of the trou- 
bles of the last couple of years. 
There is the person who won't 
pay and the person who can’t. 
If the latter took on credit obli- 
gations and later saw events 
send his expected income hay- 
wire, that’s a horse of a differ- 
ent color. Most dealers tell the 
department that the old lineup 
of people who had a bad reputa- 
tion for paying has been pretty 
well erased. They don’t get 
credit any more. Nobody takes 
a chance on them, and if they 
buy they first lay the coin of 
the realm on the barrel head. 
Their old bills have either been 
paid or written off. The credit 
accounts that are giving dealers 
a pain the neck of late are owed 
by people who formerly were 
gilt-edged risks; but events have 
been too much for them. 

Some business men tell the 
Realm that credits, despite the 
worry which they still cause, are 
in better condition than they 
have been in for a couple of 
years. One reason is that the 
general buying public has been 
teaching itself that credits must 
be taken seriously; and that in 
itself is a real gain. It may be 
that when the turn comes the 
star-spangled pressure salesmen 
will start out to break down this 
hard-earned knowledge; but one 
doubts if they’ll be completely 
successful. There will be a rem- 
nant at least of the veterans of 
the Battle of 1931 who will re- 
member the discomfort of bills 
due and payable, coupled with 
nothing that can be used for 
money. Certainly they’ll buy on 
credit; and we'd be in a tough 
spot if they didn’t. But they’ll 
give more than a casual go-by 
to the sober thought that sooner 
or later the time to pay up will 
come. That preliminary thought- 
fulness will make the credit 
manager’s life a little easier. 
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Line-Yard Company Announces 
New Credit Terms 


The Corn Belt Lumber Co., operating nine 
yards in Nebraska, with head offices at Lin- 
coln, has made some changes in its credit terms. 
Nate A. Allen, secretary and general manager, 
says that the bulk of the business is with 
farmers. Prices of farm products are low, and 
farmers are putting off all payments they can; 
so yard collections have been slow. As usually 
happens, those accounts are put off about which 
no definite agreements have been made in ad- 
vance. 7 

The company has long had a policy of charg- 
ing interest on accounts 60 days or longer past 
due; but Mr. Allen says that like most retail 
merchants in all lines in Nebraska he has not 
enforced this provision very rigidly. The re- 
sult has been increased overhead expense. It 
seemed necessary to reduce this business cost; 
so Mr. Allen decided to make new terms and to 
make no exceptions. It occurred to him that it 
would make a good impression if, while tighten- 
ing terms in certain respects, he liberalized 
them in others. He has announced to his cus- 
tomers that instead of 60 days time on lumber 
he will now allow 90 days; after which interest 
at eight percent will be charged. 

Following is a copy of the letter sent out to 


customers, signed by the local manager: 
DEAR FOLKS: 

It has not been our custom to render state- 
ments except when jobs were completed or 
we required the use of the money to discount 
our invoices, but hereafter, the first of each 
month we will mail to all our customers state- 
ments of their accounts, for comparison and 
payment if correct: and if any errors appear, 
we are always glad to make any necessary 
corrections. For your information, our terms 
are as follows: 

COAL: Due to the very low margins and 
risk of bad accounts, coal will be sold for 
CASH only, except to those who are worthy 
of credit, in which case time will be extended 
to the 10th of the month following purchase. 
These are the same terms extended to us by 
the mine owners. 

Lumber and other merchandise: To those 
who are entitled to the courtesy of credit, we 
have in the past granted 60 days’ time. How- 
ever, to help through such a period as we are 
now in, we have extended this limit to 90 days. 
Interest at the rate of 8 percent will be 
charged on accounts beyond above time. 

Business conditions in general now make it 
necessary that we adopt this method of 
handling this particular part of our business 
and we are sure you will be glad to cooperate 
with us, 

With this letter we are attaching state- 
ment of your account as it appears on our 
ledger and request that you please call at our 
office or mail us your check, whichever may be 
the most convenient for you. 











likewise. 





How $3 Started a Chain of Buying 


R. O. Stine, of the Stine Lumber Co., Bryan, Ohio, tells us about 
a very interesting and significant recent occurrence in his town. One 
of the citizens—a motion-picture theater owner—was struck with 
what seemed to him like an idea, and proceeded to put it into effect 
forthwith. He went into a department store and told the proprietor 
that he would spend $3 with him provided he would immediately 
spend that amount with someone else, and pledge that person to do 
“Okay,” said the department store man, and the theater 
man bought three pairs of stockings for his wife. 
store man put on his hat and went out and bought two shirts. Prob- 
ably he had dozens of shirts in his store, but the bargain was that 
he should make a purchase from someone else. Thus was started an 
endless chain which resulted, by actual record, in 59 three-dollar pur- 
chases being made, in 59 different stores, between Thursday morning 
of one week and Monday afternoon of the following week. In other 
words, the original $3 created $177 worth of business in four days— 
at the end of which time the chain was broken by turning the $3 into 
the local charity fund. And that’s only part of the story; because 
in order to dramatize the results and further stimulate buying, all of 
the goods bought in the 59 transactions were gathered up and put 
on display in the window of the Bryan Hardware Co. The window 
was well filled, making an impressive showing of what even a very 
small sum of money, kept in circulation, can do in the way of creat- 
ing business. What lumber dealer will be first to start a similar chain 
in his town—and have the purchases displayed in HIS show window? 


The department 











Lumberman Mounts Pegasus for 
Brief Jaunt 


Most everyone in the lumber business—east 
of the Mississippi River anyway—knows Spen- 
cer D. Baldwin, of Baldwin Lumber-Junction 
Milling (Inc.), Jersey City, N. J. He is a suc- 
cessful lumberman, efficient president of the 
New Jersey Lumbermen’s Association, and a 
convention speaker of note. When Spencer 
stands up to speak, either from the platform or 
on the floor of a convention, the boys all listen, 

Notwitstanding all this, the AMERICAN Lum- 
BERMAN had not heretofore suspected Spencer 
of being a poet. But just to prove that a good 
lumberman can do almost anything, he sends in 
the cheerful little earful quoted below, with 
these explanatory remarks : 

“IT am not a poet, but just a plain retailer; 
some say with a one-track mind. Notwitstand- 
ing all that, I am worried about the retailer: 
and one night in a hotel room I wrote this little 
verse, which I think covers the situation of the 
retailer pretty well. Many a true word is spoken 
in jest, and these lines about fit the present 
picture. They are dedicated to the lumber yard 
that was, and that won’t be here when the crops 
are harvested.” Here they are: 

Good-by old lumber yard, 

Good-by for evermore; 

You were once an honorable business 

Respected and loved by all. 


It was once your father’s business 

Then left to the son to run, 

But, alas, a terrible change has come, 
And now the darn yard’s gone on the bum.” 


That’s how Spencer feels now, and enough 
other dealers share his sentiments so that he 
need not feel a bit lonesome. 
when the tide turns, the clouds roll by, the cor- 
ner is rounded etc. etc., Mr. Baldwin will once 
more take his pen in hand, summon his muse, 
close his eyes and dash off something like this: 
Hello old lumber yard, 

You sure look good to me; 
Though you nearly croaked this bard, 
Your come-back is grand to see. 


Oh, the orders roll in 

And the trucks roll out, 

For business we hardly need to scout; 

Thé “repression’s” gone, good times are here, 
And the sheriff no longer need we fear! 


If he does, we promise to print it. 








Setting Up a Sales Target 


Loursvitte, Ky., March 14.— The value of 
setting a definite goal, and then “hitting the 
ball,” is again demonstrated by the experience 
of the Frey Planing Mill Co., this city, since 
the first of the year. The result has been a 
speeding-up in sales endeavor that has been re- 
flected in the volume of business—nothing large, 
but enough to cause satisfaction. James M. 
Power, secretary of the company, tells the 
AMERICAN LUMBERMAN about it as follows: 

“Our idea originated in this manner. Our 
head estimator, who is vice president, and my- 
self were feeling a little more peppy than usua 
on New Year’s morning, because of the fact 
that we closed a few orders that morning to 
give the new year a good start. Right then we 
conceived the idea of trying to make every day 
average as good, if not better, for the whole 
year. That was our goal, and we have beet 
trying hard to make the grade. For the first 
ten working days we went over the top for our 
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average, but since then we have had our ups 
and downs, and the showing on the whole has 
not been quite so good. 

“However, we are not even thinking of giving 
up our struggle, but are following up inquiries 
more than ever before. While building permits 
in the city have not shown any increase, we are 
making more calls and are figuring some work 
that we would have passed up heretofore—such 
as Government jobs out of town. In other 
words, we feel that half a loaf is better than 
nothing, and while, in most instances, Govern- 
ment work is acquired only at a low figure, 
which cuts our margin of profit down, it helps 
to keep our organization intact.” 





Co-operative Buying Agency Is 
Organized 


Boston, Mass., March 14.—A co-operative 
buying project to be known as the New Eng- 
land Building Materials Purchasing Agency 
(Inc.), of Boston, has been organized by a 
group of retail dealers, chartered to issue capital 
stock to $100,000. Thomas G. Bradshaw, Provi- 
dence, R. IL, is president and Hugh S. Mc- 
Kenna, New Berlin, Conn., who is secretary 
of the Lumber Dealers Association of Connec- 
ticut, is vice president. Carroll W. Smith, of 
Waldo Brothers Co., Boston, is treasurer. 

Mr. Smith stated to a representative of the 
AMERICAN LUMBERMAN that approximately 
twenty-four retail lumber yards have subscribed 
to the capital stock, and that it is likely that 
more will come in later. He said that pending 
a meeting to be held here on March 18, when 
further plans may be made, it is proposed to 
confine the co-operative buying to mason sup- 
plies. The corporation is chartered, however, 
to buy and distribute all building materials, in- 
cluding lumber. 

F, Howard Hinkley, a Yarmouthport dealer, 
is one of the incorporators, and another is 
George S. Cook of Springfield, Mass. 





MR. AD V. TISING GETS 
PLUMB LOQUACIOUS 











Dear Ep: 


I been scouring around the country in this 
here lumber business from the Gulf of Mexico 
to the Pacific Ocean and back acrost the coun- 
try to the Atlantic, in fact long enough to raise 
a fambly, and jus’ like turning the knob on a 
lectric light, it all of a sudden dawns on me 
that us lumber men are the dawg gonndest 
porest advertisers in bizness. Of course, Ed, 
I guess some of us think we are advertisin’; 
we put our name in the paper and say: “Bill 
Jones, Lumber Dealer, when you need compo- 
sition shingles and substitutes, call us up. We 
deliver.” And a nother feller puts his name 
i a magazine and says: “Manufacturer of lum- 
ber, Yaller Pine—er Fir, er Pondosy, er White 
Pine,” jus like any ten year old school kid 
wouldn’t know what kind they make by the 
place they have a mill. Lately, Ed, I been stop- 
pin over in a perty good size place and I 
thought I’d jus do a little investigatin. I kept 
on buying a daily paper until at last one Sun- 
day I found a lumber man’s ad. Well I says 
to myself, Ad, lets ask all these here lumber 
men some personal questions. They is about 
seven or eight lumber yards in this city, so I 
starts out gettin acquainted with them and the 
fust news you know they was a tellin me about 
not making no money and they was layin off 
men and cuttin wages, until I got around to 
this here lumber man who was advertisin, and 
bless me, Ed, if he didn’t up and tells me he 
made money last year and furthermore hadn’t 
lade off ary man nor cut ary one’s wages. He 
said he figgered advertisin jus like hirin a good 
man that could do enough more’n he cost to 
keep all the crew still going through times 
even like this. Yours as ever, 


Ap 


AMERICAN LUMBERMAN 


Lists Small-Unit Prices 


Boston, Mass., March 14.—The State Sash 
& Door Co., 1285 Columbus Avenue, Roxbury 
Crossing, has adopted the small-unit price 
method of advertising its products in the local 
newspapers. Free delivery is offered anywhere 
within ten miles of Boston. Small-unit prices 
in display type look so attractive that they 
have a strong pull for the ordinary home owner 
who is thinking about repairs, improvements or 
remodeling. In its latest copy this company 
picks thirteen items from its stock as special 
bargains: 

Boards, 2x3 and 2x4, $20 per M board feet. 

Red cedar shingles, 80 cents a bundle. 

Best grade sheathing, 3% cents a foot. 

3g-inch oak flooring, 3% cents a foot. 

French doors, $3 and up. 

5x panel doors, as low as $1.50. 

Garage doors, glazed, $10 a pair. 


Combination doors, 2%x6%, $4.50. 
Wallboard, 2% cents a foot. 

White Rock, 4 cents a foot. 

6-inch R. C. clapboards, 2 cents a lineal 


foot. 

Fir flooring, 3% cents a sq. foot. 

4%,-inch moulded casings, 4 cents a lineal 
foot. 

Some of the long established lumber dealers 
object to this sort of advertising as undignified. 
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ation of this steady and satisfying though not 
spectacular growth. Since Summit has never 
depended upon booms, it is less affected than 
are other cities by general fluctuations. Sum- 
mit people will be glad to see a return of better 
business conditions; but under the unusual con- 
ditions which prevail there, the city is likely to 
see a comfortable increase in building during 
1932 regardless of the general business curve. 





Dealers Fabricate Summer 
Cottages in Yards 


_The Ballinger Lumber & Supply Co., Green- 
ville, Ohio, has recently taken on the manufac- 
ture and sale of a special type of small summer 
cottages and cabins, under license of the paten- 
tees, Messrs. Albaugh and Harvey (Bellefon- 
taine Lumber Co.), Bellefontaine, Ohio. These 
structures also are being manufactured and 
sold by the Clark County Lumber Co., Spring- 
field, Ohio. 

_ These buildings are known as the Round-Top 
line, on account of the distinctive type of roof. 
The line includes summer cottages, tourist 
cabins, filling stations, chick nurseries and 
other small buildings. 

All buildings will be completely fabricated 

and finished at the local 











plant. These buildings 
are delivered to the pur- 
chaser in sections, and 





Showing one of the 
types of Round-Top 
summer cottages being 
made by Ohio retail 
concerns under license 
from the _ patentees. 
They are made in five 
sections, ready for as- 
sembly on the job 





it is said that they can 
be made ready for oc- 
cupancy within an hour 








Those who have adopted it, however, insist 
that results justify the method. 








City of Homes Makes Progress 
Despite Depression 


Summit (N. J.) dealers depend for sales of 
building material entirely upon the construction 
of homes. It is a city of some 15,000 people, 
but has no factories; yet, without industries or 
industrial population it continued its steady 
growth through last year. December showed 
an increase in building permits over November 
of about 40 percent. According to a statement 
made by Winston K. Ogden, a builder in the 
city, the new construction of the year amounted 
to $1,352,000; and of this amount the sum of 
$1,046,000 went into the erection of 112 new 
homes. Prospects for this year are for a con- 
tinuation of steady building. 

Edw. T. Snook, secretary and treasurer of 
the Hill City Coal & Lumber Co., of Summit, 
attributes this steady progress to a number of 
factors. The city never has had a boom, and 
any efforts to start a boom are discouraged. 
Because of this fact, real estate prices are mod- 
erate. These real estate prices, coupled with 
closely priced building materials and consider- 
able competition in the labor market, make for 
unusually good values. 

But in addition to the offering of unusual 
values, the city itself has a fine community 
spirit. Its reputation as a home city attracts 
the people who appreciate this atmosphere; and 
its growth in residences goes forward accord- 
ingly. The D. L. & W. electrified its lines dur- 
ing 1931 and thus made the city more attrac- 
tive to commuters who work in New York City. 

Prospects at the present are for a continu- 


after arrival on the job. 
They are made warm and comfortable by the 
use of insulation board on the inside. 

Manager Horace Ballinger says that while 
thus far production by his company has been 
limited to building some models, a great amount 
of interest in these buildings is being displayed 
and he anticipates quite an active business in 
them during the summer and fall season. 





Former Champion Bicyclist Now 


Rides for Exercise 


Kansas City, Mo., March 15.—The ap- 
proaching Olympic Games, to be held in Los 
Angeles this summer, have a peculiar interest 
to Carl Schutte, secretary of the Schutte Lum- 
ber Co., this city. Mr. Schutte participated in 
the bicycle races at the 1912 Olympics held at 
Stockholm, Sweden, and took third place against 
some of the best bicycle road racers of the 
world. 

The son of the late S. Z. Schutte, Kansas 
City lumberman, the younger Mr. Schutte 
started riding a bicycle, like other boys, when 
he was about 12 years old. He ran errands 
and did collecting work for his father on his 
brand new, shining bicycle, and joined other 
neighborhood boys in forming a bicycle club 
which met every Sunday for rides in the coun- 
try to towns within a radius of 50 miles of 
Kansas City. 

After his success in the Olympic, Mr. 
Schutte gave up cycling for a number of years 
but about a year ago, feeling the need for exer- 
cise, he started again and found the best oppor- 
tunity for riding at the time when other men 
are riding in their cars to and from their offices. 
Every day he may be seen on the streets of 
Kansas City riding to and from his office on 
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his racing wheel, provided the streets are not 
slippery. Cold weather is a welcome change 
for Mr. Schutte says it makes him work all 
the harder. He does not take a direct route to 
his lumber office but prefers to make his ride 
just twice as long. 

When he started riding to and from business 
he had a 38 chest, a 39 waistline and weighed 
210 pounds. After a year of consistent riding 
in which he had covered 5,367 miles, he had re- 
duced his waistline to 36 inches, increased his 
chest to 4014 and brought his weight down to 
182 pounds. Mr. Schutte, who is 43 years old, 
highly recommends bicycle riding to those who 


need exercise and can not spare the time for 


tion of bicycles that would be difficult to dupli- 
cate. They range from the 3-seater to a single 
wheel surmounted by a saddle such as is often 

en in vaudeville acts. Mr. Schutte can ride 
he latter with ease. 

Victor Schutte, president of the lumber com- 
pany, gets his exercise from gym work and 
horseback riding, while Louis Schutte, treas- 
urer, is fond of hunting and fishing. 


Lumber, Also, Is Handled 


Sure, lumber yards are called that because 
they handle lumber; but the modern yard han- 
dies a lot of other things, too. Every dealer has 
had the experience of customers spying some 
item of stock and saying, “I didn’t know you 
handled that.” Recognizing this, the Alexan- 
dria Bay (N. Y.) Lumber Co., in its monthly 
bulletin says: “Here are a few items that maybe 
you didn’t know we stocked: 

“Craftex, putty, crackfiller, glass, flue lin- 
ing, fire clay, fence posts, lampblack, linseed 
oil, whiting, bolts, roof coating, ground glue, 
sewer tile, brick mortar, sash weights, tur- 
pentine, ladders.” 





And, doubtless, the list could be extended 
indefinitely. The uptodate lumber dealer's 
slogan might well be, “If you can’t find it any- 
where else, try the lumber yard!” 


Allocation of Capital to 
Line-Yard Branches 


Something more than a year ago an inquiry 
from a line-yard concern in the Southwest 
was published in the Query and Comment de- 
partment of the AMERICAN LUMBERMAN, as 
follows: 

We wonder what experience line-yard lum- 
ber companies have had in capitalizing their 
yards, that is, furnishing each yard with a 
proper amount of capital to operate on and 
requiring it to do so, or be penalized. Each 
yard will, of course, require a_ different 
amount of capital and we would like to hear 
from line-yard general managers as to the 
formula they use in arriving at the proper 
amount of capital for each yard. The amount 
should be fair to the manager of each yard 
as well as fair to the general office. We would 
like to hear from those who have had expe- 
rience, and how they operate the plan. 





Recently a concern in Indiana wrote to the 
AMERICAN LUMBERMAN with reference to the 
above inquiry, and said: 

“We shall very much appreciate receiving the 
results from this query, as we have severa! 
yards that need attention.” 

The general manager of a large line-yard 
concern in Texas was asked for information 
as to the capitalization of its branch yards, and 
in response he said: 

The rule which we follow is to allow our 
branch yards an investment equal to the 
amount of the real estate, improvements, fur- 
niture and fixtures, teams and vehicles, a nor- 
mal stock, and two months’ normal business 
in the way of an allowance for outstanding 
accounts We charge them no interest on this 
amount, but we do charge interest on the cur- 
rent accounts above this amount. We also 
find it necessary from time to time to change 
the investment allowance as the values of 
their stocks go up or down. 


The general manager of a large line-yard 
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concern in Iowa, commenting on this query, Own feet. These yards are capitalized at vari. 





said: ous amounts—$20,000 ; $25,000; $30,000; $49 
I can see where’ under the distressing finan- 000; $50,000, and $80,000—so that each seems 


cial and trade conditions now prevailing there to require a different amount of capital. 


Com. 
would be some advantage in having each yard menting on this plan, this manager said: { 


capitalized. It would serve to better impress These yards have their own bank accounts 
upon each branch manager his responsibility and run as separate yards. We believe that 4 
in securing funds to finance his yards. How- for management purposes at least our play ; 
ever, it would necessitate considerable chanze is a good one, but for the purpose of borrow. 
from our present system and an immediate ing money we realize that if all of our yards 
added expense which we think would not be were owned by one parent company it woul 
justified. Of course we know at the end of be easier to show our situation to our bank. 
each year approximately how much capital ers. Of course it doesn’t take within 20 per. 
each yard has used, but we do not penalize cent to 40 percent as much money to run 4 
or require our managers to keep within a defi- lumber yard as it did two years ago. 
eRe states amount. Line-yard managers and others who may lk & 
The head of a line of yards located in a north- interested are invited to make available to read. 
ern State, who had been asked for his experi- ers of the AMERICAN LUMBERMAN, in so far as 
ence along this line, said that his yards are may be consistent with their policies, the plans 


each separately incorporated and stand on their under which their branch yards are capitalized 


























eS 
: where they'll be absolutely 

E safe, by putting them into 
Improvements for | 
| YOUR HOME| 
E No thief can touch—no panic can destroy—values that are 
¥ BUILT INTO YOUR HOME. Hide a ten or twenty dollar bill 
z in a new floor for that room, a needed closet; a somewhat 
Z larger sum in a new porch, roof or garage. 

5 In fact, there are "hiding places'’ in your home for almost any 

= sum, large or small, that you can conveniently spare. And 

E money thus “hidden'’ not only is safe but is wisely invested, : 
= because you will actually SAVE MONEY by making improve- 

- ments NOW. 

Dollars Thus “Hidden” Are Working Dol- 

S lars—Giving Employment—Making Busi- 

= ness—Helping the Community and the 
= Nation. = 
| “America, Let's Go!” 
merica, Lets Go: 

2 (Name and Address of Company Here) 

emer reoremenemeneennnreen an A TR 


to enable dealers to “tie up” their local newspaper advertising with the 

national anti-hoarding campaign which is bringing millions of dollars of 
hidden money into circulation. Why not get your share? Use of this “copy” in 
your local paper might help get something started in your community. No elec- 
trotype is necessary, as any printer can set this advertisement practically as it 
appears here. It can be used in space either larger or smaller than the copy. It 
would make a smashing full-page advertisement for a dealer who wants to “hit 
hard” and get his share of the hoarded money that the national campaign is help- 


(to ADVERTISEMENT has been prepared by the AMERICAN LUMBERMAN 





ing to bring out. The AMERICAN LUMBERMAN will be pleased to receive marked 
copies or clippings of local newspapers showing use made of this advertisement. 
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alk the Customer's Own Lanquage 


There are numerous methods of inducing cus- 
tomers to buy, but two are especially familiar 
to lumbermen: Displaying the goods in, on and 
within the retati lumber plant; and advertising 
hy means of expositions and home shows. In 
Winnetka, Ill., the “swanky” North Shore sub- 
urb of Chicago, the W innetka Coal-Lumber Co. 
believes in and uses both of these methods. 

A yisit to the Winnetka company’s office 
quickly acquaints the customer with the utility 
and beauty of many of the firm’s products, for 
not only are they on display outside and inside 
the office, but several of them are incorporated 
in the building itself as indicated by the accom- 
panying illustrations. The yard is situated on 
4 “flat-iron corner” and owns a large triangle 
of land. The company maintains a filling sta- 
tion on the corner plot itself, and this building 
is of the same general architecture as the lumber 
and coal office shown in one of the illustrations. 
Beneath the shingled roof of the latter are the 
attractive wooden gables which in themselves 
are strong advertisements of the ability of wood 
to create a cozy appearance. A picket fence and 
trellis further announce to passers-by that this 
is a lumber office. 

Inside the office one sees more of the products 
this company sells. Numerous cabinets and 
specialties are displayed along the wall parallel 
to the counter, and these are kept in the best 
of condition so they always look attractive and 
have real sales appeal. But the eyes of visitors 
are quickly attracted to the ceiling where is evi- 
dence that the company also uses what it sells. 

It was in fact mainly to see the ceiling that 
an AMERICAN LUMB’RMAN representative visited 
the Winnetka yard, for J. J. Helff, district sales 
manager for the Wood Conversion Co., and 
R. W. Howard, one of his salesmen, were en- 
thusiastic about the excellent results obtained 
there. As the pictures show, the beams of the 
ceiling form nine panels all of which are com- 
posed of small pieces of insulating board 
arranged in various patterns. The three center 
panels are Insulite and on each side of these 
three are three panels of Nu-Wood. The In- 
sulite which consists of rectangles laid in a 
brick pattern was put in when the office was 
completed about a year ago, but the Nu-Wood 
installation was not completed until within the 
last few weeks, when Mr. Howard offered some 
suggestions for its design. 

The ceiling art that he had in mind necessi- 





tated a bevel cut, such as could be furnished 
with Nu-Wood Bevel-Lap Tile, but Karl L. 
Weinstock, vice president and manager of the 
Winnetka company, preferred to use instead 
his stock of regular square-edged Nu-Wood 
and he had a local carpenter do the bevel saw- 
ing. No two of the six panels were alike. One 
was quite complicated in design, as the picture 
reveals, and another was a trifle irregular by 





Close-up view of one of the artistic panels of 
Nu-W ood insulating board in the ceiling of the 
office shown at left below 


reason of the disappearing stairway which was 
located in it, but the cost of the six panels, in- 
cluding the materials and labor of sawing and 
attaching the Nu-Wood to the plaster ceiling, 
was less than one hundred dollars. 

But there is that other way for a lumberman 
to bring to the attenion of the public the value 
of home building or home improvement — the 
public exposition—and an opportunity of this 








kind came to the Winnetka dealers two wecks 
ago. Concerted effort was being made to pro 
vide money for the furnishing of Winnetka’s 
new community house. Booth space was rented 
to the various business interests of the suburb 
and the Winnetka Coal-Lumber Co. joined with 
the Mercer Lumber Companies (Inc.) and the 
Long-Bell Lumber Co. in preparing the fine 
display part of which is shown in the third 
illustration. The Mercer companies also had a 
display in the basement showing various lumber 
and fuel specialties, but the display pictured, 
on the second floor, proved to be the star at- 
traction of the entire exposition, for men, women 
and children all were interested in one or more 
of the Long-Bell “Kum-fit” products. The sand 
box in the center had a large and enthusiastic 
following among the children as did also the 
junior size lawn chair. The shelves, in front 
of one set of which Mr. Weinstock is shown 
standing, proved to be of special interest to the 
women, who were delighted to see how these 
shelves could be built into any desired space and 
built properly, without much mechanical skill 
because of the clever way in which they had 
been designed. How they delighted to pull out 
a board or a spline and put it back and see how 
perfectly it fit and how easy it was! 

Some of the women got quite excited in con- 
templating the possibilities of such materials in 
improving their homes. Just about everybody 
took his or her turn at opening at least one 
drawer in the tall chest of drawers and there 
were few indeed who did not curiously examine 
the wooden chain. Another reason the display 
was exceptionally interesting was that every 
piece of equipment that was for sale was plainly 
marked as to just how much it cost, knocked 
down, ready for the purchaser to put it together 
himself. On a table, near the sand box, was a 
selection of circulars further describing the 
“Kum-fit” products and also a pile of reprints 
of the AMERICAN LuUMBERMAN “A Home Of 
Your Own” page, which was eagerly seized 
upon, by the women especially, and by the chil- 
dren. 


Robert Steele, manager of the Mercer yard in 
Hubbard Woods (as part of Winnetka is 
known) said that 2,500 people came to the ex- 
hibit in one evening. He learned that many, at- 
tracted by the glowing accounts of friends or 
relatives, visited the exposition just to see the 
lumbermen’s display. 

















At left—Interior view of the office of the Winnetka Coal-Lumber Co., Winnetka, Ill., showing how some of the millwork and other products are 
displayed; the beamed ceiling is finished in panels of insulating board, Insulite in the foreground and Nu-Wood in the background; Earl L. 
Weinstock, vice president and manager, is seen at the right talking to a customer, while in the center are J. J. Helff and R. W. Howard, of the 
Wood Conversion Co. At right—Display of Long-Bell “Kum-fit” products at the Winnetka Community Exposition, which was closely examined 
by large and interested crowds that seemed to appreciate the fact that every piece bears a price tag; Robert Steele, manager of the Mercer 
Lumber Companies yard at Hubbard’s Woods, is seen at the left in front of a wooden chain, and Mr. Weinstock is at the right 
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Reautifying the Yard With 


Shrubs and Flowers 


If the lumber yard office is set a little back 
from the road, with the approaches to it nicely 
landscaped and planted, a big step has been 
taken in the right direction. While some might 
be inclined to consider it an unremunerative 
expense, the actual outlay need not be great. 
On the other hand, it has been demonstrated in 
numerous cases that the cost is more than bal- 
anced by the resulting increase in sales. 

A foundation planting of evergreen shrubs, a 
couple of beds of bright flowering plants set in 
a grass patch, and a conspicuous sign welcom- 
ing the visitor, not only attracts custom 
directly, but forms an effective advertisement. 
In almost every line of business it has been 
found that the majority of customers are 
women. Women are becoming in an increas- 
ing degree patrons of the lumber yard, for 
semi-finished products and fittings as well as 
for lumber. They prefer doing their business 
in a pleasant environment. They come oftener, 
stay longer, and buy more. For that matter, 
the custom of both men and women is attracted 
by an exterior which appears to indicate that 
their patronage is welcomed. 

Planting around the 
office, while it may be 
as elaborate as de- 
sired, need not neces- 
sarily be an expensive 
proposition. While 
some skill in arrange- 
ment is necessary, and 
a knowledge of the 
right kinds of plants 
and trees to use which 
will retain the proper 
proportions to produce 
a permanently good ef- 
fect, is needed such 
knowledge is often 
readily available. Pos- 
sibly the owner of the 
plant or the manager 
is in touch with a gar- 
dener who will be 
competent to supervise 
the work or advise on 
the selection of varie- 
ties. Or the nursery- 
man from whom the 
plants are procured 
may be able to offer 


new surroundings “without knowing it.” Pro- 
vided the soil is suitable, and they are not after- 
wards neglected as regards watering, they will 
almost invariably continue to flourish. 


Suitable Varieties for Planting 


At the sides and rear of the building, quick- 
growing pines may be planted. Within a few 
years these will overtop a one-story building, 
and long before that, they will furnish shade 
and provide a fine evergreen background. 
Thuja occidentalis (American arbor-vitae), 
stately erect shrubs, may be used in front of 
the building, on either side of the doorway, or 
between windows. Juniperus Pfitseri (Pfitzer’s 
juniper) is of moderately low and spreading 
habit. It will not exceed three or four feet in 
height, and its fine greyish-green foliage marks 
it off in strong contrast with the darker shade 
of the thujas. For bright color relief a few 
specimens of the golden cypress (Ketinospora 
plumosa aurea) may be interspersed. All of 
these evergreen shrubs may be planted at al- 
most any time when the ground is free from 
frost, except during the hot dry months of 
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This Timely Article, by 

a Practical Horticulturist 

and Landscape Garden. 
er, Points the Way 


will be best if not grown against the building 
itself, but on a trellis standing far enough oyt 
from the wall to escape the drip from project. 
ing eaves. This arrangement admits a free cir. 
culation of air about the plants, and is a con- 
venience when the building requires painting of 





repairs. There are several good hardy climbing | 


and cover a fairly long blooming season, such 
as: Andre Louis, white with pink center ; Coralie, 
orange-salmon; Dorothy Perkins, shell pink; 
Gardenia, yellow; Gruss an Fruendorf, dark 
crimson; and the White Dorothy. 
The actual arrangement of 
scheme must naturally be dependent on local 
conditions, such as the size of the building and 
the amount of available space, and the natural 
contour of the land—whether sloping or level 
etc. A private approach or driveway may be 
necessary, or not. A nice appearance has been 
achieved by having a small lawn with flower 
beds fronting directly upon the street, with a 
semi-circular broad driveway curving round be- 
hind it past the front door. A retail lumber- 
man’s office can be furnished very appropriately 
with wood flower 








boxes affixed to the 
outside of each win- 
dow. Almost anyone 
can put together a 
window box if they 
see something they can 
copy, and a few boxes 
of flowering plants 
will excite admiration 
and lead to the sale of 
the needed materials, 
or of the boxes them- 
selves. The same 
boxes when the sum- 
mer flowering season 


with dwarf evergreen 
shrubs for the winter. 

Grass seed for a 
lawn should be sown 
in September. This 
applies to all the 
northern two-thirds of 
the United States. In 
the hot southern 
States special varieties 
which will resist heat 








some suggestions. 

In any case, it pays 
best to have the plant- 
ing done by an ex- 
perienced man. The 
plants will grow bet- 
ter and there will be 
fewer replacements 
necessary. Very fre- 
quently the mistake is made of using about 
twice as many trees and shrubs as are neces- 
sary, planting them too near together. Then, 
as they increase in size they tend to crowd one 
upon the other and their natural symmetrical 
habit of growth is interfered with. The princi- 
pal cost will be that of the plants themselves. 
To endeavor to eliminate or reduce this by lift- 
ing good-looking wild shrubs and trees from 
nearby woodlands is false economy. It will be 
found, for the most part, that these wild 
growths have long straggling roots with few 
fibers, so that it is impossible to lift them with 
a good ball of earth. Shrubs grown in a 
nursery, which have been several times trans- 
planted and root-pruned, carry a compact ball 
of short fibrous roots. If delivered with this 
ball wrapped in burlap to prevent the earth 
shaking off, they can be transplanted into their 


“A foundation planting of evergreen shrubs, a couple of bright flowering plants set in a grass 
patch, and a conspicuous sign welcoming the visitor, not only attract custom directly, but form 
an effective advertisement.” * * * This view of the front of the Comley Lumber Co.’s yard at 
Arkansas City, Kan., shows low-trimmed privet hedges enclosing tiny lawns of clover. In the beds 
are cannas surrounded by petunias. In each of the little plots are planted small pine trees and 


young poplars, making a pleasing ensemble 


July and August, which are not favorable. 

For the shrubbery borders and edgings, sum- 
mer flowering annual plants such as alyssum, 
portulaca and verbenas are all suitable. They 
are quite dwarf, and the portulaca and verbena 
will furnish a note of bright color. Portulaca 
comes in mixed colors, yellow, orange and 
scarlet shades predominating. Alyssum (“Little 
Gem” is the best variety) is white. Both the 
alyssum and the portulaca may be sown in the 
ground where the plants are to remain and 
flower. Verbenas may be had in practically all 
shades. With these, it is best to purchase the 


plants and set them out in May, unless you 
have facilities for growing them from seed sown 
early in the greenhouse. 

Instead of the taller evergreen shrubs planted 
up close to the walls of the building, you may 
These 


prefer to train rambler roses over it. 





and drought have to 
be used, and these 
southern lawns are 
usually sown in spring. 
But except in the ex- 
treme South, the fall 
is very much the best 
time of the year for 
sowing. The grass 
will spring up quickly and provide a carpet of 
green throughout the winter. In early spring 
give it a light dressing of fine bone meal, (about 
two ounces to the square yard) and the re- 
newed growth will give it the appearance of 
having been established for years. It is im- 
portant to use a good mixture of fine grasses 
put up specially for lawns by a reputable seeds- 
man. In most of the States the law compels 
the dealer to label the seed, not only with a 
statement of its purity and percentage of gef- 
mination, but, in the case of mixtures, to state 
what varieties are included. A well-balanced 
lawn grass mixture consists of varieties which 
are at their best at different times of the year, 
so that by blending them a fine green sward 4s 
in evidence the whole year round. Every 

mixture should contain some Kentucky blue 
grass, red fescue, English ryegrass, and red-top. 
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One pound of seed should be used to sow a 
space of 150 to 200 square feet. 

The best soil for a lawn is good garden 
foam. This contains an abundance of organic 
material on which plants thrive, and which is a 
necessity for the growth of the grass. If this 
exists to a depth of about nine inches, you have 
a good foundation on 
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too sandy, stable and farmyard manure 
will help improve the texture. Pulverized 
sheep manure and soil from old mushroom 
beds, both of which are commercially available, 
can be used with advantage as fertilizers, what- 
ever the nature of the soil may happen to be. 
Having secured a uniformly good soil to an 





47 


average depth of from six to nine inches, clean 
and free from stones and rubbish, it must be 
leveled over, rolled moderately firm, and the 
seed sown thereon. Rake the seed in lightly, 
so that it is fairly covered, roll it again. All 
that need be done after this is to see that the 
soil is kept moderately moist, and watch for 
and remove any weeds 





which a lawn may be | 
established. Unfor- 
tunately, we do not al- 
ways find on the spot 
just the kind of soil 
we want, and have to 
do the best we can 
with whatever is at 
hand. If this should 
be of a heavy, sticky, 
clayey nature, it can 
be improved by mix- 
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ing in some sand till it 
becomes more work- 
able and less inclined 
to retain too much of 
the surface water. If 


from other structures and the wide 


This view of the East plant of the Hixon-Peterson Lumber Co., Toledo, Ohio, shows how the 
environment of a lumber yard may be beautified by landscaping. The building stands apart 


with hedges and flower beds 
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expanse in front has been transformed into a beautiful lawn 


that may spring up 
with the grass. If all 
this may seem a rather 
elaborate process, bear 
in mind that when 
making a lawn you are 
working on something 
permanent. A lawn 
can never be satisfac- 
tory if it has not had 
a right start; but if 
the foundation, so to 
speak, is properly laid, 
only ordinary upkeep 
and attention is re- 
quired to make it last 
for many years, im- 
proving all the time. 
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Enforcing Interest Charge On Retailers’ 


Past-Due Accounts— 


The question of interest on past due accounts 
as raised and briefly commented upon in the 
“Query and Comment” section of the AMERICAN 
LUMBERMAN’S issue of Feb. 13, is both impor- 
tant and timely, especially at this particular 
moment when money is “tight” and many build- 
ers, contractors, and others are experiencing 
difficulty in promptly meeting their obligations. 
The question raised by the manager of a retail 
lumber yard in Colorado is probably typical of 
legal problems with which many other lumber 
dealers are concerned. 

It is obvious that such a question may in- 
volve transactions of considerable value to lum- 
bermen, and, therefore, it is well worth while 
to analyze the matter from a legal standpoint, 
because in the final determination the courts 
will be guided, and the parties will be bound, by 
legal principles. A general knowledge of the 
controlling principles beforehand may be suffi- 
cient to save many lumbermen the expense of 
burdensome litigation and possibly an unfavor- 
able decision. 

The law in the various States is not entirely 
uniform, and, therefore, it is necessary to con- 
sult local statutes for final guidance. Of course, 
where a State has not legislated on the par- 
ticular question the courts will be guided by 
the common, or unwritten, law. 


"Meeting of Minds” Is Essential 


From the litigated cases, well-defined rules 
have been evolved covering the law of contracts 
and sales. There are certain essential elements 
to a contract, which, if overlooked, may defeat 
the contract and result in great financial loss. 
A meeting of the minds is an essential part of 
a valid contract, without which there can be 
no contract at all. This means, among other 
things, that there must be a proper offer and 
acceptance. There must be a valid considera- 
tion, which is interpreted to be an act or fore- 
bearance or promise of same involving detri- 
ment to one acting, forbearing, or promising, 
and at the request of the other party. A benefit 
to each party is not necessary, but the essential 
element is detriment. It is well to point out 
that past consideration is not recognized by the 
courts as valid consideration. 

In determining whether more than the legal 
rate of interest can be charged on over-due 
accounts, an important question is the ascer- 
tainment of the time of the passing of title. 
If the stipulated rate of interest is set out in 
the contract before title passes, then there is 





*Mr. Neilson is connected with the Na- 
tional Committee on Wood Utilization, De- 
Partment of Commerce. 


no doubt but what the agreed rate of interest 
can be collected, unless barred by reasons sub- 
sequently mentioned. If the interest is intended 
as compensation for the use of money, and not 
as a penalty for non-payment when due, there 
is no restriction as to the rate of interest for 
which the parties to a contract may stipulate, 
except such restriction as may be imposed by 
statute, or by the doctrine sometimes applied 
that the rate must not be so great as to be 
unconscionable. (Buckingham v. Orr, 6 Colo. 
587; New England Mortgage Security Co. v. 
Vader, 28 Fed. 265.) ‘ 

Although in some jurisdictions a provision for 
a higher rate of interest after the maturity and 
non-payment of the principal debt is considered 
as imposing a penalty for default and therefore 
is not enforceable (Conrad v. Gibbon, 29 Iowa 
120; White v. Iltis, 24 Minn. 43) according to 
the weight of authority, a contract which pro- 
vides that interest shall be paid at a given 
rate until maturity, and in case of default, at 
a higher lawful rate thereafter, will be enforced 
according to its terms, such increased rate be- 
ing regarded as a liquidation of the damages 
and not as a penalty. (McKay v. Belknap Sav. 
Bank, 27 Colo. 50, 59 Pac. 745; Laird V. War- 
ren, 92 Ill. 204; Ritter v. Phillips, 53 N. Y. 586; 
Linton v. Vermont Nat. Ins. Co., 104 Fed. 584.) 


In Corson v. Neathing, 9 Colo. 212, the court | 


held that interest is only recoverable in those 
cases which are specified in the statute. (Sec- 
tion 1707, Gen. 8t.; Howley v. Barker, 5 Colo. 
118, and cases there cited.) For interpretations 
of similar statutes providing for interest on 
money withheld by an unreasonable and vexa- 
tious delay see Sammis v. Clark, 13 Ill. 545; 
Newlan v. Shafer, 38 Ill. 379. 

It has been held that, where there is a simple 
undertaking to pay money with no stipulation 
as to interest, the law implies a contract for 
the payment of interest at the legal rate then 
existing, and interest will continue to run at 
such rate until the debt is paid, notwithstanding 
a subsequent statute changing the rate. Aguirre 
v. Packard, 14 Cal. 171; Myrick v. Battle, 5 
Fla. 345; State v. Bowman, 11 Wash. 432; 
Landa v. Obert, 25 8. W. 342. 


Consent of Vendee a Requisite 


It seems quite clear then that the retail lum- 
ber dealer can not stipulate for the payment 
of interest exceeding the legal rate, without 
the consent of the vendee, either before or after 
title passes. Any attempt to demand more than 
the legal rate of interest after the title passes 
to the buyer, in an effort to secure reasonably 
prompt payment of accounts, would lack two 
essential requirements of a valid contract—a 
meeting of the minds and consideration. 

The intention of the parties is the controlling 
factor in the passing of title to goods. If the 


Some Legal Points Involved Are Discussed by 
G. DARRELL NEILSON, Washington, D. C.* 


parties express no intent in a contract to sell 
on credit, title will pass immediately if the 
goods are designated, and if not designated 
upon a proper appropriation. If no intent is 
expressed in a sale where no credit is to be 
given and no payment has been made, title 
passes on delivery. In view of this, it is 
obvious that lumbermen, in order to gain the 
utmost protection, should pursue the safe course 
of making certain that essential conditions of 
the sale are set out expressly, and without 
ambiguity, in the contract. 

If any thing is yet to be done by the vendor, 
title does not pass until performance; as for in- 
stance, a sale of all lumber in a certain yard 
at a stated price per thousand feet. Here the 
title remains in the vendor until he measures 
the amount of lumber in the yard. 

In the event the parties intend no credit is to 
be given and manual delivery is made expect- 
ing immediate payment, no title passes until 
such payment is made. Generally speaking, if 
no arrangement for credit is made, a cash sale 
is presumed. 


Seller Has Certain Rights 


The law affords the seller certain rights in 
case of non-payment. If we assume title has 
passed and the goods have been delivered, the 
vendor may sue for the purchase price. He 
has no lien for the unpaid purchase price after 
delivery, with the exception of the special case 
of stoppage in transit where the vendee be- 
comes insolvent while the goods are still in 
possession of the carrier. If the title has not 
passed, the seller may sue for damages for 
breach of contract, or he may replevy the goods 
if in the possession of the buyer. 

If the title has passed but the vendor re- 
tains the goods and the buyer refuses to ac- 
cept delivery and pay for them, the seller may 
pursue one of four remedies: (1) He may sue 
for the purchase price, standing ready to de- 
liver the goods on payment; (2) he may sell 
the goods and sue for the difference; (3) he 
may sell the goods for more and not account 
for the surplus; (4) he may retain the goods 
and sue for damages. 

Taking into account the various elements 
which determine the validity of a contract for 
the sale of goods, and considering that an ac- 
count stated, in fact, is not a contract, but is 
only evidence of a contract, the printed state- 
ment on the bill heads, “This bill is due on 
presentation: 12 percent annual interest will 
be charged on past due accounts,” seemingly 
would have no legal force if presented to the 
vendee after title had passed to him. Such 
a statement may be psychologically valuable, 
however, especially in a jurisdiction where the 
law on this point has not been definitely set- 
tled, or, if established, it is not generally known. 
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‘Renovize” Is New Slogan of 


Drive for Work 





CLEVELAND, OuI0, March 14.—The building 
industry, in co-operation with a number of civic 
rgal ns, has started on a campaign to 
create less, or at least to get something 
started tl will bridge the gap until such time 


as there will be more new construction in sight. 





The building industry in its entirety realizes 
that t little immediate new business in 
sight. It rece gnizes that the financial institu- 


nave closed down too tightly on the mak- 
for new construction, and that it 
ime, probably several months, before 
n will be relieved, and that some- 
at t be di ne in the meantime. They also 
realize that the “modernization” idea must be 
cloaked in a new garb, in order to lend interest. 

A brand new word therefore has been coined 
—‘RENOVIZE” — combination of “Renovate” 
and “Modernize,” and during the month of 
March it is expected that Cleveland will be 
made so conscious of this new word that tangi- 


1 - 
Oans 


ble results will develop in the way of remodel- 
ing, repairing, redecorating and a lot of other 
things, along with landscaping and beautifying 
of exteriors. 

Joining in the movement are the Builders’ 
Exchange, with its 620 members, the Cleveland 
Chamber of Commerce, the Cleveland Lumber 
Sureau, the Cleveland Clay League, the Better 
Homes Association and the Building Arts Ex- 
hibit. 

Thousands of dollars have been subscribed to 
spread the gospel of “Renovizing” through the 
newspapers of the city, over the radio, and 
through the building trade papers and publica- 
tions of other organizations, in addition to 
literally millions of stickers being used on let- 
ters sent out by business houses. 

In addition, the Building Arts Exhibit has 
opened its doors to various lines of building ma- 
terial as well as equipment for the making of 
displays of a practical nature and, by the way, 
it may be said that from 











300 to 2,500 persons 
visit this beautiful ex- 
hibit of the building 1n- 
dustry daily, all visitors 
being registered. 

Here have been built 
attractive booths and 
displays demonstrating 
what can be done in the 
way of remodeling or 
“Renovizing,” thus af- 
fording definite sugges- 
tions. 

As seen in the illus- 
tration, one of the !um- 
ber companies has built 
in a typical attic, and 
has finished one- half 
with insulation board, 
which makes an inter- 
esting contrast to the 
unfinished part. 

An enterprising paint 
company went out and 





Exhibit of attic with one-half finished with insulation board 


found an old house from 
which were removed 


Conducts Essay Contest on 


A successful essay writing contest recently 
conducted by the Builders & Manufacturers 
Supply Co., of St. Marys, Pa. on “The Ad- 
vantages of Oak Flooring,” should be of in- 
terest to all retailers, because it shows a way 
for creating interest in and desire for new 
floors, and gives the dealer favorable publicity 
in his community. The AMERICAN LUMBER- 
MAN was informed of this contest by the Brad- 
ley Lumber Co. of Arkansas, Warren, Ark., 
whose products are handled by the Builders & 
Manufacturers Supply Co., and details were 
kindly supplied by that firm. 

Cash prizes were offered for the three best 
essays on the above subject, of $15, $10 and $5, 


respectively. The rules for the contest, briefly, 
were: Only students of local high school 
eligible; no essay to exceed 300 words; all 


essays submitted to become property of the com- 
pany; students whose parents are employed by 
the company not eligible. Suggestions for the 
essays were: Beauty; sanitary; long life; com- 


parative ease in house cleaning; comparative 
costs compared with rugs; increased real es- 
tate valuation. 

One hundred and forty-two essays were sub- 
mitted. 
Hickey, 


They were judged by Thomas M. 
local attorney, and three students of 


the Central High School were adjudged the 
winners. It is expected that the prize essays 
together with three others which received 
honorable mention, will be made into a booklet 
for sales promotion purposes. The three prize 
winning essays follow: 


FIRST PRIZE ESSAY 


[By Roy R. Kronenwetter] 

In comparing oak flooring with other 
ing, one outstanding characteristic of 
is its beauty. The strong grain 
its pinkish gold background, 
ing to the eye than the shapeless design and 
drab color of pine, or any other wood. An 
oak floor looks well in any home; in rich sur- 
roundings it adds a final touch of luxury; in 
less costly rooms, it gives dignity to the home. 

It has been proven that an oak floor is the 
most sanitary of all floorings. No dampness, 
no draught, no cold can come through a prop- 
erly laid oak floor. 

Another great benefit of an oak floor is the 
saving in time, labor and money, in cleaning. 
A well-laid oak floor is perfectly level and 
smooth; and there will be no cracks, or places 
for dust or disease. One never needs to scrub 
an oak floor; merely waxing and dusting it 
with a mop, made for that purpose, will solve 
the cleaning problem. 
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This exhibit strikingly demonstrates the “ 
vizing” 


reno- 
power of paint 


sections of siding, rafters and roofing as well as 
a window frame. The house is, or was one of 
the oldest in Cleveland, demonstrating that the 
wood was still in a good state of preservation 
and with a little paint could be made serviceable 
for many more years. 

Other similar ideas of “Renovizing” are found 
in examples of how shingles applied to the ex- 
terior will add to the beauty of the home. In- 
stallation of new doors or windows, or even 
adding another room, are exemplified; bringing 
the bath room up to date is another item that 
has been carried out very beautifully in one or 
two booths. 

Members of Cleveland Chapter of American 
Institute of Architects are participating in the 
program by offering suggestions in the way of 
renderings and drawings of ways and means of 
“Renovizing.” In addition to this feature, a 
practical builder capable of estimating costs is 
on hand at the exhibit to give approximate 
costs on various items entering into the “Reno- 
vizing” of the home. 

The committee in charge 
activities to homes, but is seeking to interest 
apartment house owners, as well as owners of 
commercial buildings, by showing them that the 
way to hold satisfied tenants is to keep their 
properties in a good state of repair and to 
bring them up to the modern standard. 


Oak plooring) 


Oak floors are an important element of 2 
house. Real estate agents, when selling 4 
house so equipped, are always careful t 
demonstrate this advantage, as you will notice 
when reading “For Sale” signs or advertise- 
ments. 

Another saving in the price of rugs. 
Having an oak floor in your house, you Will 
neither need to buy so many nor so large rugs 
as you would if you had only common flooring. 
Oak floor, with their very even surfaces, are 
far less injurious to rugs than a coarse, 
rough pine floor. 


SECOND PRIZE ESSAY 


[By Urban Kronenwetter] 


Oak flooring is superior to other hardwood 
flooring because of its beauty, durability, ease 
in cleaning, and comparative price with rugs. 

Oak flooring has a beauty all its own, and 
for this reason it is preferred by thousands. 
In most hardwood floors the grain is very 
slightly or not at all noticeable, but an oak 
floor has a beautiful and attractive appearance 
that will last a lifetime and assure the ap 
proval of any housewife. 

Oak flooring is not only attractive, but it is 
also very durable, and will withstand many 
years of wear, and if waxed regularly, will 
wear longer than any other kind of flooring. 
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The deadening felt placed beneath the flooring 
prevents noise from passing through the floor, 
and provides an excellent insulator against 
cold and dampness. The matched ends and 
sides afford extra strength as well as a neater 
appearance. 

The smooth, hard finish of a waxed or var- 
nished oak floor certainly is not hard to keep 
clean, because it will not absorb the dust and 
dirt like a rug or carpet. The loose dirt can 
pe easily cleaned up with a duster, and the 
smooth surface offers very little resistance to 
any kind of a cleaner, thus lessening the task 
of housekeeping. 

Although oak flooring costs a little more 
than other flooring, it will pay for itself many 
times by its good service. It has an advantage 
over a rug, because it is much more durable 
and will last much longer than a rug. The 
man who is building will, in the long run, 
make a big saving if he furnishes his home 
with an oak floor. 


THIRD PRIZE ESSAY 
[By Robert Weber] 


Probably most of us wonder why such a 
common wood as oak should become the main 
topic of a composition. 

First we must consider what important part 
oak lumber plays in our everyday life. Our 
minds would move to our homes where our 
social life is founded. Everyone likes a beauti- 
ful home, both inside and outside, a home 
which we can appreciate. 

As a person walks into a home where the 
floors are made of smooth polished oak floor- 
ing, he can honestly feel happy and proud. 
He observes how the beautiful flooring sets off 
the homelike colors of the well chosen furni- 
ture and adornments about the room. As he 
walks in the hall he is delighted as he passes 
over the smooth polished flooring and marvels 
at its cleanliness, 

He notices that there is not a crack or sliver 
where germs and dirt could become lodged. He 
knows the flooring is hard and durable and 
can stand very rough usage. In places such 
as schools, churches, stores and buildings 
where people are almost constantly passing, 
oak flooring more than gives satisfaction. The 
flooring would probably last as long as the 
building and never would have to be replaced 
if proper care of it is taken. 

Most likely the housewife would look to the 
cleaning part of the flooring. She would know 
that a varnishing about twice a year would 
be sufficient and a waxing and polishing once 
a month would give beautiful results. Oak 
flooring can be set very close together and dirt 
cannot become lodged in any cracks, thus sav- 
ing hard work and retaining beauty. 


Oak flooring, being so closely set, saves a 
constant wear and tear on our carpets and 
thereby pushes aside a yearly carpet bill. 


Therefore we can see that oak flooring has 
many advantages. 





Favors Government Use of 
American Products 


Cincinnati, Ono, March 14.—Proposed 
Federal legislation designed to require use of 
American materials by the Government and for 
governmental projects is receiving active sup- 
port of the Appalachian Hardwood Club. Ex- 
plaining that a law of the kind proposed would 
benefit the entire lumber industry, the club 
further asserts that such an act would remove 
what in cases amounts to discrimination against 
American hardwoods. This is because foreign 
woods occasionally are specified and used in the 
construction of Federal buildings, while native 
hardwoods equally suitable for the purpose are 
denied consideration. 

_At the present session of Congress several 
bills designed to give governmental preference 
to American materials have been presented. Of 
these the bill introduced by Congressman Wil- 
son of Louisiana, designated as H. R. 8909, 
finds greatest favor among lumber interests. In 
addition to the essential feature of stipulating a 
Preference for domestic products for Govern- 
ment use, the bill requires the specification of 
alternate materials for construction, thereby 
making it possible for all materials suitable for 
the purpose to participate in the competition. 
Another clause requires that preference be 


given materials produced and manufactured in 
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the locality of the project, which would reduce 
cross-hauls and, where lumber is concerned, 
protect the normal markets of each major pro- 
ducing division. 





Canadians Moke Grading Test 
on Jack Pine 


Toronto, Ont., March 14.—Grading rules for 
jack pine lumber were the subject of an im- 
portant conference held here Feb. 29, and 
manufacturers present included George B. 
Nicholson, of Chapleau, Ont.; Allan Austin, 
Chapleau; W. B. Plaunt, Sudbury; Ben 
Merwin, Sudbury; W. H. Poupore, Ottawa; 
A. Yuille, Sudbury; James McCreary, Dunran- 
kin; A. J. Murphy, Latchford; G. F. Clarkson, 
Toronto; and D. C. Johnson, Toronto, repre- 
senting the Marshay Lumber Co., and also rep- 
resenting the Wholesale Lumber Dealers’ Asso- 
ciation of Toronto. Others representing the 
Wholesale association were A. H. Leak, Harold 
Leak, and A. E, Eckhardt, all of Toronto. The 
Ontario Retail Lumber Dealers’ Association 
was represented by its president, J. D. Branch, 
Walkerville, D. H. Andress, Sudbury, and M. 
N. Cummings, Westboro. 


In accordance with an arrangement made at 
the recent Canadian Lumbermen’s Association 
annual, the jack pine manufacturers shipped a 
carload of lumber, ungraded, to the yard of the 
R. Laidlaw Lumber Co. (Ltd.), Toronto. The 
car was unloaded before the delegates and each 
piece, as it came out of the car, was inspected 
and graded by experienced jack pine inspectors, 
in accordance with a set of grading rules drawn 
up by the manufacturers. When this work had 
been completed, the conference moved indoors 
and spent the rest of the afternoon discussing 
the results of the grading. 


The chief point of discussion had to do with 
a suggestion by J. D. Branch, president of the 
retail association, that the old mill run grade 
of jack pine was not acceptable to the majority 
of retail dealers. He recommended that the 
manufacturers should put up a grade that might 
be termed “Select,” for the following purposes: 
siding, flooring, V match, dressing, shed stocks 
of 1x2 up to 1x8 and wider, according to the 
product of the logs; exterior woodwork, for 
frame houses and garage construction; garden 
furniture and many items of exterior millwork. 
He suggested that the same grading would 
apply in other thicknesses, particularly that of 
2-inch stock. The proposed “Select” grade 
would require, briefly, stock that was well 
manufactured, free from wane, sound tight 
knots allowed within certain limitations and a 
limited amount of surface stain. 

Mr. Branch expressed the conviction that 
with a proper educational program the retail 
lumber dealer and the general public would 
increasingly recognize the excellent qualities of 
jack pine, particularly if the manufacturers 
governed their grading in accordance with the 
purpose for which the stock could best be used. 
The next grade, which could be called No. 1, 
would meet the requirements of general con- 
struction work. Wane and certain other de- 
fects could be allowed that did not weaken the 
piece, and it would be assumed that wane show- 
ing in the rough would dress out when dressing 
to western standards. This grade would also 
permit of a limited amount of hard. red dis- 
coloration. One- and 2-inch stock in this grade 
would make excellent framing lumber. The 
1-inch stock would also be ‘suitable for dressed 
and matched, decking, square edge form lumber 
shiplap etc. The No. 2 grade would offer good 
nailing surfaces on the edge of the stock and 
could include coarse branch knots and stain 
defects, but no soft rot or worm holes. In 
the larger centers of the Province, this would 
be used for decking, sheeting and framing. 

The No. 3 grade and a possible No. 4 grade 
were not dealt with in Mr. Branch’s sugges- 
tions, as he felt that this was a problem for 
the manufacturers, depending upon the possible 
markets for these grades. 

Mr. Branch’s suggestions met with general 
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approval, in principle. It was felt that the 
splitting of the top grade into two grades, the 
upper one to be known as “Selects,” would be 
a distinct service to the consuming trade, and 
would result in a much better appreciation of 
the serviceable qualities of jack pine, on the 
part of the public. A natural result would be 
an important widening of the market for jack 
pine and probably a better average price for 
the whole product. 

At the second day’s conference an agreement 
was reached on the principle of adopting a 
“Select” grade. It was also decided to defer 
further action until the mills open up for the 
season’s cut. 





Saves Band Resaw Expense 


Some of the reasons why band resaws crack 
and .a practical way by which filers having 
trouble with resaws cracking can largely pre- 
vent this difficulty is clearly and briefly covered 
in Blueprint No. B-2006 published by Simonds 
Saw & Steel Co., Fitchburg, Mass. A copy of 
the blueprint will be sent free to any filer writ- 
ing for it. The information on the blueprint is 
the work of Elmer E. Davis, well known band 
saw expert, and is the result of his years of 
experience handling problems of this nature. 





Loadings of Revenue Freight 

A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the two weeks 
ended March 5, 1932, totaled 1,095,079 cars, as 
follows: Forest products, 40,128 cars; grain, 
64,000 cars; livestock, 35,327 cars; coal, 203,570 
cars; coke, 11,043 cars; ore, 4,929 cars; mer- 
chandise, 361,231 cars, and miscellaneous, 374,- 
709 cars, 


Progress in ''Put Men to Work" 
Campaign 

SPOKANE, WasH., March 12.—Pre-campaign 
pledges in Spokane’s “Put Men to Work” build- 
ing campaign have reached $100,000, according 
to J. I. Kinman, chairman of the construction 
and industry committee of the Chamber of Com- 
merce and general manager of the campaign. A 
goal of $3,000,000 of construction work, to be 
new building or modernizing, has been set and 
1,500 workers will be in the field this next week 
when the active campaign commences. These 
workers will encourage citizens to improve 
buildings, homes, grounds and all classes of 
real property. Workers will be assigned to 
definite territories for an intensive block-to- 
block canvass. One report luncheon will be 
held each week during the campaign which will 
last from 30 to 60 days. 








Lumbermen and Loggers 
Reappointed to Research 
Council 


PorTLAND,: ORrE., March 14.—Secretary of 
Agriculture Hyde has made four new appoint- 
ments and reappointed four former members, to 
the Forest Research Council of the Pacific 
Northwest, according to word received at the 
Pacific Northwest Forest Experiment Station. 

The new appointees who will serve for three 
years are Ossian Anderson, of the Puget Sound 
Pulp & Timber Co., of Everett, Wash., Jamison, 
of the Sauk River Lumber Co., of Everett, 
J. B. Woods, of the Long-Bell Lumber Co., of 
Longview, and Paul Neils, of the J. Neils Lum- 
ber Co., of Portland. They represent respec- 
tively the pulp and paper manufacturers, Puget 
Sound loggers, Columbia River loggers, and 
Ponderosa pine manufacturers, and succeed 
B. T. McBain, R. W. Vinnedge, E. S. Collins 
and R. D. Moore, who have served two terms. 
A. R. Watzek, of Portland, is chairman of the 
Council. 








Among the methods of campaigns* to induce people to “spend money 
now” should be listed the Freeport plan, the campaign of which was 
completed a couple of weeks ago in Freeport, Ill., a city of 23,000 popu- 
lation. Although the plan has one important weakness which should be 
eliminated in any other city or town attempting a similar project, in 
spite of this handicap the residents of Freeport pledged $254,686 worth 
of spending within the next three months, most of which would have 
been postponed until that nebulous date of “better times.” Some of the 
pledged amount is already completed, and other projects are under way. 

The history of the campaign, as it was told to an AMERICAN LUMBER- 
MAN representative last Saturday by several prominent Freeport busi- 
ness men, is interesting whether or not one expects to attempt something 
similar. First, as part of the background, be it known that Freeport, 
while it has plenty of poverty-stricken residents and others in more or 
less desperate circumstances, yet is rather better favored than many 
American cities because it has had no bank failures, and none of its 
large factories have entirely closed down; it has about 700 unemployed. 
Early this winter officialdom announced that municipal and county funds 
would be entirely sufficient to care for any distress, so the Community 
Council, a relief organization, ceased to function. 

Then the American Legion announced a nation-wide campaign to re- 
lieve unemployment, and the Freeport post was asked by the national 
commander to co-operate in the movement. But there had been that 
announcement that no extra-official help would be needed, so David H. 
Hardie, an insurance man who is commander of the local Legion post, 
appointed W. A. Goddard, of the H. A. Hilmer Coal Co. (which also 
operates country lumber yards), temporary chairman of a committee 
to determine if a need existed and if so to decide what plan of action 
should be used. 

Mr. Goddard enlisted the aid of all his comrades and also of all build- 
ing trades and interests and the labor organizations; and of the Rotary 
Club, Freeport Woman’s Club, Kiwanis Club, Chamber of Commerce, 
and Exchange Club. Each was asked to conduct its own investigation 
and report. Almost unanimous were the resultant reports, to the effect 
that such a campaign was necessary, that a pressing need existed. Not 
only that, but they all agreed that: The best way to formulate the proper 
plan was not for one organization to try to put it over, but for all 
organizations to work collectively; there should be no drive for funds 
on any pretext whatever, but simply to urge the immediate resumption 
of spending necessary money; and the project should not in any way 
overlap the relief efforts of existing organizations. 

Armed with this information, Mr. Goddard called a mass meeting in 
the city hall, which more than a hundred men and women attended, and 
it was decided to promote vigorously a campaign, using a plan almost 
identical with that used in Rochester, N. Y., a few months ago. E. W. 

















A lumber dealer, A. R. Clem, manager of the J. H. Patterson Lumber 

Co., has undertaken the entire task of converting this room into a 

smooth-walled recreation room for Dr. J. J. Grant, and of finishing the 

fireplace, providing a mantel etc.; all the doctor does is pay for it—one 
of the jobs to be done now because of the campaign 


“Red” Greb, aggressive and popular head of the Freeport Petroleum 
Corporation, was named general chairman, Norman C. Sleezer, secretary 
of the Young Men’s Christian Association, secretary, and G. X. Cannon, 
president of the Northwestern Telephone Co. (an independent telephone 
company), treasurer; these three constitute the executive committee. 
Each of the co-operating organizations was given ten days in which 
to appoint its captain and organize its workers into teams of two, and 
each organization was assigned a section of the city to canvass. All 
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History of Illinois City’s Em. 
ployment Project, Including 
Assurance of Need, Organ. | 
ization, Canvass and Success 
organizations except the Chamber of Commerce provided teams; the 


Chamber, of which A. R. Clem, manager of the J. H. Patterson Lumber 
Co., is president, was very active in the campaign, but of course all its 


members were also members of service clubs, and served on the clyb | 


teams. Labor provided 150 of the 463 canvassers who in three days yis. 
ited every house in Freeport. Each team of two canvassers was assigned 


to two blocks, covering both sides of the street, or equivalent. 
Everywhere they were met with courtesy and usually with under. 
standing, because of the intelligently open publicity given the program, 








Because of the pressure of the campaign, Albert Walz decided to have 
this porch torn off immediately, instead of some other time, and replaced 


with a wider one that will be inclosed; also to replace his softwood | 


floor with a hardwood floor (which work is already done); the materials 
for both are being sold by the Patterson company 


in the columns of the Freeport Journal-Standard. The citizens were 
made to realize that this was nothing the organizations were attempting 
to “put over” for the benefit or glory of the organizations, but that it 
was instead a patriotic effort on the part of these men and women to 
bring back the beautiful music of cash registers registering cash sales 


and time clocks being punched; that the canvassers received no pay, and | 
that the Legion and other public-spirited citizens were standing the ex- | 


pense of the campaign. Further, they were especially well received 
because they were not asking for money for some fund, but asking the 
citizen instead only to live normally, as though there were no depression, 
and yet not spend recklessly. The pledge-signer himself will benefit, 
one of the announcements pointed out, because: 

In the emergency employment of men and material to make addi- 
tions, repairs or alterations to your home or other property, you are 
enhancing the value of that property. You are having tasks done that 
need to be done, and are increasing the comfort, convenience, attrac- 
tiveness and livability of your property. If you pledge to exercise 
your normal buying power, buying the things you need and want, but 
purchase of which you have been putting off, you can unquestionably 
secure these articles in Freeport at favorable prices now. 


Dozens of practical applications of this four-fold “build, modernize, 
repair, or buy” program were listed in another announcement, under the 
headings Exterior and Grounds, Kitchen, Bathroom, Bedrooms, Attic, 
Lighting and Power, Plumbing, Heating, Basement, Interior of House— 
General, and Doors and Windows. This list was designed to serve as 
a sort of “idea factory” for the citizens. ; 

With this solid foundation of widespread understanding of their 
purpose, the canvassers were accorded unusually friendly attention. 
People already had talked the matter over, as a rule, and knew what 
they could do about it. The campaign lasted three days. Hundreds of 
thousands of dollars worth of improving and buying were pledged. 
After the campaign was officially over, Mr. Greb continued to receive 
calls from home-owners who needed more time to think the matter ovef, 
and who made new pledges, or enlarged old ones, to the extent of $16,000. 
Much of the money pledged was to be spent in buying clothes, of 


*Several other Illinois communities are working hard to re-employ 
both men and money, a movement to which J. F. Bryan, of Chicago, 
managing director of the Illinois Lumber & Material Dealers As- 
sociation, is devoting a large share of his time. As a member of 
the Governor’s Committee, he has been visiting the towns as @ 
representative of the Illinois Commission on Relief, speaking before 
civic mass meetings. Streator already has conducted an intensive 
campaign, and others are under way in Danville and Bloomington, 
organizations are completed in Kankakee and Belvidere, and Mat 
toon and Hoopeston are getting organizations started. In Chicago 
itself 10,000 men will see that every residence and business place 
is canvassed. 
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campaign. 
One of the 
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furnishing homes, or in similar projects, but it was estimated that at 
least $15,000 worth of labor would be hired as a direct result of the 


most often asked questions is, “How much of this pledged 


money actually would not be spent if no campaign had been waged ?” 
and the questioner always mentions a certain house to be built, that was 
included in the announced sum; but the man who is building this house, 
it has been pointed out, while intending to do it some time, yet was 
hesitating as to whether to do it right now, and this campaign was the 
“added push” that made him decide in the affirmative. 

Another frequent question is, “How much of this money actually will 





be spent as pledged 


it is easy to sign a pledge, but it’s different when 
the actual spending of the money is to be started.” 


The writer asked 


Mr. Clem what he thought about it, and the lumberman was immediately 


enthusiastic. 


Unhesitatingly he mentioned the names of two men who 


already have started building operations—the two jobs pictured in the 
accompanying illustrations—and who are purchasing the materials from 


his yard. 


Dr. John J. Grant was persuaded that now is the time to change his 
basement from a children’s play room to a recreation room for adults, 
for his children have grown up; he has turned over to Mr. Clem the 
entire job, both labor and all necessary materials. Albert Walz, a printer, 
decided that this is the time to have that pine floor topped by a fine new 


Dealers Sow Seed 


(Continued from front page) 

These are days when practical, 
tested plans for creating business 
have double value; partly because 
dealers have more time to work 
such plans and partly because 
without such working not much 
business comes in. Therefore, 
the AMERICAN LUMBERMAN has 
deemed it worth while to try to 
find out what some of the progres- 
sive dealers in various sections are 
doing, right now, to stimulate 
trade. Some of the results of this 
inquiry are summarized on the 
front page; and amplified on this 
page, as follows: 


To see if we could stir up some 
work for the unemployed, we put 
the enclosed advertisement in our 
local Sunday paper (see reproduc- 
tion on this page) and on top of 
that we sent out a half-dozen let- 
ters to the various jobbing con- 
tractors in our city, telling them 
what we were doing and stating 
that if we had calls we would re- 
fer the inquirer, or purchaser, to 
them for doing the work. We 
made thirty bona fide sales from 
this advertisement, and have about 
ten orders on the waiting list for 
a shipment of material that is 
coming. 

We intend in our advertising to 
pick out certain items that we 
think the home owner could use, 
and list at a low unit price, in- 
Stead of so much per thousand feet, 
as that befogs the question.— 
GREENE & Woop (INc.), New Bed- 
ford, Mass. 


_ Our special activity at this time 
is the preparation of an adequate 
mailing list, covering the city, for 
the purpose of circularizing for 
new roofs and repair jobs, which 
we intend to do this spring in 
rather a thorough manner. We 
find business very slow in this sec- 
tion and people generally are not 
spending much to .keep up their 
property. There is, however, some 
work going on all the time, and 
we are in hopes to get more of 
this kind of business than hereto- 
fore—W. F. Hoppe LUMBER Co., 
Lincoln, Neb. 


Last January we had our man- 
agers go over the mailing lists of 
their territories, segregating the 
Names of those who had money, or 
who could borrow or otherwise 
Taise money during the next few 
months, this segregation also in- 
Cluding all salaried people. This 
Selected list was mailed in to the 
Seneral office, which in turn mailed 


a letter to these prospects, signed 
by our general manager. An illus- 
trated circular was enclosed. Our 
managers received a circular noti- 
fying them that our letters to the 
prospects had been mailed and that 
they should follow them up by per- 
sonal contact, filling out prospect 
ecards as they interviewed each 
person.—NorTz LUMBER Co., Minne- 
apolis, Minn. 


We announced on our 120th con- 
secutive weekly radio program, 
and each Tuesday thereafter to 
date, that we would furnish mate- 
rials and workmen to home owners 
having good credit ratings and 
substantial equities in their homes 
up to amount of $300, no cash pay- 
ment required and repayment of 
loan to be made in ten equai pay- 
ments, with 8 percent interest from 
date. Many jobs were developed. 
Workmen agreed to accept the 
value of their work in materials. 
Many cash jobs were also de- 
veloped. The cash jobs, in the case 
of most of the workmen, were suffi- 
cient to absorb the credit accruing 
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hardwood floor, and to have the old porch replaced by a modern inclosed 
porch. The oak floor was just being varnished when the writer called, 
and the porch work was due to begin Monday. Other large jobs were 
expected to be started this week, and many of the small pledges already 


have been fulfilled. 


But that second question did bring up the lone weakness of the Free- 


port organization—lack of follow-up plans. 


Several of the local men 


realize it now, too. For there is no good way to be certain the pledges 
will be fulfilled, and if the man who signs the pledge wants to be 
directed to a competent workman, there is no central office to which he 


can apply for advice. 


All the pledges were turned in to the Community 


Service Bureau, which is managed by County Supervisor Fred H. Gibler 
and at which all the unemployed are urged to register, but many hesitate 
to do this, feeling it puts them on the plane of asking for charity, and 
there can be no assurance that the workman sent out from this bureau 


will really be competent for the job. 


One of the leaders of the organiza- 


tion, in fact, admitted that he would not apply to the bureau himself if 
he had need of skilled labor, though it can furnish good and reliable 


common labor. 


But the plan as applied in Freeport, in spite of this, has done and 
will do a lot of good. Thousands of dollars will be put to work buying 


needed products and labor. 


As Mr. Cannon, of the telephone company, 


said, “It gets away from the solicitation of funds for doles.” 


for Business Crops 


to them on the jobs where no cash 
payment was made. In cases where 
workmen needed cash we advanced 
it to them. The plan thus far has 
proved satisfactory to the home 
owner, the skilled workmen and 
ourselves. — SHERROD LUMBER COoO., 
El Paso, Tex. 


The Wilke & Rehn Co., Beecher, 
Ill., writes that ten days ago it 
mailed out twenty-five illustrated 
modernizing circulars, having on 
the reverse side a check-list of re- 
pairs and improvements for the 
home. These have resulted in two 
orders for 500 feet each of oak 
flooring, and opportunity to make 
estimates on two new barns. “Peo- 
ple want to build and repair, if they 
can get the money,” says this com- 
pany, adding, “we need financing, 
but the question is, where can we 
get it?” 

The Economy Lumber Co. 
(Inc.), Christiansburg, Va., says 
that it is using space in three 
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advantage along to the customer. 








—Refloor Your Home Now— 
—Never Have Prices Been So Low— 


CONSULT US ABOUT 


Oak Flooring 


FOR A ROOM 12x12 
WILL COST ONLY 


We have covered ourselves at this real low price and are now passing this 
In the last few days we have unloaded 
50,000 feet of Oak Flooring, all grades from Quartered Oak to No. J.Common. 
It is now possible to cover a roonr 12x12 with 34”x2” face No. 1 Common Oak 
Flooring for only $6.00—Other grades proportionately low. 


This Offer Holds for Just 10 Days—Do It Now! 


GREENE & WOOD, Inc. 


—Lumber— 
Tel. Clifford 618 or 619 
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Reduction of advertisement which produced forty sales 





weekly county papers to advise 
people to “Spend for the Home in 
1932.” This concern feels that its 
newspaper advertising is bringing 
results, as people are realizing that 
now is a good time to do building. 

A program of systematized hos- 
pitality is what the White House 
Lumber Co., line-yard concern 
with headquarters at Canadian, 
Tex., is counting on to stimulate 
business: “We are holding ‘Open 
House Days’ at all of our yards 
this month. Souvenirs will be 
given to all who come, and we will 
have all of the representation we 
can get at each point to show the 
goods we carry. Our paint lines, 
also the built-in items, will prob- 
ably be stressed the most. At one 
point where we held ‘Open House’ 
recently, the turnout was wonder- 
ful, and people are still coming in 
at that point asking about things 
that they became interested in that 
day.” 

“We would sincerely recommend 
for any community co-operative 
advertising such as has been done 
here,” writes the Century Lumber 
Co., Des Moines, Iowa, giving 
some further details as follows: 


The committee in charge thought 
So well of the six months campaign 
which ended Jan. 1 that it decided 
to run it for an additional four 
months. The results have been an 
increase in building permits. The 
budget amounted to approximately 
$10,000 and was managed by a 
committee of local business men. 
This fund was subscribed by ap- 
proximately seventy-five business 
concerns allied with the building 
industry. The media used included 
billboards, newspaper copy, street 
car ads, radio broadcasts and 
movie trailers. 


Another community in which 
co-operative advertising is under 
way is Albuquerque, N. M. The 
J. C. Baldridge Lumber Co., of 
that city, advises that a campaign 
in which building material dealers, 
contractors and real estate men are 
co-operating, to continue three 
months, is under way. The central 
idea is that of “selling” local peo- 
ple who have money to lend on the 
attractiveness of sound first-mort- 
gage investments, first mortgage 
money having been very hard to 
get and building operations being 
much hampered by the scarcity. 
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Simple, Inexpensive Cabins Built of 
Log Siding Provide Summer Homes 
at Reasonable Prices 


the casual observer a 
bin built with it gives the appear- 


of being a log cabin. The 


effect, the romantic woodland at- 
mosphere that makes the cabin of 
whole logs so appealing—but as a 
, t fact the cabin built with 


log siding is much more comfort- 














This cabin has been especially designed by Louis Boynton Bersback, 


ie Ex Me 


architect, for Shevlin pine log siding. 
20x16 feet with a 9-foot, 8-inch porch. 


The cabin measures 
It contains a large living room, 


fireplace, kitchenette, built-in bunks and dining table, 15 feet of book- 


shelves, roomy porch 


every desirable feature. It 


8 to 12 


“sleeps” 


Estimated to be built for $650 at northern Mississippi Valley 


prices 


people. 

ditions in our large cities are giv- 
ing tremendous impetus to the 
“own your own cabin” movement. 


Many families crowded into apart- 
ments during the week find free- 
dom and outdoors over the week- 
end through ownership of a cabin 
near the city. On Long Island 
hundreds of such cabins costing 
from $300 to $500 were built last 
year. City dwellers who would 
otherwise be tied in town pur- 
chased these cabins and used them 
week-ends and vacation time—or 
in many cases the mother and 
children spent the entire summer 
there. This year when the vacation 
period may be shortened for many 
men a cabin near the city for 
week-end use or for over-night 
during the week may provide 
needed rest and fun. 


Pioneer Log Cabin Effect 


To make possible such snug 
cabins at reasonable cost a leading 
lumber organization has made a 
special study of cabin design and 
materials. 

A material known as log siding 
has been perfected which makes 
possible the erection of rustic, 
woodsy cabins at reasonable cost. 
Log siding looks like peeled pine 


able to live in. It fits tightly, ddes 
not require chinking, and does not 
have the cracks and air holes which 
are almost unavoidable with whole 
log construction. 

Log siding is made with shiplap 
joints so that the pieces fit snugly 
together, making a very tight 
structure. It is amazingly simple 
to put up, as it is just nailed in 
place. In fact, many men have 
made the building of their own 
country cabins with log siding an 
interesting project. 

This modern material is used for 
the outside walls of cabins and also 
for finishing the inside walls, when 
such finish is desired. For summer 
cabins it is not necessary to finish 


the interior, as log. siding is 
smoothly surfaced on both sides 
and makes a smooth inner wall. 


But where a cabin is desired for 
year round use a layer of semi- 
rigid insulating material may be 
nailed to the inside surface of the 
log siding and another layer of log 
siding applied. This makes a tight 
cabin which can be occupied in 
winter as well as summer. 

To help people interested in 
cabins, the Shevlin Pine Sales Co. 
has had a number of simple cabin 
plans especially designed for the 





use of Shevlin pine log siding. It 
has been found that most people 
want cabins costing from $400 to 
$700. Illustrated here is a simple 
cabin which has been estimated in 
one locality under average condi- 
tions at $650. This estimate will 
not be the same in other localities, 
as prices vary with freight rates, 
labor costs, location of the cabin 
site and other changeable items. 

This cabin plan has proved espe- 
cially popular because it provides 
eeping accommodations for from 
8 to 12 people and has the features 
most frequently desired for fun and 
comfort. This cabin measures 16 
feet wide by 20 feet deep and has 
in addition a 9-foot 8-inch porch. 
The living room has comfortable 
built-in bunks of Shevlin pine log 
siding which can be erected with 
one story or two. If the two-story 
bunks are built, sleeping accommo- 
dations for eight people will be 
provided within the cabin itself. 
When company comes or a special 
holiday crowd is to be provided 
for, the large porch has room 
enough for several cots to be 
up out there. 

The large living-room has an in- 
viting fireplace which can be built 
of either brick or of field stone. 
lf stone is available near the cabin 
site and is of suitable size it can 
be used with little more cost than 
brick. The fireplace is planned 
with a thimble so that stovepipe 
can also be connected to it, if extra 
heat is required during the winter 
months. 

Another convenient feature of 
the living-room is a built-in dining 
nN 


at 
Sct 


table and benches beside the front 
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windows so that a pleasing vie & 
can be enjoyed at meal-time., 

Adjoining the living-room js a 
cficient kitchenette with counte 
cupboards and shelves built in, q 
ready to use, and space providej 
ior an oil stove to be set in. Whe, 
not in use this kitchenette can } § 
screened from the living-room }y | 
drawing a curtain. . 

A convenient feature of th 
cabin is the fact that it has ty 
doors—one leading into the porch 
and the other at the rear of th 
living-room. Supplies, fish, and all 
the other paraphernalia of camp 
life can be brought in the back 
door without tracking sand through § 
the porch, or disturbing those who 
may be asleep or reading. 


Endorsed by Builders 


This and a number of other cabin : 
plans designed for the use of Shey- 
lin pine log siding have been en. 
dorsed by contractors and cam 
builders as remarkably efficient and 
comfortable and as giving wu- 
usually good value for the money, 

Many families who have thought 
a permanent summer cabin of their 
own beyond their reach financially 
have been surprised at the reason- 
able cost for which one of these 
simple yet comfortable cabins can] 
be built. It has been the experi- 
ence of people in a number of in- 
stances that the price of one “tray- 
eling” vacation for the family 
would either pay the complete cost 
of such a cabin or would pay such 
a large part of it as to make the 
remainder very small and easy tof 
handle. 


Cabin Plan for Ten Cents 


The plan for this cabin and for 


a number of others may be obtained 





— 





from Shevlin Pine Sales Co., Min- 
neapolis, Minn., for 10 cents each. 
Anyone desiring a list of cabm 


a) 


plans offered by this organization 
can obtain it by writing to the 
(Continued on 76) 
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Room of Shevlin pine knotty finish in the country cabin of A. M. Libbey, 
of Libbey & Libby, contractors, Minneapolis, Minn. 
(Inc.) architects, Minneapolis, Minn. 
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A Home of Your Own 


























Why Some Girls Leave 


Home 
“Some time, just to see 
what it would be like,” 


mused the girl, a bit plain- 
tively perhaps, “I'd like to 
live in an uptodate house 
so I wouldn’t be ashamed to 
invite my friends in.” 

I was greatly surprised, 
for the house in which she 
lives is a big one, apparently 
well built, located on a good 


street in a good neighbor- 
hood. I had imagined it 


must be wonderful to live 
there. But she said it wasn’t 
modern, and I know Mari- 
lyn well enough to realize 
she’d have a good reason for 
her dissatisfaction. And so, 
“What’s the trouble?” I 
asked her. “I often wish I 
owned my home so I could 
change it to suit myself.” 


“That’s just it — some 
times things need to be 
changed. They ere all 


right when they were built. 
but you can’t expect ’em to 
stay all right forever. But 
Aunt Jane owns this house, 
you know, and she won't lis- 
ten to anybody that wants 
to change it. Of course it’s 
good, but it’s out of date, 
and it’s got things we don’t 
need any more, and it hasn't 
got some things we do need. 
Aunty says it would cost too 
much, and that’s that.” 


“What are some of the 


things it needs? Is there 
very much?” 
“Oh, it wouldn’t mean 


very much to you — you're 
only a man. But in the 
kitchen you can see all the 
pipes from the bathroom up- 
stairs ; they come right down 
along the outside of the wall, 


instead of inside the wall 
like they do in modern 
houses. And boy! What a 


few modern cabinets would 
do to our kitchen! 

“And then, you know how 
crowded we were in the par- 
lor the other evening? Just 


managed to find room for 
everybody to sit down 
Well, ali that time, there 


was another the 
other side of 


wasn’t being 


room on 
the wall, that 
used, and is 
hardly ever used. Aunty 
calls it the “sitting room!” 
Wouldn’t it be swell if the 
wall between that and the 
parlor was knocked out and 
we could have one big 
room? 

“There are other things, 
too. We ought to have an 
arched doorway there in the 
hall, but look at what we’ve 
got! It wouldn’t cost very 
much to have it arched, 
either, I'll bet. And we are 
all of us tired of looking at 
those old light fixtures, and 
of not having hardly any 
floor plugs. The bathroom 


“ec 


actually know what it 
would cost to have any one 
of those jobs done? Has she 
ever asked for a price?” 

“No. She says she knows 
it would cost too much. And 
it suits her all right as it is. 
But me—I don’t know what 
I’ll do. This is leap year— 
guess I’ll have to elope or 
something.” 

& & 


Good Gifts of the Garden 


The time of year has come 
when the love of a garden be- 
gins to bubble up in its peren- 
nial freshness everywhere that 
humans dwell. As the season 


advances the longing to get 
out and delve; to come into 

















could be brought up to date 
with very little work, too. 
And the house needs paint- 


ing. And—” 
“Wait a minute, Marilyn, 
wait a minute. Of course 


vou and I both realize that 
right now is the time when 
all this work can be done 
cheaper than for years past, 
and cheaper than for years 
to come. But can your Aunt 
Jane afford to have this 
done? Has she got the 
money ?” 
“Yes, 
say 
“e 


she has. Sut she 
s it will cost too much.” 

‘Maybe a part of it could 
be done, then. Does she 


with Mother 


actual 
Earth; to dig and hoe and 


contact 


plant, becomes almost unen- 
durable to those who cannot 
gratify the longing. Even the 
laziest of men loves to play 


with seed packages in the 
spring and to dream of future 
green spears peeping up 


through the ground. 

Love of a garden and of 
gardening is one of the oldest 
and most natural, as well as 
most universal, of hobbies. 
The toddling child loves 
flowers and grass; loves to dig 
in the soft earth; revels in 
warm sunshine and growing 
things. 


A garden pays many divi- 
dends for its care. It is one 
of the most profitable of in- 
vestments. It returns in sun- 
shine, recreation, health and 
pleasure many times the effort 
and money put into it. 


A garden gives beauty, 


peace and rest when most 
needed. It gives exercise, 
space, interest, charm. It 
gives food and _ fragrance, 
color and grace. It offers 


safety to children and a refuge 
to the aged. It makes a home 
picnicing spot within reach 
any day without the need of 
packing up or dressing up. It 
bears gifts for the sick and 
adds cheerfulness to gloomy 
days. It showers beauty and 
fragrance for joyous occa- 
sions and makes pleasant the 
slow days of convalescence. 
It may bring to the table an 
abundance of vitamin-bearing 
fruits and vegetables, or it 
may give only the rich beauty 
of flowers. It brings manv 
happy hours of delightful, sim- 
ple labor. It teaches children 
the dignity of useful work and 
the wonders of nature. 

There is no other possible 
use of the land that can bring 
to you such bountiful returns. 


*& & & 


The Child's Playroom 


The child’s playroom and 
outdoor playground are al- 
most as essential to the home 
as the kitchen or the living- 
room. 


Every home in which there 
are young children should 
have a room, or at least the 
corner of a room, reserved for 
their exclusive use. It should 
be cheery in winter and cool 
in summer. In homes where 
there are several children a 
playroom is a necessity, even 
at the sacrifice of the guest- 
room. 

Such a playroom can be 
located in the attic space when 
there is one, and such a room 
will not only be a joy to the 
children, but will help pre- 
vent mother’s hair from be- 
coming prematurely gray. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create business. Show it to your editor. Free reprint on reauest. 
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National Production, Shipments and Orders 


WasHINGTon, D. C., March 14. 


nine weeks ended that date, 


TWO WEEES 
Softwoods: 


Southern Pine Association (Including North 
Carolina MED cs cddnnvededebaeenecennee dee 
West Coast Lumbermen’s Association........ 
Western Pine Association (Inland Empire and 
CCCP, WERE) ac ccncercscesesresecvseone 
seorthers Pime MAMUTACCUTETS. cc cccccvoserveos 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
re oo seseue bk eew ene ee keke 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
CN ee eer Te eee 
i i ec ocean kee eee etn wee ed 6 abe we 
NINE WEEES 
Softwoods: 
Southern Pine Association (Including North 
NN re ee ee ee ee 
West Coast Lumbermen’s Association........ 
Western Pine Association (Inland Empire and 
i (OD it gaa eee gee en eeneana ewe 
Northern Pine Manufacturers.........cccssee 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
po ee ere ee ee ee ree 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total hardwoods 
Grand totals 


covering mills whose statistics for both 
identical mills for the corresponding period of 1931: 
Average 








Following is the National Lumber Manufacturers’ Association report for two weeks ended March 5, and fo, 
1932 and 1931 are available, and percentage comparison with Statistics of 





No. of Production Percent Shipments Percent Orders Percen 
Mills 1932 of 1931 1932 of 1931 1932 of 1931 
14 36,506,000 52 52,752,000 67 57,545,000 72 
202 108'983,000 56 123,034,000 62 123° 736" 000 58 
105 21,922,000 32 64,529,000 67 66,706,000 76 

ee re rm 4,308,000 74 4,148,000 69 
21 1,994,000 50 1,669,000 76 1'704.000 81 
449 169,405,000 50 246,292,000 64 253,839,000 65 
166 17,577,000 57 4,532,000 67 20,262,000 50 
2 2'533,000 32 3'319/000 67 3,387,000 66 
187 20,110,000 52 27,851,000 67 23,649,000 52 
615 189,515,000 50 274,143,000 65 277,308,000 64 
110 158,162,000 53 206,514,000 64 220,899,000 64 
202 492,780,000 58 571,899,000 64 572,516,000 62 
105 104,340,000 41 287,219,000 67 287,450,000 70 
> eae oe 17,690,000 77 16,493,000 65 

19 6,476,000 38 7/907,000 70 9'540,000 82 
443 761,758,000 53 1,091,229,000 65 1,106,898,000 64 
168 71,730,000 56 114,443,000 76 107,078,000 65 
19 11,300,000 34 16,652,000 84 16,084,000 66 
187 83,030,000 51 131,095,000 77 123,162,000 65 
611 844,788,000 53 1,222,324,000 66 1,230,060,000 64 





Relation of Unfilled Orders to Stocks 


WasHINGTON, D. C,, 


stock footage March 5, 


March 12.—Following is a statement for five associations of the gross 
and the percentage relationship of unfilled orders to stocks: 


Orders of 

No. of Gross Unfilled Stocks— 

—Association— Mills Stocks Orders Percent 
Southern Pine ASGSOciation.....ccscccccccccessces 112 693,451,000 72,219,000 10 
West Coast Lumbermen’s Association........... 171 1,228,248,000 199,890,000 16 

Western Pine Association (Inland Empire and 

SO Ter ee ere re 126 1,681,455,000 162,796,000 10 
Northern Pine Manufacturers’ Association...... 7 228,656,000 15,606,000 7 
Hardwood Manufacturers’ Institute............. 152 787,109,000 82,797,000 11 





Bookings 47 Percent Above Output 


[Special 


Telegram to AMERICAN LUMBERMAN] 








Wasuincton, D. C., March 17.—Six associations for the two weeks ended March 5 reported 

as follows: 

Week No of 
Softwoods ended Mills Production Shipments Orders 
Southern Pine Association (North Carolina March 5 135 22,115,000 29,505,000 33,180,000 
Pr eee Perea, 125 20,871,000 26,586,000 28,098,000 
West Coast Lumbermen’s Association....... March 65 219 55,246,000 56,553,000 60,469,000 
March 12 219 60,625,000 64,520,000 67,439,000 
Western Pine Association (Inland Empire March 5 126 12,209,000 36,434,000 36,296,000 
Ce Se, GE i ve cccccesweecnasona March 12 125 12,692,000 32,698,000 42,056,000 
Northern Pine Manufacturers.............. March 5 7 No Cut 2,187,000 1,946,000 
March 12 7 No Cut 1,794,000 1,174,000 
Northern Hemlock & Hardwood Manufac- March 5 21 631,000 805,000 1,071,000 
ee RO EER March 12 19 1,163,000 1,000,000 789,000 
DEE. acta debaweneadinnd eke valbatmamamae March 5 508 90,201,000 125,484,000 132,962,000 
March 12 495 95,351,000 126,598,000 139,556,000 
Hardwoods 

Hardwood Manufacturers’ Institute......... March 5 201 9,911,000 14,121,000 11,546,000 
March 12 196 9,975,000 12,716,000 11,455,000 
Northern Hemlock & Hardwood Manufac- March 5 21 1,597,000 1,749,000 2,122,000 
DT, Vay ts cadaews obabiedkadausacad March 12 19 1,431,000 1,437,000 1,975,000 
ME. th duladoderdenecdedéeavasciviatnee March 5 222 11,508,000 15,870,000 13,668,000 
March 12 215 11,406,000 14,153,000 13,430,000 





Philippine Output Lower 


Wasuincton, D. C., March 14.—Philippine 
sawmill production by forty-three mills during 
November, 1931, amounted to 15,422,000 board 
feet, compared with 12,276,000 feet in Novem- 
ber, 1930, states a report to the lumber division, 
Department of Commerce. The lumber division 
understands that these statistics cover about 90 
percent of total Philippine sawmill production. 
Mill inventories Dec. 1, 1931, decreased to 
31,208,000 feet, compared with 44,205,000 feet 
on Dec. 1, 1930. 


Report on Canadian Flooring 


WasurnctTon, D. C., Mar. 14.—A new annual 
report on the hardwood flooring industry has 
been initiated by the Forest Products Branch, 
Dominfon Bufeau of Statistics, Ottawa, states 
the lumber division, Department of Commerce. 
The twenty-three firms specializing in flooring 
have an annual production capacity of over 
100,000,000 feet, 10 of the mills being in On- 
tario and 8 in Quebec. Their output in 1930 
was only 42,000,000 feet; gross value was $6,- 
940,540, a principal item being 41,757,006 feet of 
hardwood flooring valued at $3,266,407. 


Western Pine Summary 


[Special Telegram to AmMericAN LuMBERMAN] 
PorTLAND, OreE., March 16.—The Western 
Pine Association reports as follows on opera- 
tions of Inland Empire and California mills 
during the week ended March 12: 
Total number of mills reporting, 125: 


Actual production for week..... 12,692,000 
DE wi cin elGe oa mioo we = ou eee 32,698,000 
SD” ae rer 42,056,000 
Report of 104 mills: 

Operating capacity ... 2 ..ccccee 120,997,000 
Average for 3 previous years.... 51,939,000 
Actual production for week...... 11,409,000 


Report of 125 mills: 


Average production 61,106,000 


Unfilled orders—March 12. 170,977,000 
Stock on hand—March 12....... 1,651,230,000 
Identical mills reporting, 105: ‘ 
Production: 
Week ended Week ended 
Mar. 12, 1932 Mar. 13, 1931 
Actual for week. 11,638,000 38,709,000 
Shipments ........ 30,575,000 47,428,000 


Orders received 39,495,000 
Identical mills reporting, 123: 
Production: 
Average for 3 previous years.. 
Week ended 
Mar. 12, 1932 


47,174,000 


61,324,000 § 
Mar. 13, 1931 | 





Week ended | 


Unfilled orders... 170,634,000 197, 492,000 ‘ 
Gross stock on 
arr 1,643,059,000 1,980,827,000 





rar er 





California Redwood 


San FRANCISCO, Cauir., March i2.—The fol- | f 
lowing information 
reports of 11 mills to the California Redwood 


Association for February: 
—Redwood— White 


San Luis Obispo and Bakersfield. 
+Washington, Oregon, Nevada and Arizona 
tAll other States and Canada. 





is summarized from the § 


Percent of Wood 

Feet production one 
Production .....10,616,000 jae 2,996,000 
Shipments 12,972,000) Hatt "000 © 

PIM DEO cccccs 1,347,000 5 135 3368, "000 F 

Orders— 

Received 15,209,000 143 2,332,000 

On hand ..... 20:869,000 ‘a 4.554000 & 
Detailed Distribution of Redwood 

Shipments Orders 

Northern California* 4,807,000 6,555,000 
Southern California* 2,844,000 4, 096, 000 & 
MONE occ av eancinas.ne 103,000 000 § 
EA 4,170,000 8, 929: 000 
SI Sack Siang kota we wate 1,048,000 539,000 4 
12,972,000 15,209,000 5 


*North and south of line running throug) 
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Retail Prices on Residence Bills 


Wasuincton, D. C., March 14.—Following is a statement of average prices, per thousand 
board feet, received by | representative retailers, during the last week of February, on the items 
mentioned, sold on housing bills for single-family residences, this having been prepared by the 
lumber division of the bureau of foreign and domestic commerce, Department of Commerce: 


€ BOARDS, 848 DIMENSION, 848 
= S 
. 2s Pare | . & ‘8 2A : : : 
uv o685h 4h §& ShSHh Fe §€ Es 
= Sec Foe £€ & £ & E gs £s¢ £S g§ 8 
n 3s "0 6 Oo o o o 2 a oe 
te Bie Huts ce See Bee Fee EG Eas Buc 
aso 28 feck g°SE SSE Sok 88a" See OG" be" 
205 Joo Este nig rg akg nES nts akS FS 
2 POS Lee Sits ch oS ie i aa fe 
Cicr ¢€ 7) oo rs) +, na Sen) aan 
=Zy 28 oF 3 Sn ons ous Sua CxS Sun Ona 
Bot ann k>mamaztan zie za Zan Zam Ban Zeer 
SOUTHERN PINE— 
Washington, D. C....... 56.00 .... 80.00 26.00 Ta i 26.50 - 
Pittsburgh, Pa........-.. 65.00 Serr an | 55.00 27.00 33.00 35.00 28.00 23.00 
Buffalo, N. Y......-.+06. 75.00 ..+- 70.00 29.00 34.00 30.00 35.00 36.50 30.00 25.00 
Detroit, Mich... .6scseoos $0.00 ree co Soe 45.00 30.00 32.00 36.00 29.00 
Chicago, Til... .cccccsecs 64.00 eeee 83.00 30.00 43.50 32.00 35.00 39.00 31.50 28.00 
st. Louis, Mo....cccee oe 53.66 ---. 75.00 25.00 35.33 27.16 27.33 32.50 22.75 19.00 
Morfolk, V&.ccsccoccseces 37.50 37.50 37.50 18.75 30.00 18.75 pera cone ee ar 
Jacksonville, Fla....... 60.00 50.00 55.00 28.00 55.00 28.00 32.00 45.00 28.00 20.00 
Atlanta, GR..cccccccs eee 43.50 25.50 40.00 20.00 36.75 21.25 35.00 32.50 20.00 15.00 
Memphis, Tenn......... 63.00 25.00 80.00 27.00 31.50 27.00 27.75 28.80 22.50 15.75 
New Orleans, La....... 46.75 25.00 67.50 22.50 36.50 23.00 26.25 34.00 22.50 18.00 
MeGtee, TOR. ccesscs 50.00 50.00 80.00 25.00 40.00 25.00 30.00 37.50 25.00 19.00 
DOUGLAS FIR— 
ESE OS eee 52.00 36.00 48.50 27.00 35.00 27.00 26.00 29.00 24.00 20.00 
re De Rani e we pene 60.00 ~eee 55.00 29.00 32.00 29.00 34.00 34.00 30.00 na ee 
Minneapolis, Minn...... $0.00 cove SBS 32.00 39.00 32.00 40.00 40.00 32.00 28.00 
ee. $5.00 ---- 55.00 36.00 33.00 ero 31.00 34.00 29.00 27.50 
Tacoma, WASR..cccccece 50.00 ---. 40.00 13.00 17.00 12.50 18.00 18.00 12.50 9.00 
PE, Cs es cankwees 51.33 38.50 38.17 14.50 18.17 14.75 17.33 18.33 14.25 10.00 
San Francisco, Calif.... 50.00 cace «6 SS 6 2E88 24.00 22.00 22.00 24.00 22.00 16.00, 
Salt Lake City, Utah.... 80.00 anon 49.50 27.00 31.00 27.50 30.00 33.00 27.00 abn 
PONDEROSA PINE— 
Pittsburgh, Pa@....ccccece 90.00 eooe 29,00 62.00 <os0 Saee 
Os) arn kek alonnee 50.00 45.00 wihtna acahiaea 65.00 55.00 
DE BERS oh cene on eawe 83.00 41.00 eee ee 65.00 46.00 
DONTE, COMic ss cocc ews 105.00 50.00 oven eee 33.00 26.00 
Spokane, WaGh....ccccccs 60.00 40.00 a scoe fae 
Salt Lake City, Utah... 91.00 Sonu 47.00 ivce Cee 
IDAHO WHITE PINE— 
yi Sy eee 100.00 cease SRD 73:00 87.00 72.00 107.00 105.00 87.00 
NE i ee 75.00 52.50 65.00 oS 67.50 65.00 75.00 80.00 65.00 
Minneapolis, Minn...... aan 45.00 cone «=O «cos. Saeee wie at aialare siete 
NORTHERN WHITE PINE— 
i SS 100.00 52.50 65.00 55.00 67.50 65.00 70.00 80.00 65.00 
I Ui ihe. ah tari act 115.00 53.00 cece wae 70.00 52.00 owes aie we nae 


WEST COAST HEMLOCK— 


4 AS See 52.00 eo. 48.50 27.00 35.00 27.00 26.00 29.00 24.00 20.00 
DE O Biswecsecace “warns pene Chae 34.00 31.50 34.00 34.00 32.00 25.00 
EASTERN HEMLOCK— 

a <a Sain eee Kian Soe 36.00 31.50 34.00 34.00 32.00 25.00 
Milwaukee, Wis........ ae ener ‘cc oe “se oe 33.00 36.00 See wad 
SPRUCE— 

meee, TZ ccccwcs cme. ule nee eee paves 55.00 50.00 50.00 55.00 40.00 
CYPRESS— 

Jacksonville, Fla....... 100.00 100.00 75.00 35.00 60.00 35.00 75.00 100.00 35.00 a 
New Orleans, La....... 68.00 37.00 66.00 45.00 50.00 57.00 63.00 66.00 44.00 30.00 
REDWOOD— 

San Francisco, Calif.... 53.00 26.50 atatss <en 45.00 36.00 36.00 46.00 ° 





Delivered Prices on Lumber at Retail 


Wasuincton, D. C., March 14.—The Department of Commerce has secured through the bureau 
of the census the following prices per thousand for lumber items.and per hundred square feet 
for shingles, as the average paid Feb. 1, by contractors for material delivered on the job, these 
being selected from the complete list: 





Flooring, 1x4” Shingles, Extra 
No. 1 Dimension, Common 10 to 16 Clear,16”, 5/2 
S1S1E, 2x4—16 Boards Southern Douglas 
Southern Douglas 1x6” pine fir Red 
pine fir No.1 “C’ eg. No.2v.g. Cedar Cypress 
New Haven, Conn.............-  - $40.00 $32.00 ‘oa sain $5.50 wishes 
New Bedford, Mass......... ah Mieaa 33.00 30.00 $79.00 $63.00 5.00 er 
Poughkeepsie, N. Y.........--.. erie 40.00 30.00 ieee 75.00 4.50 site 
I ee eee $39.00 45.00 37.00 75.00 80.00 4.25 nae 
i piegeempinS: 36.00 ree 34.00 85.00 ae 5.25 Saisie 
Paterson, EE ae 40.00 37.50 35.00 75.00 75.00 6.40 ae 
Philadelphia, Pa. .............. 35.00 39.00 36.50 73.00 72.50 6.60 $7.75 
Baltimore, | RRR ae eR AEE 36.00 40.00 33.00 75.00 75.00 6.50 7.50 
Lansing, Mich. ......-..-...... 35.00 35.00 aes 75.00 65.00 5.00 5.00 
a i etait ... $2.00 36.00 40.00 68.00 ere NES AUEES 
Youngstown, Ohio ..........°°: 39.00 39.00 35.00 er aia 5.00 cARIRE 
Terre Reena 40.00 40.00 ree 70.00 60.00 5.00 5.00 
Douisville, _ See eee 32.00 omen 30.00 65.00 4.50 ah 
€s Moines, Iowa......... 40.00 aes 36.00 70.00 70.00 5.50 5.50 
Milwaukee, Wis. ............... his acai aie er ee, 6.50 4.00 
Ke I a as 32.00 36.00 34.00 51.00 55.00 5.25 ane 
St a eis 36.00 36.00 47.50 65.00 65.00 4.00 ° 
Gr Paul, Minn..... peleteriin ace tera ooew 47.00 45.00 wee 75.00 4.00 
i pg Were, WE. Bosc vccccccenss er 38.00 32.00 epnce 65.00 4,25 
Sa  . eee cones See 35.00 ha 50.00 apr 4.50 
San Antonio. Tex.....cccceccee 40.00 a acacetie eer iti idea 4.75 
an Francisco, MES a eecuvane “ ‘seen 22.00 21.00 eee 40.00 4.50 
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West Coast Review 


[Special Telegram to AMERICAN LUMBERMAN] 


SEATTLE, WaASH., March 16.—The 219 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended March 12 reported: 
Production 115,871,000 
Shipments 121,073,000 4.49% over production 
Orders 127,908,000 10.39% over production 

A group of 322 mills whose production re- 
ports for 1932 to date are complete, reported as 
follows: 

Average weekly operating capacity 288,020,000 
Average weekly cut for 10 weeks— 
rrr rrr ee 109,522,000 


MP Gow cuacscceeccabearenie en 66,136,000 
Average cut for two weeks ended 
rr ee ee 68,775,000 


A group of 216 mills, whose production for 
the two weeks ended March 12 was 115,240,000 
feet, reported distribution as follows: 


Unfilled 
Shipments Orders Orders 
BEE céccne 42,980,000 48,972,000 71,229,000 


Domestic 

cargo ... 50,801,000 47,181,000 100,566,000 
Export ... 16,918,000 21,289,000 72,012,000 
Local .... 10,106,000 10,106,000 





120,805,000 127,548,000 243,807,000 
A group of 202 identical mills, whose re- 
ports of production, shipments and orders are 
complete for 1931 and 1932 to date, reported 
as follows: 
Aver. of two 
weeks ended Average for 10 weeks 
March 12, 1932 1932 1931 
Production 56,336,000 55,214,000 94,750,000 
Shipments 59,252,000 63,423,000 100,079,000 
Orders 62,635,000 63,468,000 102,600,000 


Southern Pine Costs 


New Or.eans, LA., March 14.—The South- 
ern Pine Association’s cost statement for De- 
cember, 1931, gives the average cost per thou- 
sand feet, board measure, of producing and 
shipping southern pine lumber, not including 
interest on loans or invested capital. The re- 
port—covering 49 mills operating 61 units that 
produced 56,378,555 feet—shows that the aver- 
age total cost per thousand feet for that month 
was $24.73. This is an increase of $2.52 over 
the average cost for November, which on a 
production of 67,087,620 feet was $22.21, and a 
decrease of $1.11 from December last year, 
which on a production of 112,080,264 feet was 
25.84, The average cost for the twelve months 
of 1931 was $23.03, on a total production of 
1,072,896,344 feet, compared with $25.02 on a 
production of 2,047,656,208 feet for 1930. Of 
the 38 concerns whose mills are included in 
this report, 18 showed costs less than the aver- 
age. The figures for the entire number show 
a spread from a low of $16.88 to a high of 
$40.73, 








Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Asso- 
ciation has issued the following statistics for 
February, 1932, and comparative figures for 
February, 1931, based on reports of the same 
sixteen member mills: 

February February Percent 

1932 1931 decrease 
Production .... 2,570,000 3,340,000 23.1 
Shipments .... 2,061,000 2,786,000 26.0 
a 2,203,000 3,535,000 37.7 

End of month— 

Orders unfilled. 5,072,000 5,431,000 6.6 
SOG s.c0c%eus 21,588,000 26,384,000 18.2 
Percentages of 25/32x214-inch Maple Flooring 

Stocks Covered by Orders on Feb. 29, 1932 


Maple, Beech, 

Birch Maple Maple 244” 
ee ee 47 57 S4 
re 11 11 18 
PE: Shea kwnenKs 3 3 5 

All Three...... 23 25 39 


Values 25/32x2%4,” Maple Flooring f. o. b. 
Michigan and Wisconsin Mills 


February, February, Percent 
1932 1931 decrease 
Average of First, Sec- 
ond and Third 
Ne wtancseadn $41.09 $62.47 34.2 











PORTLAND, ORE, 
March 12.—The annual 
Forest Management 
Conference of members 
of the Western For- 
estry & Conservation 


Association closed here 
March 9 after a three- 
day session. The asso- 
ciation is composed of 
private western forest 
organizations and State, 
Federal and British Co- 








G. B. McLEOD, lumbia forest depart- 
Portland, Ore.; ments. 
Elected President 


Though it was large- 
ly a forest protection 
meeting, with discussions on the best ways 
cope with fire and insect attack, the subject of 
taxes and their effect upon lumber over-produc- 
tion was pronounced by a well known authority 
as “the most important matter that came before 
the meeting.” 

Programs for education of the public to forest 
needs; progress of the study undertaken to 


t 
to 


of 
obtain insurance on timber, and development of 
forest fire fighting equipment were also dis- 
cussed, as were many other subjects. 
MONDAY MORNING 
Acting President G. B. McLeod called the 
meeting to order and delivered his address; he 
referred to the past year as one bringing “try- 
ing problems” and said that “we have main- 
tained the association’s reputation for fair deal- 
ing and for broad conception and understanding 
of the needs and obligations of both forest own- 
ers and the public in relation to the manage- 
ment, protection and perpetuation of the forests 
of the West.” Mr. McLeod continued: 


Few people realize, in these times of gen- 
eral lemoralization of industry, employ- 
ment, stock market, and even the public 
treasuri¢ that, excepting perhaps agricul- 
ture ind mining, the lumber business has 
the hardest row to hoe of any These three 
industries suffer the consequences of the 
depression in all others, with the tremen- 
dous additional disadvantage of having heen 
seriously affected two or three years earlier 
2 and we have to be pretty optimistic 
not to expect that our recovery must follow 
theirs, not precede it. 

Referring to the inquiry instituted by the 
Federal Timber Conservation Board, he said: 
After taking testimony impartially from all 
sides it officially found the same conditions 
(all over the nation) in which we find our- 
selves here in the West. Most notable of all 
is the extension of the evils of burdensome 


land-carrying from cut-over land to timber, 
resulting in liquidation unadjusted to mar- 
ket. ind consequently, in overproduction. 
Tax delinquency is already a serious threat 
in some localities, and with it goes break- 
down of responsibility for second timber 
crops and for supporting fire prevention ef- 
fort. Already we hear talk of shifts of own- 
ership and plans for public reacquisition, 
including timber as well as cut-overs. Ap- 
parently the part the States must or should 
take can not be much longer ignored. The 
States have great and enduring responsibil- 
ity in the solution of all forest problems 
Speaking of “the irresponsible and unwise 
proposals for relief expenditures of publie 
funds on a vast scale,” Mr. McLeod said: 
We have assured the budget committee ane@ 
Congress that western forest interests rec- 
ognize the alarming development of pater- 
nalistic governmental activity and the need 
of checking it when the country finds it so 
hard to make required contributions to Gov- 
ernment revenue, onsequently, that we de- 
sire no identification with any demands for 
Government aid We protest only against 
any impairment of the Government’s own 
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Only a Yield Tax Basis Can Halt 
Needless Cut, Timbermen Say 


either 
we 


de- 


responsibilities 
imposing 
have no 


for forest protection, 
on us an additional burden 
means to carry, or threatening 
struction of life and resources. 

EK. T. Allen, forester-in-charge, in reviewing 
problems to be discussed by the conference, 
spoke of “the very real progress under the re- 
forestation tax laws of the Northwest” as a 
total of 891,000 acres has now been classified as 
forest land and put under the provisions of 
vield tax laws in the States of Washington, 
Oregon and Idaho. Mr. Allen expressed his 
confidence that the Timber Conservation Board 
“desires to utilize whatever is required of its 
time of existence, ending in June, to be as 
sound as it can be in recommending anything 
practicable to stabilize forest industry, without 
either illogical paternalistic subsidy or hamper- 
ing it with irresponsible conservation theories,” 
and said “I expect the results to be sane and 


” 
gx od. 


Insect Co-operation Requirements 

The subject of Forest Insect Co-operation Re- 
quirements was introduced by T. S. Goodyear. 
He said “destruction by insect pests seems to be 
about the only activity that has not been ham- 
pered by the depression.” Mr. Goodyear con- 
tinued: “Present control methods, although 
partly effective, are not practical owing to ex- 
cessive costs that are out of proportion to 
present timber values” and urged that the 
agencies affiliated with the association spend 
time and effort in developing cheaper and most 
effective methods. 
S. R. Black designated 1931 as California's 
worst fire year, with a total of 3,675 fires, 
though the actual timber loss was only $102,000. 
In the same year the estimated damage caused 
by the pine beetle was $4,000,000. He said 
that the provisions of the Clarke-McNary law 
offered the most effective co-operation plan 
for fire protection, and that a bill now in Con- 
gress—known as the McNary-Leavitt bill— 
would similarly affect insect control, and should 
be endorsed. 


MONDAY AFTERNOON 


Under the heading, “Forest Problems Before 
the Nation: Highlights of the Picture Before 
the Timber Conservation Board,” W. R. Mor- 
ley, in an able paper, discussed the effect of tax- 
ation upon matured timber. Mr. Morley said: 
of the very important phases of 
program of the Timber Conservation 
has been the investigation by a 
mittee of the effect of taxation upon the 
management of matured forests. Dr. Fair- 
child, the chairman of this sub-committee 
also the director of the forest taxation in- 
quiry. Dr. Fairchild in the preliminary re- 
port of the sub-committee makes this state- 
ment: 

“That taxation has, by 
responsible for the rapid 
American forests, or had any substantial 
effect upon the management of mature for- 
ests, is not supported by the evidence.” 

There follows an even more amazing as- 
sertion by Dr. Fairchild, which is: “It is 
still true that the effect of taxation upon 
the cutting and management of mature tim- 
per is a relatively minor consideration.” 

Mr. Morley continued: The first part of 
the statement has promoted decidedly less 
comment than the latter. In many locali- 
ties timber values have increased in the 
past or the owners thought or hoped they 
would, so that even under the burden of 
the annual property tax owners did not 
less than their investment. The 
of his statement as regards the 
situation can not go unchallenged. 
is the evidence? If it is drawn from 
of 1909 it may be dismissed as 


One this 
Soard 


sub-com- 


, is 


and large, been 
cutting of the 


liquidate at 
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Where 
report 


the 
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not applicable to the latter part of the state. 








ment which deals with the present sity. 
ation. 
The ultimate cause of over-productio, 


must be sought in the attitude toward tim. J 


investment. 
own inquiry 


ber as an 
Fairchild’s 
feet of 


In the report of Dr 
covering 24 billion 
non-onerated timber properties in 
Washington for the years 1923-1927 taxes 
represented 83.4 percent of the carrying 
charges, leaving only 16.6 percent for inter. 
est paid out, fire protection, and administra. 


tion combined, 

In Progress Report No. 14 by R. C. Hal 
of Dr. Fairchild’s staff, dated Aug. 1, 193) 
which, roughly, covers 35 percent of the | 


timbered area assessed in Washington, the 
taxes on standing timber for the properties 
studied in 1926 averaged $.039 per thousand 
Keep in mind that this is $.039 per thousand 
per annum, and also that it is not an acev- 
mulated charge but must be paid out an- 
nually in cash. From the figures one is led 
to assume that in Washington there is ap- 
proximately 100 billion feet on the tax rolls 
with an annual timber tax of $4,000,000. The 
annual production in Washington has been, 
at the peak, in excess of 6 billion feet, but 
the average would be closer to 4 billion feet, 
Figuring on a cut of 4 billion feet a year 


as the average production of Washington 
there would be approximately 25 years’ cut 
of timber on the tax rolls. Any operator 


9 


carrying 25 years’ cut ahead is_ therefore 
paying on the average $1 a thousand on his 
production in timber taxes. This is a size- 
able item under normal selling conditions, 
but when an operator cuts his production in 
half in response to a decline in the demand 
he raises the cost of carrying his timber in 
Washington under the general property tax 
system to $2 a thousand, which approaches 
the average stumpage value of the timber 
cut. Dr. Fairchild may assume that approx- 
imately 2 percent of the total value of the 
investment is not a large amount to be put 
up each year, and certainly it does not seem 
large until one has to start looking around 
to where it is coming from. 


Taxes Will Force Timber Liquidation 


In discussing Dr. Fairchild’s report with 
a representative of a large timber-holding 
company recently, he said he agreed with 
the facts entirely, but could not agree with 
the conclusion, saying that his firm had 4 
quarter of a million dollars’ worth of taxes 
coming due this year, and did not 
where to borrow money, neither did it have 
it available. He said his company would be 
forced to liquidate its timber, even at 
loss, in order to meet taxes. 


see 


Remedy Suggested 


As a remedy of the situation Mr. Morley 


offered the curtailment of expenditures by cout- 
ties and States in line with the reduced ability 
of the property owners to pay. He urged the 
co-operation of all timbermen and other inter- 
ested taxpayers to bring about this decrease ™ 
expense. He pointed out the necessity for chang- 
ing from the general property tax, as applied 
to natural resources, to some sort of a yield or 
severance tax. 
competing with the United States in timber 


production, the majority of the timberlands art f 


held in Government ownership, the timber from 
which pays a royalty in stumpage, when, am 
as, it is cut. In the case of privately owne? 
land only nominal taxes are collected until the 
crop is cut, when a yield tax is paid. Mr. Mor 
ley declared that while in Washington, the tit 
ber tax amounts to less than 5% of the tote 
taxes collected under the general property ta 
to the timber owner the tax bill for last ye 
equals almost one-third of the total logging pay 
roll. ‘ 

The speaker’s view is that unless there * 
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Urge Importance of Reform, of More Adequate 
Fire Protection in Certain Areas of the West; 
Scan Various Aspects of Government Ownership 


wide-spread and immediate taxation reform tim- 
ber owners can not help but liquidate their 
holdings as rapidly as possible. 


Comments on Speakers’ Conclusions 

Much discussion followed the presentation of 
Mr. Morley’s paper. There was no disagree- 
ment with his conclusions. 


G. B. McLeop said: “I think we all agree 
with Mr. Morley’s conclusion.” 

J. L. Bripce said: “Mr. Morley’s idea is 
0. K. I think a yield tax is best, for it be- 
eomes due when we have the money to pay 
hg 

s. R. Buack said: “Undoubtedly a yield tax 
would reduce the excessive cutting of timber. 


solution for our present prob- 
agree that the curtail- 
and State expense is an ur- 


It seems a sane 
lem; and certainly I 
ment of county 


gent necessity.” 
J. J. Donovan said: “Mr. Morley’s subject is 
certainly the most important one this meeting 


has to corsider. Certainly he has 
presentation of the situation. In 
have cut twice as much lumber 


made a good 
our case we 
as we should, 


and we have done it merely to avoid confisca- 
tory taxes.” 
R. D. Moore said: “I certainly agree with 


Mr. Donovan. My situation is al- 


most identical.” 


company’s 


H. C. SHELLWORTH said that in one Idaho 
county taxes had been defaulted on 26,000 
acres of virgin timber. 

Cc. S. CHAPMAN said: ‘‘We all know our pres- 


ent taxation method, so far as it applies to 
timber, is not good, and that a yield tax is 
preferable. Now is the time for all of us to 
make arrangements to have the subject come 
up at the next session of our legislatures. 


Wie Re-Acquisition of Timber Lands 


E. B. Tanner presented a paper titled, “Pro- 
posal for Public Re-acquisition of Timber Lands.” 
He said it has been estimated by some who are 
in position to make the best guess that private 
owners are carrying a 50-year supply of raw 
material, whereas the same authorities think the 
maximum that private capital should carry is 
only 20 years’ supply. The more important pos- 
sibilities under existing laws for re-acquisition 
of this surplus timber land by the Government, 
that have been suggested, he listed as: 

1. By 
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direct purchase. 

3y exchange for other land, or stump- 

age, of equal value, in order to consclidate the 

national forests. 
3. By donation. 
nation” the 


of “Do- 
that in 
Government 
right to remove 
during a period of 


Under the heading 
thought was expressed 
donating the land to the Federal 
the donor would retain the 
the timber or minerals 
twenty-five years. 


E. T. Allen read a paper titled ‘ 
Conservation Board 


‘Miscellaneous 
Problems” in which he 
briefly mentioned those of obtaining and pub- 
lishing facts concerning production and con- 
sumption, immediate and pre spective ; continuing 
public and private co-operation for timber con- 
servation; legislation which will apply to the 
timber industry, some of the advantages enjoyed 
by agriculture, now denied them by the anti- 
trust laws; agreement between the States to 
enact similar legislation for purposes of timber 
conservation; a study of advantages and dis- 
advantages of Federal regulation of, and fixing 
of publicly recognized standards of grading and 
inspection of lumber, comparable to the Pure 
Food laws: and several others. 

Under the heading, “Protection Problems in 
sone Use by Sportsmen and Recreationists,” 

- C. Scott presented the viewpoint of the forest 
owner, He said that while private timber own- 


AMERICAN LUMBERMAN 


ers, as a rule, have never seriously objected to 
the use of their lands for recreation purposes, 
unless more consideration is given to the rights 
of the owners, that in self protection the only 
course left to the private timber owner is to 
regulate the use of his land. 


TUESDAY MORNING 


“Public Education Programs” was the first 
subject which was handled in a round-table dis- 
cussion, J. D. Guthrie told of a recent public re- 
lations conference, attended by representatives 
from five of the western States, the purpose of 
which was to build up favorable public senti- 
ment for forest protection. An effort was and is 
being made to build up a public sentiment 
against incendiarism as a criminal act and a 
public menace. He cited the need for the fullest 
co-operation of the press and for more drastic 
laws. In British Columbia several stiff sen- 
tences were imposed last year for incendiarism. 

C. S. Cowan presided over the discussion of 
equipment development. A new hose, two- 
thirds of the weight and bulk of the former 
type, and with increased strength and durability 
has been made; a camera for taking panoramic 
pictures which enable officials and fire fighters 
immediately to locate reported fires accurately 
is available; light portable practical radio sets 
for fire crews and employees have been evolved, 
also a new light weight telephone. A “Cater- 
pillar” tractor with a speed of 6 miles an hour 
has been built, and foresters expressed the view 
if the speed can be increased to 8 or 10 miles 
an hour it can be used effectively to proceed to 
fires under its own power in a number of loca- 
tions. A new and safe back-firing torch of 
light weight has been produced, and of power 
saws a speaker said, “there is a great deal of 
development in this line—I think we will be 
using this equipment on the larger fires soon.” 

TUESDAY AFTERNOON 

Acting President McLeod was called away 
on business, so Treasurer C. S. Chapman pre- 
sided at the remainder of the sessions. 





G. M. Gowen read an interesting paper on 
“Lookout Efficiency Tests for Detection Sys- 
tems and Observers” which outlined methods 


used in testing both observers and systems. 

R. E. McArdle presented an interesting chart 
to illustrate his subject, “Tracing the Move- 
ment of Lightning Storms.” Briefly his paper 
disclosed the fact that, when considered over a 
period of years, there is no fixed path that light- 
ning storms will follow. 

H. B. Shepard told of developments of the 
insurance study of climatic and other hazards 
which is being conducted to the end that insur- 
ance companies will be interested in writing 
risks on timber. 

Further bearing on this subject, and presented 
at a later session was the “Yard Stick for 
Systematic Rating of Protection Unit Eff- 
ciency,” a suggested rating system sponsored 
by E. H. McDaniels. Apropos to the subject 
Thornton Munger made the statement that five 
billion dollars’ worth of standing timber in the 
United States is not insured, and that studies 
thus far indicate that a rate can be made on fir 
that the owners can stand and yet will be profi- 
table to the insurance companies. 

F. Napier Dennison made an interesting talk 
illustrated by lantern slides on “Weather Cycles, 
World and Regional.” 


WEDNESDAY SESSIONS 


The morning was given over to meetings of 
advisory councils of Pacific Northwest experi- 
ment stations, a special committee on incendiary 
fires, and other groups. 





Fred Morrell spoke 
on “Current Problems 
in the Co-Operation of 
Government, States and 
Owners,” and in pre- 
senting the Federal 
viewpoint spoke of the 
need for adequately 
financing better protec- 
tion. It was his thought 
that proper protection 
of the forests was a 
public job and should E. T. 
be handled the same as 
is fire protection in the 
cities. He thinks it will 
probably be necessary that fire protection of all 
lands be undertaken as a State function. 


Resolutions Adopted 


Resolutions passed urged co-operation with all 
agencies to bring about a reduction in public 
expenditures and the adoption of some form of 
yield tax; asked the secretary of agriculture to 
approve promptly the McNary-Leavitt bill au- 
thorizing Federal co-operation in forest insect 
control; urged upon the States the need for 
establishing an emergency fund for insect con- 
trol; asked for an exchange of data concerning 
fires among forest protection agencies; ex- 
pressed the hope that the Timber Conservation 
Board would be continued; commended the 
policy of the Federal Government in withhold- 
ing timber from unnecessary sale; commended 
the fire weather studies of the forest experiment 
stations and of F. Napier Dennison; urged the 
bureau of entomology to increase allotments to 
stations “in this region” for insect control; 
asked Congress to make appropriations to insure 
the completion of the survey of forest resources 
in the five important timber growing western 
States at an early date; urged continuance of 
the research activities of the Federal Forest 
Experiment Stations; asked Congress to give 
financial support to the United States weather 
bureau for fire weather service; urged early 
financial authorization to permit Federal co- 
operation with the State under the Clark-Mc- 
Nary Act; expressed to Congress the need for 
continuing the program of protection and con- 
trol of the white pine blister rust in the white 
and sugar pine forests; and memorialized A. W. 
Laird, for a long time president of the organi- 
zation, and William M. Wheeler, trustee for 
many years, who have passed away since the 
last meeting. 


Election of Officers 
The election of officers was held 
lowing were chosen: 
B. McLeod. 
Vice president for California—G. D. 








ALLEN, 
Portland, Ore.; 
Discussed Problems 


and the fol- 


President—G. 

Oliver. 
Vice 
Vice 

derson. 


president for Oregon—E. S. Collins. 


president for Washington—C. B. San- 





Vice president for Idaho Moon. 
Vice president for Montana—W. C. Lubrecht. 


Trustees—For California, D. S. 
gon, E. B. Tanner; 
Idaho, G. F. Jewett; 


Secretary-treasurer—C. §S. 


Ss. G. 


Painter; Ore- 
Washington, J. L. Bridge; 
Montana, Walter Neils. 


Chapman. 


On Tuesday night there was a well attended 
dinner of the North Pacific section of the So- 
ciety of American Foresters. The meeting was 
briefly addressed by Fred Morrow, W. J. 
Hutchinson, Dana Parkinson, J. W. Spencer, 
and R, F, Hammatt. 


tah Dealers Consider Building Prospects 


AMERICAN LUMBERMAN 


Favor Home Loan Bill and Uniform Building Code—Com- 
mend Paint-Up Campaign — Study Survey of Retailer's 
Function and Approve Lumber Distribution Understanding 


Satt Lake City, Utan, March 12.—The 
seventh annual convention of the Utah Lumber 
Dealers’ Association concluded its two-day ses- 
sion here March 5, after carrying out one of 
the most interesting programs it has yet put on. 
Association activities, finance, trends in mer- 
chandising, profitable retail selling, prospects 
for increased construction—these were some of 
the outstanding topics which occupied the four 
business sessions of the gathering. 

The convention was called to order Friday 
morning, March 4, by President Hyrum B. 
Wheelwright, of Ogden, following an hour de- 
voted to registration and informal discussions 
by delegates in small groups. 

The first session began with an address of 
welcome by Louis Marcus, mayor of Salt Lake 
City, who was introduced by Carl C. Burton of 
MacFarland Lumber & Hardware Co., Salt 
Lake City, chairman of the program committee. 
Mayor Marcus declared that business conditions 
“are on the upgrade; we have reason for being 


optimistic.” 

President's Address 
Wheelwright’s address concluded 
session. Discussing the Utah asso- 
its function, he declared that no 
organization can do more than point the way. 
“The individual must save himself,” he said. 
“This is true of association activities in every 
line of endeavor. Business must be carried on 
for the good of the community,” he held, and 
declared that in supporting a trade association 
a business man was helping to promote the 
general good of his industry and the good of 
the public at the same time. Before concluding 
his remarks he upheld the dealer as a unit of 
the distribution system, read from the code of 
ethics of the National retailers’ association, and 
discussed it approvingly, touched briefly on the 
subject of the dealer’s part in distributing 
cement, made a plea for greater support of the 
dealer in the small towns when school boards, 
public utilities and others have a building pro- 
gram under way in his own community, told 
what some States had done in revising lien laws 
and endorsed the movement, declared that as 
merchandisers the lumbermen must make it 
easier to buy. He endorsed the idea of unit 
selling, referred to standardization of produc- 
tion, and concluded by reminding his hearers 
that the United States has been through nine- 
teen depressions, expressing the belief that 
“we were getting near the end of the latest 
depression. Our own business may not see 
much improvement,” he said, “till some time in 
July this year.” 

FRIDAY AFTERNOON 

The first speaker Friday afternoon was C. E. 
Wright, president and manager of the Keith- 
’Brien Co., Salt Lake City department store. 
Mr. Wright asserted that the public is not inter- 
ested in who owns a store or a lumber yard, 
but is concerned with economical distribution 
of merchandise. “If the chains survive we shall 
know that they have solved some of the eco- 
nomic problems for the public in their line,” 
he said, “and if the independents survive it 
will be the same.” He said that the indepen- 
dent merchant is favored because of his contacts 
in the community, but that alone, as he saw it, 
would not save him. 

The next speaker was Dr. Dilworth Walker, 
of the department of economics, University of 
Utah, his address dealing with “Industrial Sur- 
vey, Business Conditions, Digest and Sum- 
mary.” He exhibited charts showing the ups 
and downs of business in this country over a 


President 
the morning 
ciation and 


period of more than 100 years; showed how the 
cost of living, rents, wages etc. have fluctuated 
over long periods of time. “The business de- 
pressions,” he said, “have averaged about seven 
years apart.” Dr. Walker felt that Salt Lake 
City was due for a home-building program, if 
the experience with cycles repeats itself. He 
thinks that the worst of the depression 1s 
past, and observed in closing that there is every 
reason to believe that much good will result 
from the financial legislation which is being 
enacted in Washington at this time. 
. C. Horner, western manager, spoke on 
“Co-Operative Efforts of the National Lumber 
Manufacturers’ Asso- 
He told of 
the standing of the 
firms composing the 
organization, refer- 
ring to the good work 
it was accomplishing 
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in Washington. He 
mentioned the associ- 
ation’s home-financing 
activities, and how it 
had gotten out a lot 
of literature in the 
past, but said regret- 
fully, “It does hot appear to have been read 
but went into files or the wastepaper basket.”’ 
He discussed briefly a number of building code 
matters and reminded his hearers how impor- 
tant it is to watch building codes. He said the 
manufacturers’ association was ready to assist 
the retailers in such matters whenever given 
the opportunity. 


SATURDAY MORNING 


The first speaker at the Saturday morning 
session was W. R. Granville, secretary-treas- 
urer First Security Corporation, Salt Lake City, 
who spoke on “The Financial Outlook from 
the Lender’s Viewpoint.” Mr. Granville feared 
that “any artificial stimulus that is added to 
the market at the present time, would only 
act as a boomerang in future years by again 
causing the supply to exceed the demand.” 

Bert C. Palmer, well known Salt Lake City 
real estate man, spoke on “The Prospects for 
Increased Construction.” Mr. Palmer quoted 
figures on the home situation in Salt Lake City 
and showed that the vacancies were much less 
than the national average, being only 2.88 per- 
cent. He said there was no question that when 








H.B.WHEELWRIGHT 
Ogden, Utah; 
Retiring President 


the economic situation improves there will be 
considerable home-building in Utah’s capital by 
reason of the fact that many families are “dou- 
bling up” at this time. 
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The concluding speaker of the morning g@5. 
sion was R. E. Saberson, St. Paul, Minn., map. 
ager of the merchandising department of 
Weyerhaeuser Forest Products, who gave a talk 
that was at once inspirational and practical 
In a masterly way this speaker laid before his 
audience the philosophy and practice underlying 
sound merchandising and drew his many illys. 
trations from various other industries to drive 
his points home. 

[Mr. Saberson’s talk was along the same 
‘ines as addresses he made at other conventions 
this winter, which have been reported in the 
AMERICAN LUMBERMAN.—EDITor. } 


Concluding Session 


W. G. Moeling, jr., secretary of the Mer- 








aia fas atatl 





chandisers’ Club of America and manager of 
the dealers’ service department of the Celotex 
Co., substituting for C. E. Stedman, vice presi- 
dent and general sales manager of that organi- 
zation, was the only speaker at the concluding 
session. He stressed the importance of going 
out after business and contended that this ap- 
plied just as much to the lumber industry today 
as to others. He said the lumberman doesn't 
have to go and ask someone to sell him an 
automobile, a radio and so on, and yet he ex- 
pects to be solicited to sell his own merchan- 
dise. He pointed out that one must dare a 
little in business by following to some extent 
the trial and error method. “One can’t take 
too much for granted,” he said. He gave an 
illustration showing how well-trained women 
can be used with great profit in selling kitchen 


cabinets and other things for use in the home. | 


James S. Taylor, of the Morrison-Merrill 
Co., Salt Lake City, chairman of a committee 
appointed a year ago to study and make recom- 
mendations concerning the rightful place of the 
retail dealer in a number of industries in which 
tne lumberman is interested, gave a report enti- 
tled “Cement Distribution.” 

The report stated in part that: “The develop 
ment of suggestions presented has been prem- 
ised upon an acceptance of the idea that public 
interest and welfare is the determining consid- 


eration; that the demands of the consumer must | 


be cared for on the most economical basis avail- 
able; that the producer and distributor are 
entitled to and can retain their respective parts 
and profits in the picture in proportion, and 
only in proportion, to service actually rendered.” 
It was held that the retail lumber and building 
materials yards are a “definite community 
necessity, to both the producer and the con- 
sumer” and that the limiting of the volume 
of business handled by retailers can only result 
in increased distribution costs on the remaining 
portion so handled. 

The retailer was held to be the proper dis- 
tributor within his trade territory of all cement 
except to certain classes of business, which are 
commonly sold by manufacturers, wholesalers 
and retailers. 

The discussion was conducted by Carl C 
Burton. Some one asked what sort of orgamiza- 
tion a dealer must have to be entitled to con- 
sideration, and it was agreed that it should be 
considered O. K. if it is large enough to mett 
the needs of his community. Mr. Taylor, 
reply to a question, said that his report did not 


cover this situation, although some thought had | 


been given to the proposition of having someone 
pass upon such matters as might be in dis- 
pute. He observed also that the cement me 
had “not been approached in a body, but that 
different members of the committees had ap 
proached different members of the cement tr 
dustry. 


Resolutions Adopted 


The convention voted its support, which had 
been solicited, of an adequate tariff for the 
mining industry; another resolution supported 
the highway bill before Congress; a third “a 
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proved, in principle, the 1930 edition of the 
uniform building code as prepared and officially 
revised by the Pacific Coast Building Officials 
Conference and recommended its adoption in all 
cities requiring new or revised building ordi- 
nances.” One resolution supported the Home 
Loan bill; another favored affiliation of the 
Utah association with the National and left the 
matter in the hands of the advisory council 
with power to act. There was a resolution 
commending the Clean-Up and Paint-Up cam- 
paign in Utah, a speaker from the organization 


AMERICAN LUMBERMAN 


in charge of it having addressed the convention 
on the subject briefly earlier in the afternoon. 
On motion the convention approved the “Lum- 
ber Distribution” suggestions from the final re- 
port of the conference committee on lumber 
trade practices, which were read by W. W. 
Anderson, Anderson Lumber Co., Ogden. 


The election of officers resulted as follows: 

President—C, C. Burton, MacFarland Lum- 
ber & Hardware Co., Salt Lake City. 

First vice president—Bert Crane, 
Lumber Co., Provo. 


Provo 


59 


Second vice president—S. L, Billings, North- 
western Lumber Co., Salt Lake City. 


Treasurer—Frank E. Losee, McConaughy- 
Losee Lumber Co., Salt Lake City. 


Advisory Council—W. W. Anderson, Ander- 


son Lumber Co., Ogden; M. O, Ashton, Sugar- 
house Lumber & Hardware Co., Salt Lake 
City; George A. Dixon, Hyland Lumber & 
Hardware Co., Salt Lake City; A. E. Money, 
Jex Lumber Co., Spanish Fork; O. A. Spear, 
Smoot Lumber Co., Provo; James S. Taylor, 
Morrison-Merriil Co., Salt Lake City, and the 
retiring president, Hyrum B. Wheelwright, 
Wheelwright Lumber Co.. Ogden. 








South Dakotans 


Watertown, S. D., March 14.—Lumbermen 
may look forward hopefully to better busi- 
ness soon, especially if they keep abreast 
of changing conditions. That was the con- 
sensus of both dealers and materials salesmen 
who gathered, about 450 strong, for the fifteenth 
annual convention of the South Dakota Retail 
Lumbermen’s Association which convened here 
the forenoon of March 9 and closed late the 
evening of March 10. 

The convention presented both studious and 
social sides, with attention well balanced as be- 
tween the two. Two half days were given over 
entirely to formal programs of speaking, and 
two evenings were devoted entirely to feast and 
frolic. There was one disappointment. Wednes- 
day evening had been assigned to a big Hoo-Hoo 
banquet and concatenation directed by the Twin 
Cities Hoo-Hoo Club. The club_ reached 
Watertown in two special Pullman coaches, pre- 
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H. C. KEHM, HARRISBURG, S. D.; 
Re-elected Secretary-treasurer 


pared for an elaborate ceremonial, but there 
were no candidates for initiation, and that part 
of the program was abandoned. 
_ The high light of the’ assembly came the clos- 
ing night with the general banquet followed by 
4 special show, all provided by the Tri-State 
Association of Building Materials Salesmen. 
ver two score producers of lumber and other 
building materials set up exhibits in both the 
lobby and main dining room of the convention 
hotel which housed the headquarters. 


President Is Optimistic 


_President Max Nobis, Harrisburg, before be- 
ginning his annual address, appointed the audit- 
ing and nominating committees. 

Returning prosperity and how to receive it 


Confident Fall at Latest 
Will See Return of Trade Volume 


*was the principal theme of the president’s mes- 


sage. The first six months of 1931 found the 
lumber business better than the 10-year average, 
he said, but the last six months it was below 
the average mark. There will be little better- 
ment during the first six months of 1932, he 
predicted, but a big improvement may be an- 
ticipated in the last six months. 

Dealers may do much in self help if they will 
wage campaigns looking toward the undertak- 
ing of such building construction as is now 
badly needed, President Nobis advised, calling 
attention to the low cost level of the present 
and the widespread need for repairing all classes 
of structures. The work can be done now ata 
saving of 25 to 30 percent over costs of a few 
months ago, he pointed out. 


New Departures in Rural Building 


Ralph L. Patty, of the extension department 
of the South Dakota college of agriculture at 
Brookings, told the convention that lumbermen 
must study new departures in rural building. 
“Builder schools” are now being conducted 
by his department in a number of South Da- 
kota counties, forecasting some radical changes 
in general farm buildings within the near 
future. 

The lumber industry in general is at the cross 
roads, R. E. Saberson, of the Weyerhaeuser 
Sales Co., St. Paul, told the convention in an 
address calculated to drive home the idea that 
retail dealers must adopt modern merchandising 
policies if they wish to meet ever growing com- 
petition. To get the business back into a healthy 
condition, he urged dealers to “study salesman- 
ship and study prospects.” Independent dealers 
especially are in danger, he said, unless they 
cease “putting too much energy into this de- 
pression and too little energy into their busi- 
ness.” 

Henry Westerman, president of the North- 
western Lumbermen’s Association, in a brief 
message blamed the industry itself for the pres- 
ent lack of business. Dealers must have faith 
in the future and intelligent enthusiasm for 
“proper merchandising methods. All things 
point to a definite improvement in the lumber 
business,” Mr. Westerman asserted, making the 
definite.forecast that within “nine months busi- 
ness in America will be back on a 90 percent of 
normal basis.” 


THURSDAY AFTERNOON 


Resumption of the formal program Thursday 
afternoon brought to the platform Ormie C. 
Lance, secretary of the Northwestern Lumber- 
men’s Association, who condemned the national 
campaign in the interest of selling new type 
steel houses. 

Ready-cut houses were also declared to be a 
menace to the trade. Mr. Lance said the ready- 
cut program attracted the attention of President 
Hoover’s home-ownership conference last sum- 
mer and there is now before the Interstate Com- 
merce Commission a petition for lower freight 
rates from the Pacific coast to eastern and mid- 


dle western destinations 
This contains the germ 
of serious competi- 
tion for the regular 
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lumber business, he 
warned. 
“Get back to old 


time, hard fisted, tight 

methods of doing business,” urged John V. Dob- 
son, of the J. F. Anderson Lumber Co., Minne- 
apolis. Dealers are spending too much on non- 
essentials. Managers must don overalls and 
do more yard work, he said. The expense ac- 
count of average yards is too high, he insisted. 
Small economies must be practiced, small leaks 
plugged. Coal must be sold on a cash basis, 
and the “disease of discounts” cured. 


Handling Credits 


Ward Lucas, vice president of the Hayes- 
Lucas Lumber Co., Winona, Minn., explained in 
detail the system used by his company in hand- 
ling credits. The first step, he said, is a careful 
inspection of all applicants’ credit rating. Yard 
managers secure the necessary information, as a 
rule, at the court house. 

Other factors essential in extending lumber 
credit, he explained, are “knowledge of the 
buyer’s credit and a definite time for payment.” 
By adopting a policy calling for collection from 
thirty to sixty days after sale, Mr. Lucas said, 
his company “has reduced bills outstanding at 
the end of the fiscal year from 22.2 percent in 
1930 to 16.9 percent in 1931.” 


Election of Officers 


At the conclusion of the Thursday afternoon 
program, the nominating committee reported 
and officers were elected as follows: 

President—Max Nobis, Mitchell, 8S. D. (re- 
elected). 

Vice president—G. O. Martin, Huron, S. D. 

Member of board of directors—Walter F. 
Miller, Watertown, S. D. 


The only skirmish in the convention involved 
the meeting place for 1933. Mitchell and Sioux 
Falls engaged in a spirited contest. The decision 
in favor of Mitchell was made by the directors 
who met immediately after the formal close of 
the convention. The directors also re-elected 
H. C. Kehm, of Harrisburg, S. D., secretary- 
treasurer for the ensuing year. 

Business affairs of the association were 
touched upon only briefly in open convention. 
Secretary Kehm reported a slump in paid-up 
memberships during the year due to the com- 
bined effects of economic depression, drouth, 
and other adverse influences in parts of the 
State. The directors decided to undertake a 
campaign to bring the membership back to nor- 
mal before the 1933 convention. 





ew Jersey Retail Dealers in 48th Annual 
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New and Better Methods Proclaimed Only Salvation in 
Present Period of Readjustment—Modern Merchandising 
and Intensive Salesmanship Requisites for Success 


Assury Park, N. J., March 14.—Two hun- 
dred and seventy-five lumbermen attended the 
forty-eighth annual convention of the New Jer- 
sey Lumbermen’s Association, held here March 
10 and 11 at the Berkeley-Carteret Hotel. 
Tackling problems which are peculiar to the re- 
tailer living within a 50-mile radius of New 
York City, the Jersey group held its most en- 
thusiastic and largest annual meeting since 1928. 
At the conclusion of the series of sessions the 
delegates were in a happier frame of mind than 
they have been for the last three years. They 
seem to benefit by the hard, even harsh manner 
in which the speakers drove home the idea that 
the depression is being followed by a readjust- 
ment of business conditions. They were brought 
to the realization that in the months which are 
ahead they pursue new methods and en- 
tirely divorce themselves from the old order of 
things. 

President Spencer D. Baldwin, of Jersey City, 
extended a cordial welcome to the members, 
their friends and the guests from other States. 
In his characteristic style, he reminded his lis- 
teners that local conditions were none too prom- 
ising and warned them to trim ship and put 
their business in good order to meet the severe 
conditions of the next six months when mort- 
gage will be further curtailed. He 
stressed the point that lumber dealers must be- 
g sell their product instead of spending their 
time trying to save a few cents a thousand in 
buying and then polishing the seat of their 


' 
trousers in t 


heir swivel chairs, waiting for the 


must 


money 


rin tO 
Im t 


customers to come in. 

That day, gentlemen, he cried, has gone, 
and I hope to heaven it has gone forever. 
If you do not and will not get busy and learn 
how to conduct your business on a higher 
and better scale and with keen appreciation 
of the question of profit then you will learn, 
perhaps too late, that the manufacturer is 
going to sell the lumber and sell it as it 
should be sold in your community. 

He reminded them that other manufactur- 
ers give plenty of time and attention to the 
matter of salesmanship and the right kind 
of advertising to the end that their products 
reach the ultimate consumer intelligently. 


Must Learn More About Business 

I am warning 
this warning 
to know more 


you now, and I can’t make 
too strong, that you will have 
about the lumber business in 
the future than you have ever known in the 
past Most of us don’t even know our real 
customer, which is the ultimate consumer. 
We have been going along with the idea that 
our customers are the architects, the con- 
tract and the builders. Let me tell you: 
At the close of this convention you are going 


ors 


home and cultivate the friendship of the men, 
women and children in your own community 
by personal house-to-house calls, telephone 


conversations and by making your own prem- 
attractive that it will be easy for 
neighbors to visit your offices. 
Gentlemen, you are facing new conditions 
and unless you get in line at once you will 
find that you won’t have any lumber business 
at all. What you have been doing is putting 
all your dependence in the architect, the 
carpenter and the contractor. You have tied 


ises s0 


your 


up thousands of dollars and then asked the 
very poorest of salesmen to go out and sell 
it for you. In the future you will sit in with 
the architect and builder when they talk to 
the consumer. To do this, you will have to 
learn a different language, one which the 
consumer can understand. No longer will 
you be able to talk about 2x4s and board 


feet and get results. 
the bill now 


The consumer who pays 
this 


wants to know how much 





costs and how much that costs. In addition 
to the selling of unit houses, you must also 
change and improve your advertising. Ex- 
plain to the public what you have to offer 
so that they will understand it. 

The balance of the morning session was given 
over to A. W. Holt, of Chicago, who described 
in detail his house valuator system. 


THURSDAY AFTERNOON 


At the opening of the afternoon conference, 
Secretary G. E. DeNike, of Newark, stated that 
the association should have at least 500 mem- 
bers. This prompted President Baldwin to urge 
the members to work for a better and bigger 
organization. 

Secretary-managing director W. W. Schup- 
ner, of National-American Wholesale Lumber 
Association, spoke on the necessity of co-opera- 
tion between the retailer and the wholesaler in 
the solution of present-day problems. 

John McCluskey, member of the State legisla- 
ture and legal counsel for the association, called 
attention to two bills now before the assembly. 
The first measure would make it illegal for any 
one to use mortgage money for any other pur- 
pose than material and labor; the other would 
make it compulsory for every contractor to take 
out a license in the State, subject to revocation 
for various reasons, such as walking off the job 
or failing to live up to his contract. 


Sales Are All Important and Fundamental 


President A. J]. Hager, of the National Retail 
Lumber Dealers’ Association, declared in his 
address, that from now on the sales end is the 
all important and fundamental part of the busi- 
ness. To assure success, the salesmen must 
know the product better, he declared. He said 
in part: “Three other cardinal points for suc- 
cess are: 1. Get busy and eliminate the dis- 
criminating statutes of city codes where lumber 
has been displaced by politics for more expen- 
sive and less efficient products. 2. Sell the com- 
plete unit. 3. Give more attention to quality and 
refinement in manufacturing, grading and mois- 
ture content; and, further, that such grades and 
species be sold that complete satisfaction be 
assured the buyer. 4. Better trade relations 
between the manufacturer and the distributor. 

The address by St. Elmo Lewis, famous lec- 
turer on business economics, was warmly re- 
ceived. Mr. Lewis recommended that every 
lumber dealer get acquainted with his customer, 
the ultimate consumer, by house-to-house calls. 
He suggested the employment of intelligent 
women to make the canvass, so trained that 
they could answer the question as to the cost of 
doing this job and that type of work. “Be sure 
that in your new salesmanship you include the 
woman’s viewpoint the great Mrs. Jones 
of Main Street is the one you will have to talk 
to in the future. Remember that it is better to 
polish the door knobs of the ultimate consumer 
than the seat of your pants as you have in the 


vast.” 
is FRIDAY MORNING 


Inspired by the unusually fruitful sessions of 
the preceding day, the auditorium was filled 
again Friday morning when the delegates were 
treated to another treatment of electric shocks 
by Walter R. Pettit, a successful Long Island 
dealer, Orville H. Greene, of the Wilson & 
Greene Lumber Co., Syracuse, N. Y., President 
John G. Whittier, of the Associated Lumber & 
Allied Materials Salesmen, Secretary Paul S. 
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Collier, of the Northeastern retailers, and Frank 
H. Alcott, of the National Lumber Manufactyr. 
ers’ Association. 

“Do we have ideas? Do we express them? 
Do we fight for them? Frankly I’m curioys 
Are we Rip Van Winkle dealers?” Mr. Pettit 
asked these questions and then proceeded to im- 
press his fellow dealers with the importance of 
awakening them to the fact that an immediate 
change in methods is the only salvation of the 
industry. 

“The new prosperity we are seeking,” 
Mr. Pettit, “will be brought about by individual. 
ism, personality, custom merchandising and 
greater idealism. Please bear in mind that this 
interpretation is intended only for the lumber 
business—I am no philosopher trying to analyze 
life. and taking into consideration general con. 
ditions only so far as is necessary to gauge our 
industry.” 

Mr. Pettit continued: 


We have geared up our industry, in com- 
mon with all industries, so that we have 
enormous stocks available at points of dis- 
tribution. We have stock millwork in place 
of our old mills—standard sizes, standard 
roofing, standard cement, standard costs and 
standard margins—like standard lumber, al- 
ways getting more scant. It’s no trick to 
be in the lumber business today if we are 
content to take orders at cut prices and call 
up some manufacturer or specialist to de- 
liver the goods. 

Personally, I love the lumber business, I 
know of no other line in which I could make 
a success. I don’t want to change to some 
other business. And if I'm going to stay 
in this business, I’ve got to learn how to do 
it. In this endeavor I’m going to depend to 
a great extent on my fellow dealers. My 
program of individualization in the lumber 
business includes them—for I don’t expect to 
get ahead of my industry—it must improve 
or I'll sink with it. This convention gives 
me an opportunity to learn and to help on 
constructive and valuable programs. But ! 
am here today to sell you a new-old idea— 
to ask you to go home and study what in 
your business is the biggest single factor of 


Said 








success—and then to push that factor for all 
its worth; to make your business an indi- 
vidual one which can go on and tie in with 


this industry so that when good times come 
you will be able to get your share of the 


good. 
When Lumbermen Are Pikers 


Orville H. Greene held the audience spell- 
bound as he set off some high powered “ex- 
plosives” and defied any man present to debate 
his statements in the convention hall. 


Lumbermen, he said, you are a bunch of 
pikers if you do not belong to the associa- 
tion in your territory and subscribe to the 
lumber trade papers. Just this week the 
AMERICAN LUMBERMAN has gone on an “every 
other week” schedule because it is not getting 
the support that it should. I read the AMERI- 
CAN LUMBERMAN and I think it is the best 
business paper in the world. 
a subscriber to the leading lumber exponent, 
you are missing much more than the $3 or 
$4 a year it costs you. And if you don't 
belong to your local lumber association, get 


busy and send in your application. It’s the 
best ten-dollar bill you can invest at this 
time. The lumber trade journals and the 
associations are needed now more than ever 
before. We can not win our battles without 
them. 
What’s the matter with the lumber busl- 
ness? Mr. Greene asked the convention. 
What’s the matter with all business? ‘ll 
tell you. To the American bankers are 
chargeable the tragic conditions in America 
today. The application and mechanics of ou! 
banking system are rotten. The American 
banker has turned his office into a bucket 
shop. They only know one thing: how t0 
get out from under and let the widows, 0 


phans and school teachers who come to them 
hold the empty bag. 


Quoting specific instances, Mr. Greene startled 
his audience by shouting, “I would rather ask @ 
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rter in this hotel for advice than a banker. I 
know I would get a more honest answer. I 
never had a loan called and have no personal 
prejudice but I am against the application of 
present banking methods. 


Hot Stuff About Bankers and Lumbermen 


Turning to the press table, Mr. Greene said: 

You may quote me as I go along, but be 
sure to quote me correctly. Bankers are the 
greatest bunch of over-rated high paid clerks 
that ever existed. He then told of a widow 
in his town Who was advised to buy $10,000 
worth of bonds only to lose the investment 
with the exception of $168 per thousand dol- 
jar bond. It has been brought out, he de- 
elared, that the concern selling the bonds 
owed the bank money which was paid by the 
luckless widow, on advice of the bank vice 
president. 

Commercial bankers gave the lumberman 
an umbrella when the sun was shining. Now 
that it’s raining he has taken the umbrella 
away. He likewise attacked the methods of 
the savings and loan companies for mulcting 
the public. 

Why are lumbermen in bad? 
the method of their operations. 


Because of 
They damn 


the mail order houses for selling lumber 
when they won’t go out and sell it them- 
selves. 


Another thing: The employees of most 
lumber yards are relatives who are nothing 
more than drones. The executives of lumber 
companies draw too much in salary. Fifty 
percent of the executives in lumber yard 
payrolls should be thrown into the ashcan. 
The truth is the retail lumberman is the 
poorest salesman in the United States of 
America! 

Continuing, Mr. Greene thrust some more 
keen edged daggers, saying: The most use- 
less citizen in the world is the volume hound. 
He may be defined as the lumberman who 
owes the banks the most money and owns 
the most real estate. And the price cutter is 
worse than a criminal. He is a fool who 
pulls himself down and the whole trade with 
him. 

The five factors which will decide the fu- 
ture of the lumber industry are: Merchan- 
dising, the unit basis of selling, financing, 
prohibition and taxes. I believe that the 
time is coming when lumber merchandising 
is going to be done on just as high a plane 
as any other. I believe that future selling 
must be on the unit basis. I know that we 
must evolve a finance plan to combat the 
mail order finance plan which is helping these 
concerns to sell thousands of homes today. 
I believe in temperance but not in prohibi- 
tion and I believe that the property owners 
should organize in each community to reduce 
taxes. When all this is done, the retail lum- 
berman will be in a much better position 
than he is today. 


Trade Extension Work 


Mr. Alcott outlined briefly the activities of 
the trade extension committee and told of the 
progress being made in combating propaganda 
against wood shingles. 

Secretary Paul S. Collier, of the Northeastern 
retailers, spoke on “Trying to Find the Way 
Out.” Conditions, he stated, are forcing eff- 
ciency of operation. This includes proper 
methods of accounting procedure. 

The information at your disposal, he said, 
must be used as never before and with it 
there must be a clinging to the fundamental 
principles, a reasonable mark-up and profit 
ascertained by scientific methods. Study both 
the methods that win and the methods that 
lose. The companies that finished in black 
ink last year are not those that necessarily 
were the best buyers. They did, however, 
know how to obtain a satisfactory margin 
On sales above the cost price. As we face the 
cross-roads, the association work takes on a 
new significance. Destruction of association 
work will throw the lumber industry back on 
the days of the past when individual effort 
was supreme, 

President John Greenleaf Whittier, of the 
ALAMS stated that his organization was con- 
sidering disbanding unless the association wished 
it to continue. President Baldwin assured him 
that he personally wanted the ALAMS to con- 
tinue and that the New Jersey association like- 


aoe wanted the salesmen to keep up their good 
vork, 
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Election of Officers 


At the close of the morning session officers 
were chosen as follows: 

President—Spencer D. Baldwin, Jersey City, 
N. J. 

Vice president—Joseph H. Jackson, Rock- 
away, N. J. 

Secretary—G. Edward DeNike, Newark, N. J. 

Treasurer—Samuel F. Bailey, Newark, N. J. 

Directors (for three years)—Elmer Blau- 
velt, F. Turner Howell, William C. Nolte, 
W. C. Ripley, Harry J. Rolfe, Edward M. 
Searing; director (for one year)—James 
Jurlson, Trenton; director (for two years)-— 
L. W. Ludlow, Far Hills. 


FRIDAY AFTERNOON 


FE. F. Parker, eastern sales manager for the 
Firestone Tire & Rubber Co., gave an interest- 
ing address in which he revealed how the mail 
order houses make unfair comparisons, and told 
how his company helped the dealer to re- 
establish confidence with an intensive advertis- 
ing campaign. He told the lumber dealer to 
do likewise and declared that if he were to go 
into the retail lumber business he would have 
his sign read: “E, F. Parker, lumber dealer— 
in prosperity necessities.” 

Col. W. B. Greeley, manager of the West 
Coast Lumbermen’s Association, Seattle, Wash., 
declared that orderliness in time will replace 








Eastern lowans 


Taxes Be 


Ciinton, lowa, March 14.—A ringing de- 
nunciation of high taxation and excessive gov- 
ernmental expenditures marked the meeting of 
the Eastern Iowa Retail Lumbermen’s Associa- 
tion held here March 3. The conference was 
attended by fifty lumber dealers from Clinton, 
Jackson, Scott, Cedar, Jones and . Dubuque 
counties. 

Election of officers for the new year resulted 
in selection of the following: 

President—Harry C. 


Fischer, 
Iowa. 


Maquoketa, 


Secretary and 
Maquoketa, Iowa. 


treasurer—R. J. McNerny 


High taxation and its effect on economic con- 
ditions occupied a considerable part of the after- 
noon program. As result of the discussion the 
association passed the following resolution: 

The Eastern Iowa Retail Lumbermen’s As- 
sociation condemns present practices of ap- 
pointing investigating committees from Con- 
gress and the expenditures of large sums of 
money for extravagant governmental pur- 
poses which tend to bring about unwarranted 
and burdensome increases in taxation. 


Because of inability of two of the speakers to 
be in Clinton in time for the program, Ormie C. 
Lance, secretary of the Northwestern Lumber- 
men’s Association, was given most of the time 
on the afternoon program. Mr. Lance devoted 
part of his talk to the evils of excessive taxa- 
tion and the mounting cost of government. 


In 1913, said Mr. Lance, our taxation repre- 
sented about 6 percent of national income. In 
1931 it represented slightly more than 22 per- 
cent. In my opinion, he declared, the reluct- 
ance of the public to purchase property and 
acquire real estate is due mostly to high 
taxation and fear that the future will bring 
about further increases. The only way to re- 
duce taxes is to reduce expenses of Govern- 
ment. However, we must be consistent, Mr. 
Lance admonished his listeners. We can not 
expect to reduce our taxes if, on the other 
hand, we demand governmental expenditures 
such as wili result in continued large demands 
for money to pay for them. 


Remodeling and Repair Work Best Bet 


In referring to business prospects, Mr. Lance 
said he thinks the best market field for the 
early part of 1932 is the repair and remodeling 
and modernization of homes. Modernization 
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the frenzied condition which has existed, and 
that he had faith in the future. He assured 
them that the West Coast manufacturers are 
going to keep their production down and their 
courage up. He said that it is their intention 
to gear their production down to the actual 
market as they see it today. 

At the closing session Friday afternoon resolu- 
tions were adopted in which the association 
placed itself on record as favoring a contrac- 
tors’ licensing law in New Jersey; that a bill 
in the State senate covering this law be backed 
by the association if found favorable; that “in 
obtaining quotations on purchases on a delivered 
basis, it should be understood that the freight 
surcharge is included with all the freight and 
is to be deducted in settlements covering such 
shipments ;” that national legislation proposed 
under Senate Bill 935 and House Bill 915, giv- 
ing unlimited powers to labor, is not favored 
by the Jerseymen; and that Senate Bill 35 and 
House Bill 5090 proposing the formation of a 
system of Federal Home Loan banks be en- 
thusiastically endorsed and commended by the 
Jersey association. 

Invaluable information was gleaned by the 
retailers in the talks by William Lucas, man- 
ager of the Eastern Millwork Bureau, President 
C. C. Sheppard, of the Southern Pine Associa- 
tion, and other officials from various lumber or- 
ganizations throughout the country. 


Demand That 
Reduced 


of cld hoines can be done now at less expense 
than at any time in the last eighteen years, 
Mr. Lance told his listeners. It is that long 
since labor and other commodities, including 
lumber and building materials, have been ob- 
tainable at such a low figure and, in my opin- 
ion, he said, it will be a long time before such 
conditions prevail again. This situation can 
not last forever. 

This is truly a buyer’s market, the associa- 
tion secretary declared, and if we are going to 
see an improvement in the lumber business we 
will have to make it ourselves. Every lumber- 
man should be live and alert. He should be 
“on his toes” to get every bit of business that 
can possibly be swung his way. He should go 
out and canvass possible and prospective pur- 
chasers of building materials and, wherever 
possible, convince property owners that now 
is the time to repair and remodel, he con- 
tinued. 


During a discussion after the formal program, 
Mr. Lance called attention to the fact that mem- 
bers of the Northwestern Lumbermen’s As- 
sociation had been saved $24,270.94 through 
efforts of the traffic department of that associa- 
tion. A total of 1,966 overcharge claims was 
handled and $6,599.48 returned to consignees. 
Loss and damage claims totalled $14,954.92 
which, added with savings made through traffic 
advice amounting to $2,716.54, made the grand 
total of $24,270.94. 

Contemplated changes in Iowa highway build- 
ing where soft top or bitumen surfacing would 
be applied to roads instead of laying concrete 
and the effect of the change upon the lumber 
and material dealer came in for discussion but 
after some talk it was decided that the change 
would mean little to the dealers of this associa- 
tion due to the fact that most of the cement 
used by paving contractors is bought direct from 
the manufacturers and not through the dealers 
as was the case a few years ago. 

Among the features on the entertainment pro- 
gram was a dancing act presented by pupils of 
Miss Fairo Davis, daughter of the late J. E. 
Davis, a member of the association who died a 
few months ago. Mr. Davis had served many 
years as city sales manager for the Eclipse 
Lumber Co’s Clinton branch. 

Adjournment was taken until the summer 
social meeting which will be held in Maquoketa 
at a date to be set later. 
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What the Associations Are 
Planning and Doing 


March 21-23—Southern Pine Association, 
velt Hotel, New Orleans, Ia. Annual, 

March 24—Southeast Missouri Retail Lumber 
Dealers’ Association, Marquette Hotel, Cape 
Girardeau, Mo. 

March 24-25—Hardwood Manufacturers’ 
Hotel Thomas Jefferson, 
Annual. 

March 24-26—Fourth Sawmill Engineering Confer- 
ence, Everett, Wash. Annual. 


March 25—EHastern Millwork Bureau, Pennsylvania 
Hotel, New York City. Annual, 

April 1—Eastern Lumber Salesmen’s Association, 
Philadelphia, Pa. Annual. 

April 12-14—Lumbermen’s Association of Texas, 
Texas Hotel, Fort Worth, Tex. Annual. 

April 13-14—National-American Wholesale Lumber 
Association, Hotel Ambassador, Atlantic City, 
N Annual, 

April 14-15—National Association of Wooden Pox 
Manufacturers, Congress Hotel, Chicago. An- 
nual. 


Roose- 


Institute, 
Birmingham, Ala, 


May 11-13—<Associlated Cooperage 
America, Hotel Peabody, 
Annual. 

May 12-13—Florida Lumber & Millwork Associa- 
tion, Orlando, Fla. Annual. 

May 17-18—National Association of Railroad Tie 
Producers, Hotel Peabody, Memphis, Tenn. 
Annual, 

May 17-20—Chamber of Commerce of the U. 8. A., 
San Francisco, Calif. Annual, 

May 19-20—Northwestern Retail Coal Dealers’ As- 
yn —~ Radisson Hotel, Minneapolis, Minn. 

nnual, 


Industries of 
Memphis, Tenn. 





Wooden Box Manufacturers Set 
Date 


Announcement is made by the National Asso- 
ciation of Wooden Box Manufacturers, with 
headquarters in Chicago, that its thirty-third 
annual meeting will be held April 14 and 15 
at the Congress Hotel in Chicago. Problems 
of general importance to the industry will be 
discussed and all persons interested are invited 
to attend the first day’s session. The second day 
will be open only to members. 





Plans for Texas Convention 


Houston, Tex., March 14.—A tentative pro- 
gram for the annual convention of the Lum- 
bermen’s Association of Texas, to be held April 
12, 13 and 14 at Fort Worth, is in course of 
preparation under the direction of President I. 
B. McFarland and J, Lee Johnson, jr., general 
chairman, assisted by A. B. Sammons. It will 
be “strictly a manager’s convention,” and there 
will be fewer speakers and a more thorough 
coverage of subjects relating to the lumber 
business. The business program will begin 
Tuesday morning, April 12, and the principal 
address will be made by Sidney L. Samuels, 
attorney, of Fort Worth. Other speakers for 
the day will be Dr. O. B. Martin, director of 
extension department, Agricultural and Me- 
chanical College, and Robert Landers of El 
Paso, who will discuss home building factors. 

At the Wednesday session E. D. Peck, vice 
president Devoe & Raynolds Co., will talk on 
“Looking Ahead,” R. J. Tolson, of William 
Cameron & Co., Waco, will discuss operating 
costs and related subjects, and David J. Johns- 
ton, attorney, of Oklahoma City, Okla., will 
handle the subject “Random Observations.” 
Jack Dionne will also give a talk. 

On Thursday’s program will be C. C. Shep- 
pard, president of the Southern Pine Associa- 
tion, and another prominent speaker as yet un- 
named. 

In addition to Mr. Sammons as chairman of 
the publicity, registration and program com- 
mittee other committee chairmen are: Finance, 
Willard Burton; entertainment, Scott Teel; ac- 
commodations, E. L. Barrow; information, E. 
H. Pope; golf, Clyde Penry; reception, Sam 
Milstead. The general chairman of the ladies 
committees is Mrs. H. W. Mitchell and as- 
sisting her as chairmen of the committees 
named are: For luncheon, Mrs. Clyde Penry; 
grand ball, Mrs. J. L. Johnson, jr.; auto drive, 
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Mrs. L. A. Henderson; Tuesday night enter. 


tainment, Mrs. Sam Wheat; reception, Mrs 
B. W. Owens. 
The dealers’ meeting will be preceded, om 


April 11, by a meeting of the Texas Lin 
Yard Retail Lumber Dealers’ Association 
Headquarters for both meetings will be at the 
Texas Hotel. 


Reforming Merchandising Methods 
to Be Topic 


Ortanpno, Fria., March 14.—The keynote of 
the twelfth annual convention of the Florida 
Lumber & Millwork Association to he held here 
May 12 and 13, will be the reformation of mer- 
chandising methods, it being regarded that this 
is a subject of major importance. The program 
of the sessions will tie up this question with 
addresses by prominent speakers and general 
discussion on the floor. This information js 
sent out from the office of Secretary Frank 
Williams in this city. 





Subjects for National-American 
Program 


New York City, March 14—A practical 
program is planned for the annual meeting 
ef the National-American Wholesale Lumber 
Association, to be held April 13 and 14, at 
Atlantic City, N. J. Practical problems will 
be thrashed out and a feature will be a dis- 
cussion on “The Wholesaler Goes Modern,” 
led by Robert C. Pepper, of Rice & Lockwood 
Lumber Co., Springfield, Mass. Wells Blan- 
chard, of the Blanchard Lumber Co., Boston, 
will lead a discussion on intercoastal business 
under the topic “The Intercoastal Battlefield.” 
Lumber credits will be discussed by J. A. Cur- 
rey, of the J. C. Turner Lumber Co., New 
York, who is also chairman of the association's 
credit department committee. His remarks, fol- 
lowed by discussion, will be supplemented with 
some facts developed by William Lucas, of the 
Eastern Millwork Bureau. 

An additional feature of the program will 
be a talk by a prominent retailer who will give 
his views on how the wholesaler can help the 
retailer move more lumber. ; Shaw, 
trade extension manager of the National Lum- 
ber Manufacturers’ Association, will tell of 
trade promotion plans. In addition there will 
be committee reports on railroads and trans 
portation, legislation and wholesalers’ costs. 


Date Set for National Hardwood 


Convention 


From the offices of the National Hardwood 
Lumber Association in Chicago, by H. J. 
Fuller, assistant secretary, announcement has 
come that the thirty-fifth annual convention o 
the organization will be held Sept. 29 and 30 
in Memphis, Tenn. 








Philadelphia Exchange in Annual 


PuHILapeLpHia, Pa., March 14.—At the 
forty-sixth annual meeting of the Philadelphia 
Lumbermen’s Exchange, held March 3, 
approximately a hundred members and invited 
guests present, officers were elected as follows: 

President—Charles F. Kreamer, of Kreameé 
Lumber Co. 

Vice president—Robert L. Hilles, of Smet 
ley Bros. 

Treasurer—James A. Finley, of J. A. Fit 
ley Co. 

Trustee of relief fund—William C. Mat 
Bride. 

Secretary—John H. Lank (re-elected). 

Directors (for three years)—James A. Rich 
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ardson, S. S. Rutherford, J. T. Riley; (for two 
years)—Melville G. Wright. 

At the business session retiring President 
William A. March made his annual report 
lauding the members for their splendid attend- 
ance record during the year. He pointed out 
that the exchange has inaugurated a most eff- 
cient and comprehensive credit system for its 
members. ee ? 

The committee on legislation, reporting on 
the United States Chamber of Commerce Ref- 
ererndum No. 60 on Federal taxation, expressed 
approval of eleven recommendations and op- 
posed two. : 

The report of the forestry committee, pre- 
sented by Melville G. Wright, declared there 
was no reason to worry over the future supply 
of lumber and forest products. The main ques- 
tion, he said, was “How are we going to 
fnance and protect this wonderful asset and 
resource for future requirements?” ... 

We feel, he added, that all timber rights 
and timber lands, until they are cut, should 
be taxed at a most reasonable rate to enable 
the holder to carry them until such time as 
there is a sale for them, and then be taxed 
in accordance with the real stumpage value 
at the time of the cutting, based on the ac- 
tual selling price. 

R. W. Wistar, chairman of the railroad and 
transportation committee, made a very compre- 
hensive and detailed report of the activities of 
the carriers during 1931 in so far as these 
activities affected the lumber industry. 

The principal speakers at the annual banquet 
were T. L. Grammer, assistant purchasing 
agent of the Pennsylvania Railroad; William 
Zimmerman, local attorney and orator of note; 
W. W. Schupner, managing director of the 


National-American Wholesale Lumber Asso- 
ciation; J. T. Eliason, jr., president of the 
Pennsylvania Lumbermen’s Association, and 


Mark H. Finley, president of the Eastern Lum- 
ber Salesmen’s Association. 


California Redwood ‘Association 
Elects 


SAN Francisco, CALIF., March 12.—On March 
1 the California Redwood Association an- 
nounced a reorganization with C. H. Griffen, 
jr, as general manager. The new officers of 
the association are: 


President, L. C. Hammond, Hammond Lum- 
ber Co., San Francisco. 





Vice president—A. S. Murphy, Pacific Lum- 
ber Co., San Francisco. 


Board of directors—C. J. Wood, Casper 
Lumber Co., Henry M. Hink, Dolber-Carson 
Lumber Co., J. M. Hotchkiss, Hobbs-Wall Co., 
Otis R. Johnson, Union Lumber Co., F. B 


Holmes, Holmes, Eureka Lumber Co. 
Manager—C. H. Griffen, jr., San Francisco. 
Secretary—J. W. Williams, 
_ The new association has a definite construc- 

tion program outlined for sales promotion work 
and will have a staff of field men at work to 
teach the proper use and the various methods of 

construction with redwood. 


San Francisco. 





Traffic Association Secretary Resigns 


Mempuis, TeNN., March 15.—J. H. Town- 
shend, who organized the Southern Hardwood 
Traffic Association twenty years ago, and who 
has been its secretary-manager all that time, 
las announced his resignation to be submitted 
to the board of directors March 16. Mr. 
Townshend pointed out that in accepting his 
flection as secretary-manager of the Hard- 
wood Manufacturers’ Institute he had assured 
the members that he would not divide his time 
with ar y other organization, and that he would 
sever his connection with all other organiza- 
tions, and devote full time to the work of the 
Institute, This is thought to mean that he will 
SO resign as president of the American Over- 
Seas Forwarding Co., which company he has 
faded since its organization some 15 years 
ago. 7 

At the meeting of directors tomorrow, called 
uy F, T. Dooley, president, it is expected that 

t. Townshend's resignation will be accepted 
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and that C. A. New, his assistant, will be 
offered the secretary-managership. Mr. New 
has been connected with Mr.- Townshend for 
the last ten years and has handled a good por- 
tion of the work of that organization. 


Resignation Is Accepted 

[Special Telegram to AMERICAN LUMBERMANJ] 
MempPHIS, TENN., March 17.—At a meeting 
here yesterday of the board of directors of the 
Southern Hardwood Traffic Association, the 
resignation of Secretary-Manager J. H. Town- 
shend was accepted, effective as of April 1, and 
Cc. A. New was elected to succeed him. There 

were no other changes in the organization. 


Buffalo Exchange Elects 


Burrato, N. Y., March 15.—At the annual 
meeting and election of the Buffalo Lumber 
Exchange, held March 11, George A. Schramm, 
of Schramm-Farrington Lumber Co., was 
elected president, Ralph C. Angell, of R. C. 
Angell Lumber Co., vice president, John S. 
Tyler secretary-treasurer, and Laurance L. 
Hurd assistant secretary-treasurer. 

A novel feature of the meeting was the at- 
tendance of past presidents of the exchange, 
whose presence was revealed when sliding doors 
were pushed back and the dignitaries were dis- 
closed sitting at a dinner table of their own. 








New Secretary for West Virginians 


Huntincton, W. Va., March 14.—At the 
January convention of the West Virginia Lum- 
ber & Builders’ Supply Dealers’ Association, 
R. C. Mossman tendered to the board of direc- 
tors his resignation as secretary and asked to 
be relieved by April 1 or sooner, if convenient. 
Mr. Mossman was com- 
pelled to give up his 
work as secretary of 
the association because 
of his increasing“respon- 
sibilities as president of 








W. GUY CRIGLER, 
Fairmont, W. Va.; 
Secretary West  Vir- 
ginia Lumber & Build- 
ers’ Supply Dealers’ 
Association 





the Huntington Stove & 
Foundry Co. 

At a meeting of the 
board of directors on 
Feb. 27, W. Guy Crig- 
ler, of Fairmont, W. 
Va., was elected secre- 
tary to succeed Mr. 
Mossman. Mr. Crigler 
been secretary of the 














for several has 


years 

Monongahela Valley Lumber Dealers’ Associa- 

tion, a subsidiary of the State organization. 
Commenting on his resignation, Mr. Mossman 


said: “It is with sincere regret that I must 
leave trade association work and the many 
friends 1 made as secretary of the West Vir- 
ginia Lumber & Builders’ Supply Dealers’ 
Association. 

Mr. Crigler, the new secretary, will make 
his headquarters at Fairmont. 





Russian Lumber Again Enters 
Argentina 


Wasuincton, D. C., March 14.—A_ full 
cargo of 3,000,000 board feet of Russian spruce 
and pine, offered at record low prices, was 
landed at Buenos Aires, Argentina, in January, 
states a report to the lumber division, Depart- 
ment of Commerce. This is reported to have 
been placed through a European commission 
agent. The further decline in ocean freight 
rates from both California and Gulf ports 


brings American quotations down to record 
low levels, but stocks of American lumber have 
increased slightly, in spite of smaller imports. 


FOR 
RETAILERS 


An unusual opportunity for 


PROFIT 


We have an idea that can be turned 
into dollars by every progressive yard 
within the next three months. It is a 
bona fide deal backed by a responsible 
organization with three interesting 
features. 


It is a proposition whereby you can 
actually help your best customers — car- 
penters and contractors——to get more 
L 


i for th Ives and for you. 


In your town hundreds of jobs are 
waiting to be done economically. Here 
is an incentive to start the work NOW! 
Your cooperation can stimulate business 
not only for yourself but for your cus- 
tomers and for the community. Write at 
once for details. 





It pays you in real money for your trouble 
besides the profit you can make on the 
extra merchandise you sell. 


It pays your customers by saving them 
many hours of time and labor, permitting 
lower construction costs and lower bids 
without sacrificing any of their profits. 


Address “C. 71,” care 
The American Lumberman 


“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Francisce 


WARREN AXE & TOOL Co. 
WARREN, PA. 


were awarded highest honors Panama- 
Pacific International Exposition 


GRAND PRIZE 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


y} 43 Releiei |, (ema gele) & 


AND DROP FORGINGS 
Daily Fectory Capacity 3500 Axes and Tools 





Building Financing Easier 


in the East — Grade- 
Marked Lumber Favored 


[By F. J. Caulkins| 

3oston, MAss., March 14.—The “New Eng- 
land Letter” reviewing current trade conditions 
in this territory, issued by the First National 
Bank of Boston, opens with this statement: 
“New England business conditions irregular, 
although sentiment is more cheerful.” 
perhaps be difficult to express more clearly the 
present status of the call for building material 
than to adopt this brief line. The sentiment 
throughout the lumber trade is clearly “more 
cheeriul” and yet practically every dealer both 
at wholesale and retail is proceeding along lines 
suggested by that old military command, “Put 
your trust in God, but mind to keep your pow- 
der dry.” The disposition is to be more cheer- 
ful and to radiate optimism wherever possible, 
but there is no tendency to expand commitments 
beyond the pressing needs of the prevailing low 
level of demand. The orders that are coming 
to the yards today are largely from the home 
builder and call for the single house of the bet- 
ter class. Figures from the nearby city of Mal- 
den covering building permits issued in 1931 
show a total of 506 permits, against 474 in the 
previous year. But the total estimated cost of 
the 506 houses erected last year was less, by 
$163,091, than for the lesser number built in 
the previous year. The single house outnum- 
bered the double structures last year in almost 
an exact ratio of ten to one. This is typical of 
the trend in nearly if not quite all of the resi- 
dential sections. Speculative building is at a 
standstill and, as money for new construction 
is difficult to secure, it is evident that the larger 
proportion of single houses means houses of the 
better class for independent owners, who are 
not compelled to rely upon the banks for neces- 
sary funds. It is the type of construction also 
that gives the yard man fewer credit worries. 


No West Coast Stock "In Distress" 


Total receipts in February of fir and hemlock 
at Boston by vessel from the West Coast 
dropped to 7,986,680 feet, and compare with 
12,960,107 feet in January, and 13,894,682 feet in 
February, 1931. Even with these light receipts 
in February—a volume that would have been 
eagerly picked up one year ago—there is a sur- 
plus of practically all grades and sizes now 
held here in storage. When it became evident 
a month ago that the amount of unsold stock 
afloat and to arrive in February was excessive 
for the current light demand, the larger whole- 
sale distributors arranged to place all such lots 
in a storage “pool” to be drawn upon as wanted 
in filling current orders. It was further ar- 
ranged that no more unsold parcels should be 
loaded on the West Coast to arrive here before 
late May. By this means the market has been 
held to a steady price position, and several mil- 
lion feet of surplus stock was held out of the 
“distress” classification. The surplus now in 
the “pool” runs largely to 2-inch dimension. 
For boards—fir or hemlock—f. o. b. cars or 
trucks at the docks, current quotations are: No. 
1, $18.50; No. 2, $17 planed four sides or $17.50 
if matched, and No. 3, $15. The intercoastal 
freight rate for March remains at $10, and no 
official rate for April has yet been announced. 


Retires from Intercoastal Business 


A current announcement by Krauss Bros. 
Lumber Co., of Seattle, Wash., takes that old 
and substantial concern definitely out of the 
intercoastal lumber business at Atlantic 
coast points, effective March 16. The W. D. 
Kelley Co., of Newark, N. J., will dispose of 
all unsold parcels now on this coast, and will 
also take over the major portion of the 
Krauss Bros. sales force at Atlantic coast 
points, including the New England office at 
263 Summer Street, Boston, telephone Han- 
cock 9806, at which 


point Tom W. Tweedle, 


It would. 
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who has represented Krauss Bros. in New 
England for the iast five years, will continue 
in charge for W. D. Kelley Co. 


Joins Boston Maritime Association 
At a meeting of the governing board of the 
Maritime Association, of the Boston Chamber 
of Commerce, held March 14, the Shepard & 
Morse Lumber Co., of Boston and New York, 
was elected to full membership, thus bring- 
ing into the organization the Shepard Steam- 
ship Co., with its fleet of four boats—Wind 
Rush, Sage Brush, Sea Thrush and Harpoon— 
operating regularly as intercoastal lumber 
carriers. Each boat is now equipped to 

carry a limited number of passengers. 


Confer on Grade Marking Problems 


One of the interesting events of the month 
was a visit here on Monday, March 7, of Col. 
William B. Greeley, of Seattle, secretary-mana- 
ger of the West Coast Lumbermen’s Associa- 
tion. He was accompanied by J. S. Rine, 
district supervisor of grades, now stationed at 
New York, and R. T. Titus, of New York, 
Atlantic Coast field representative for this asso- 
ciation. The primary purpose of this visit was 
to confer with the local trade, and to develop 
ways and means for meeting the demand of 
the new Boston building code, effective April 
1, calling for grade-marked lumber to be 
used in the Boston district. At a luncheon 
meeting at the Chamber of Commerce at- 
tended by retail dealers of Boston and the 
wholesale distributors of eastern spruce and 


West Coast fir and hemlock, the = special 
guests were Col. Greeley and Edward W. 
Roemer, building commissioner of Boston. 


Mr. Roemer made it clear that his purpose 
in calling for grade marked lumber was to 
assure the ultimate consumer and home 
owner that he was getting the quality of 
lumber that he was paying for. Col. Greeley 
assured him that he would have the fullest 
co-operation of the West Coast mills in 
meeting this new situation. It was explained 
that the grade marking process would add 
about 50 cents a thousand to the cost, and 
that logically this increase should be passed 
along to the consumer, but unless and until 
the practice of grade marking became gen- 
eral throughout New England the problem 
would have to be handled locally at Boston. 
It was announced that the Boston Chapter 
of the Northeastern Retail Lumbermen’s As- 
sociation—of which George R. Todd, of Wil- 
liam Curtis’ Sons Co., is chairman, and John 
J. Kelly, of Waltham Lumber Co., is secre- 
tary—had appointed E. Bernard Putney, of 
the Boston Lumber Inspectors’ Association, 
as its chief inspector, whose duty it will be 
to instruct all local yard inspectors in the 
finer points of grading West Coast fir and 
hemlock, as well as interpreting the new 
grades for spruce recently adopted at Mont- 
real. Mr. Putney will serve as the contact 
man for the local yards in dealing with the 
Atlantic Coast official inspector for the West 
Coast Lumbermen’s Association, J. S. Rine, 
in adjusting all points in dispute as to grade 
and count. Mr. Rine has been permamently 
stationed at New York by Col. Greeley, and 
it is his plan to devote one week each 
month to the Boston market, and while here 
his headquarters will be at the Hotel Man- 
ger. In perfecting this plan, Col. Greeley 
and Mr. Rine have arranged with this New 
England office of the AMERICAN LUMBERMAN, 
79 Milk Street, Room 906, phone Liberty 
9422, to answer all inquiries as to the move- 
ments of Mr. Rine, and to advise just when 
he is to be in the Boston district. Let me 
say here that this service is gratuitous and 
will be performed with a view to aiding in 
getting this new plan into smooth operation 
as quickly as possible. Leaving Boston on 
March 8, Col. Greeley proceeded to Asbury 
Park, N. J., where on March 10 he was to 
address the annual meeting of the New 
Jersey Lumbermen’s Association. He was to 
attend a meeting of the trade in Philadelphia 
on March 14, and would be in Washington 
on March 15 for several important official 
conferences, before moving back to his Seat- 
tle offices. 
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School to Study New England Building Cod, 


The March session of the Boston Lumber 
School will be held Friday night, March 95 
in the assembly hall of the Industrial Asso. 
ciation, Kendall Square, Cambridge, when the 
topic for study will be the proposed uniform 
building code for all cities and towns of 
New England, a tentative draft for which has 
been made. This will follow the lead of the 
new Boston code, which calls for grade- 
marked lumber for all load carrying uses. 
Frank Alcott, engineer of the National Lum- 
ber Manufacturers Association, will review 
the lumber requirements under this new code, 
and the manner in which the lumber trade 
should meet them. 

Arranging for Wholesalers’ Convention 

Much local interest now centers upon the 
fortieth annual convention of the National- 
American Wholesale Lumber Association, to 
be held at Atlantic City on Wednesday and 
Thursday, April 13 and 14, with headquarters 
at the Ambassador Hotel. This is the only 
national gathering of the wholesale branch 
of the trade, and its meetings each year are 
of outstanding importance. The writer per- 
haps holds the record as being the only per- 
son who has attended every one of these 
forty annuals, and though he will appear 
this year in a new and very pleasant role, 
he will function as usual in making this 
Boston office the headquarters in New Eng- 
land for booking railroad and hotel accom- 
modations. Reservations will be made on 
any train desired, but the comfortable way 
to make the trip is to take the Colonial Ex- 
press leaving South Station, Boston, on Tues- 
day at 9:30 a. m., due in Atlantic City about 
6:30 p. m. Call this office for reservations, 
Liberty 9422. 

This Buyer’s Inquiries Require Investigation 

A recent development in local lumber cir- 
cles should be brought to the attention of 
the trade. A letter goes out to midwestern 
shippers in an effort to establish a source of 
supply for a number of items which I will 
class as forest product. A classy letterhead 
bore the address of a prominent business 
building in down-town Boston. Inquiries 
from the western shipper reached the writer, 
and encouraged an investigation, which dis- 
closed the significant point that no firm of 


this title had ever occupied offices in this 
building. It is possible, of course, for a con- 
cern that wished to avoid coming out into 
the open, to arrange with the letter carrier 
to leave mail addressed to it in a certain 
specified office. But the adoption of such a 


method for receiving mail is prima facie evi- 
dence of irregularity—to say the least. Some 
further investigation discloses the point that 
the name on this letterhead was associated 
with an out-of-State concern that moved to 
Boston several years ago, and soon appeared 
in bankruptcy court, where a record was dis- 
closed that was quite unsound, and the divi- 
dend to creditors was quite unimportant. 
Then the partners separated, and it appears 
that one opened a legitimate wholesale busl- 
ness here, while the other name is in the 
title of the concern with the “phoney” ad- 


dress in the down-town office building. 
Neither the individual nor the firm title 1 


listed in the Boston telephone book. 


Boston Retail Group Changes Affiliation 

The organization of the Boston retail trade 
that for some months has been operating 
as the “Boston Chapter of the National Re- 
tail Lumber Dealers Association” has just 
changed its line-up to read “Boston Chapter, 
Northeastern Retail Lumbermen’s Associa- 
tion,” with George Todd, of William Curtis 
Sons Co., as chairman, and John J. Kelly, of 
Waltham Lumber Co., as’ secretary. Mr. 
Kelly replaces Granville B. Fuller, of G. 
Fuller & Son, Brighton, in the office of sec- 
retary, to permit Mr. Fuller to concentrate 
upon the work of standardizing grade-marked 
lumber in this Boston district. 

Sliver Golfers Re-elect Officers 

At the recent annual meeting of the Sliver 
Club, held at the Boston City Club, Ernest 
K. Ingalls and Edward (Ted) Richardson 
were re-elected president and treasurer, Te 
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spectively, and the executive committee— 
H. B. Lovell, chairman; E. I. Loud and Mer- 
chant E. Philbrick—remains intact for the 
1932 season. Monthly tournaments were held 
in 1931, and the season as a whole was con- 
sidered a success. This is a golf club, and 
the membership—limited to fifty—is com- 
posed of principals in the lumber concerns 
of Greater Boston. Dues are fixed at $10 a 
_— New Ventures in New England 

The New England Building Materials Pur- 
chasing Agency has just been incorporated 
at the State House in Boston, with an author- 
ized capital of $75,000, by Carroll W. Smith, 
of Winthrop; F. Howard Hinckley, of John 
Hinckley & Son Co., Yarmouthport, Mass., 
and George S. Cook, of Springfield. 

W. L. Erhard, one of the best known sellers 


of hardwoods in New England territory as 
manager of the Boston office of Emporium 


Lumber Co., of Utica, N. Y., but who with- 
drew from that connection two years ago 
to embark in the manufacture of hardwoods 
in Pennsylvania, has closed out the mill op- 
eration, and is back in the Boston district, 
handling the output of several shippers. He 
has just moved his family back to their old 
home 34 Youle Street, Melrose. 

M. R. Parsons has engaged in the whole- 
sale lumber business, at Boston, with an office 
in the Little Building, 80 Boylston Street. 


Prominent Lumberman Loses Wife 


The sympathy of the lumber trade will be 
extended to Horace B. Shepard, head of the 
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Winchester since Dec. 10, has so far recov- 
ered his strength as to permit short daily 
visits to the office in the Chamber of Com- 
merce. 

Enjoy Trips to the Southland 

E. Carlton Hammond, of Auburndale, Mass., 
who retired last year from both wholesale 
and retail lumber activities in the Boston 
district, left Thursday, March 10, in his 
Pierce-Arrow, for a run to Somerville, S. C., 
where he was met by his home party that 
went down by train. They will remain in 
the South two months, and will get in much 
golf at both Asheville and Pinehurst. 

Elmer L. Gibbs, of Boston, and Mrs. Gibbs, 
who have been winter guests at the Foun- 
tain Inn, Eustis, Fla., have been touring 
homeward, making stops at Southern Pines, 
N. C., and Washington, D. C., planning to 
reach their home in Newton, Mass., on Fri- 
day, March 18. 


Trade Irregular; Sentiment 


More Cheerful 


[AmeERICAN LUMBERMAN Staff Correspondent] 


Boston, Mass., March 15.—New England 
business continues irregular, although senti- 
ment is more cheerful. Deflation has virtually 
burned itself out. People are taking their 
losses, clearing away the wreckage, and build- 





Thin Pieces of Product Carry Messages Through the Mails 


A unique method of directing concentrated attention to its products is being used by the 


Kinzua Pine Mills Co., of Kinzua, Ore. 


his is in the use of their pieces of Kinzua 


Ponderosa pine as mailing pieces and for the purpose of giving to buyers car numbers 


on shipments leaving the mill. 


As indicated in the accompanying illustration, these pieces are 


so flexible that they may be inserted in a typewriter and written upon without splitting. It 








is interesting to note that these strips are not surfaced, but are mannfactured by ripping with 
regular hollow-ground planer tooth rip saws, which are used in the preparation of various re- 


manufactured products. 


J. F. Coleman, manager, believes that manufacture to such small size 


as this without degrade, splits, checks ete., clearly demonstrates the uniformity of the kiln 
drying of Kinzua Ponderosa pine, as well as the fineness of the finished product. 





Shepard & Morse Lumber Co., of Boston and 
New York, and of the Shepard Steamship Co., 
in the death of his wife, Florence O. Shepard, 
which occurred at the home, 20 Clark Road, 
Brookline, on Friday, March 11, in her sev- 
enty-eighth year. She is survived also by 
four sons, H. W. and Eliot, attached to the 
Boston office of the company; Otis Norton, 
manager of the New York office, also treas- 
urer of the National-American Wholesale 
Lumber Association, and Ralph A. Shepard, 
operating a large farm in New York State. 
Another son, Irving Minot Shepard, was a vic- 
tim of the influenza epidemic which swept 
the country in 1918. He was married and 
had already entered the lumber business with 
his father. Mrs. Shepard was the daughter 
of Samuel N. and Susan E. Gaut. Funeral 
Services were held at the Shepard home in 
Brookline on Monday, March 14, at 2:30 p. m. 
. Wendell M. Weston, head of W. M. Weston 
0. veteran distributor of hardwoods at 
Boston, who has been ill at his home in 


ing again on a sound foundation. Definite signs 
of improvement, as measured by consumption of 
electric power, are found in northern New Eng- 
land. Lumber and wood using industries show 
a slight increase in power consumption in Maine 
as compared with a year ago. The chair in- 
dustry shows more signs of activities in New 
Hampshire. Some Vermont woodworking plants 
report slight improvement over previous months. 
Mild weather had affected adversely Vermont 
lumbering. 

Some believe that the planned greater facili- 
ties for obtaining construction funds are going 
to work wonders. Chairman Frederick H. 
Curtiss, of the Federal Reserve Bank of Bos- 
ton, points out that residential building in 
the bank’s territory has dropped to a new 
low this winter. The biggest shrinkage was 
in public works and utilities contracts. Resi- 
dential building dropped 26.1 percent below 
1931. There is a growing confidence that 
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Pooling Receipts of Un- 
sold Coast Stocks Stabil- 
izes Atlantic Market 


home building, the largest consumer of lum- 
ber, is about due for a substantial revival. 
Not only are there comprehensive efforts 
being made to finance such a revival, but 
building labor and contractors are getting 
together to stimulate it by agreeing to fur- 
ther wage reductions. 

Two central bank bills, signed a few days 
ago by the governor of Massachusetts, are 
expected by enthusiastic backers to do great 
things in loosening up money and stimulat- 
ing the construction of homes. These give 
to member banks the same kind of service, 
in a general way, that the Federal Reserve 
system provides for its members, one sup- 
plying the needs of Massachusetts co-opera- 
tive banks, and the other giving similar 
service to savings banks, enabling these in- 
stitutions to borrow money in times of 
emergency. 


Business in Hardwoods Is Slow 


There already is some inquiry for hard- 
wocds from the other side of the Atlantic, 
but it is not of an exciting sort. The Eng- 
lish 10 percent duty on lumber has made 
importing merchants temporarily hesitant. 


Improvement in British exchange will be 
helpful, 

Domestic demand for sound wormy oak 
is quite distinctly firmer. Mill stocks are 
reduced and demand is picking up, espe- 
cially in the automobile trade. Maple also 
is moving better, and prices have:a some- 
what stronger tone. Much of the better in- 


quiry for maple also is coming from the au- 
tomobile industry. Several sellers speak of 
better demand for common birch. A large 


automobile body plant has practically no 
hardwoods in stock and although a Ford 
contract is definitely assured, the manage- 


ment will not give a lumber order until 
everything is signed, sealed and delivered, 
and even then intends to buy only as needed 
from sellers able to furnish exceptionally effi- 
cient delivery. There is some encouraging 
inquiry from the various great manufactur- 
ers of motor cars. No large orders are being 
taken from the furniture trade. Business 
with practically all classes of hardwood con- 
sumers is of a more or less hand-to-mouth 
sort. 

Retailers have light stocks of flooring and 
hesitate to buy more. Flooring quotations: 
Plain white oak, clear, $55@60.50; select, 
$47@52.50; No. 1 common, $37@42.50; first 
grade maple, $56@58.50; first grade birch, 
$54. 

It is hard to quote current hardwood mar- 
ket prices with absolute accuracy, as pres- 
ent demand is not active enough to keep 
the tone firm and some sellers continue to 
be unduly urgent in their efforts to turn 


their lumber into quick cash. Clear oak 
has been reduced $2 by some large pro- 
ducers. The bulk of the trading is believed 


to be within the following range of prices 
for 4/4 FAS and No. 1 common; Ash, $63@ 
66 and $42@45;: basswood, $61@65 and $41@ 
45; beech, $60@65 and $40@45; birch, $63@ 
70 and $43@48; maple, $70@75 and $44@48; 
oak, plain hard red, $73@75 and $54@56; 
plain hard white, $83@88 and $55@58; plain 
soft white, $102@107 and $60@62; quartered 
medium texture white, $110@115 and $70@ 
73; quartered soft white, $135@140 and $78@ 
82; poplar, medium texture, $70@76 and $39@ 
42 (saps, $47@50); soft, $95@100 and $47@51 
(saps, $63@/68.). 

The Palmer & Parker Co. has received an- 
other shipment of African mahogany, 168 
logs. This concern is steadily building up 
its reserve stock. 


A Review of the Softwood 


Idaho white pine is 
showing a little more 
moderate sized orders 
Wholesalers are quoting: 
inch, $47.50; 1xS8-inch, 
$55.50; 1x12-inch, $91.50; No. 2 common, 1x4-, 
1x6-, 1x8-, 1x1l0-inch, $342.50; 1x12-inch, 
$51.50. North Carolina pine is still moving 
very slowly. Band sawed narrow edge is 
freely offered down to $35. The recent cut 
of prices by the great manufacturers of Gulf 
red cypress has not stimulated local trade. 


Markets 


firmer. Buyers are 
interest, and some 
have been booked. 
D select, 1x4-, 1x6- 
$48.50; 1x10-inch, 












Build Sales and Increase 
Your Profits with 


BROWN'S 
SUPERCEDAR 
CLOSET 
LINING 


*90% or more red 
heartwood 


*100% Oil Content 

*Thoroughly moth 
repelling 

*K big repeat line 

*Send today for Free 


Sample box and 
quotations 


GEO. C. BROWN CoO. 
Memphis 


Largest manufacturers of Aromatic 
Red Cedar Lumber in the world 
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EMPORIUM FORESTRY CO. 
General Office: Conifer, N. Y. 
Mills: Conifer, N. ¥., Cramberry Lake, N. Y. 


New York Office New Engiand Office 
5635 Grand Central Term. 161 Devonshire St., Boston, Mass. 
Phone, Murray Hil16514 Phone, Hancock 6789 


Manufacturers of Band Sawn 
HARDWOODS, SPRUCE 
HEMLOCK, WHITE PINE 
HARDWOOD FLOORING 

















Lumber and Its Uses 


By R. S. KELLOGG 


In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes lumber and 
log measurements, shipping weights, 
structural timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by ‘um- 
bermen in all branches of the trade. 


American Lumberman 


431 So. Dearborn St. 
Chicago, Ill. 
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but they are able to get a more satisfactory 


share of the light current business, practi- 
cally all of which was formerly going to 
competitors whose quotations were much 
more modest. 


Disconcerting reports about lumber manu- 
facturing concerns on the Pacific Coast being 
in financial difficulties are heard throughout 
market here, and are arousing considerable 
uneasiness. Definite announcement has been 
made that the Henry D. Davis Lumber Co. 
of Portland, Ore., is in financial difficulty, 
but all orders sent this concern from Bos- 
ton are stated to have been cared for. 


DOUGLAS FIR.-—The northeastern mar- 
ket has been very quiet, notwithstanding 
persistent sales efforts. tetailers are very 
reluctant to increase their modest yard 
stocks, and concessions urgently offered do 
not stimulate’ confidence. Quotations for 
Boston dock delivery have been about as 
follows: Mill shipment, 2-inch, $15 off page 
11% Atlantic differentials; 3-inch and over, 
$15.50 off; transit lots, 2x6-, 2x7-, 2x8-inch, 
$15 off page 10%; other 2-inch, $14@14.50 
off; 38-inch and thicker, $15.50 off; No. 1 
boards, $18.50; No. 2, D4S, $17; matched and 
beaded, $17.50; No. 3, $15. 


SOUTHERN PINE.—Demand has been as 
slow as at any time during the winter. 
Roofers are very dull as well as cheap. Air 
dried 8-inch are freely offered at $21, and 
there has been business at $20.50. B&better 
}4-inch partition is offered at $29, and $31.75 
is about top for the nicest Arkansas stock. 
There is very little call for pine timbers. 
Flooring prices have again been reduced and 
current range for 1x4-inch shortleaf and 
longleaf is: B&better rift, $53.25@59.50; Cc 
rift, $43.25@45; B&better near rift, $44.50@ 
46.50; B&better flat, $34@34.50. 


EASTERN SPRUCE.—Yard stocks 
light that any expansion in building must 
result in buying by retailers. Quotations: 
Dimension, 8- to 20-foot, 2x3-, 4-, 6-, 3x4-. 
4x4-inch, $23@24; 2x8-inch, $28@29; 2x10- 
inch, $32@34; 2x12-inch, $35@36; 4x6-, 6x6- 
inch, $26@27; 4x8-inch, $28@29; 6x8-, 8&x8- 
inch, $30@32; random lengths, 2x3-, 4-, 6-, 
7-inch, $20@22; 2x8-inch, $24@25; 2x10-inch, 
$30@32; covering boards, 5-inch and up; 8- 
foot and up, DIS, $21@22: matched, 1x6-. 
1x7-inch, random lengths, $24@25:; furring, 
1x2-inch, $19.50@21; lath, 1%-inch, $3.75@ 
4.25; 15¢-inch, $4.75. 


HEMLOCK.—Business in eastern and 
northern hemlock boards is hard to find. No 
one is asking more than $22 for clipped 
boards. and $20 is the usual quotation for 
random. Western hemlock is very quiet, de- 
spite aggressive sellers. Quotations, mill 
shipment: 2-inch, $15.50@15.75 off page 11%, 
Atlantic differentiais; 3-inch and _ thicker, 
$16@16.25 off; transits, 2x3-, 2x4-inch, $15.25 
off page 10%; other 2-inch, $14.75@15.75 off; 
38-inch and thicker, $6.25 off. 


CLAPBOARDS.—tThere is very little busi- 
ness. Yard stocks are unusually light. Of- 
ferings of eastern spruce and native white 
pine clapboards are so limited that quota- 
tiors are held fairly steady. Distributors of 
clapboards from the West Coast are some- 





are so 





what urgent, and concessions can be had 
from regular prices, particularly on red 
cedars. 


BOXBOARDS.—Despite substantial curtail- 
ment of boxboard production, demand is still 
far below normal. Consumers who placed 
contracts for future deliveries refuse to ac- 
cept deliveries while they find it possible to 
pick up bargains in distress lumber. 


Retailers Are Pushing New Lines 


Seeds and garden tools are among the in- 
teresting side lines enterprising retail lum- 
ber dealers are featuring in their advertis- 
ing and display rooms to attract prospective 
customers. 

“Better Built Cottages,” with three years 
to pay and priced as low as $1,300 erected, 
are being featured by the Wakefield Garage 
Manufacturing Co. They are not portable, 
but all custom built. The company has a 
complete display at its headquarters, Wake- 
field, Mass. 


Doings of Prominent 


” 


Trade Members 


Frank Croacher, of New Bedford, is spend- 
ing a part of the winter in Florida in ac- 
cordance with his custom. Edmund Wood, 
of Greene & Wood, New Bedford, wholesale 
specialists in hard pine and fir, is enjoying 
a cruise in the Caribbean Sea, E, J, Prouty 
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stopped off in Boston a few days ago on his 
way to Florida. 

Wells Blanchard, of the Blanchard Lumber; 
Co., Boston and New York, has been nomj. 
nated for director for this district of the 
National Lumber Manufacturers’ Association 

R. E. Denison, of the Denison-Cannon Co, 
Boston wholesaler, left a week ago yesterday 
for a trip among mill connections in the 
Maritime Provinces. 

Wendell M. Weston, of the W. M. Westop 
Co., wholesale distributors of hardwoods, jg 
receiving congratulations on getting back ty 
business after a serious illness. 


Prospects in New York 


Suburbs Brighter 


New York, N. Y., March 14.—Suburban ang 
country banks are certain that they will be able 
to finance home-building in the spring, or at 
least in the early summer; contractors are sure 
that they will not find their labor unreasonable 
when it comes to wages; and people who have 
been living in city apartments are coming to 
realize that there is no safer investment than 
one’s own home. Also, the city’s financial diffi- 
culties indicate an increase in the budget, ip 
taxes, and therefore in rents. New York City 
history shows that there is always a movement 
toward the suburbs after a tax increase. 





Retailers Favor Grade Marking 


The selling of grade-marked and trade-marked 
lumber is finding great favor among the better 
retail yards which claim that the use of their 
product has been seriously hurt by contractors 
who buy one grade and then tell the customer 
that it is lumber of a grade higher. With most 
of the contractors on the ragged edge, the yards 
are stepping in, and getting control of the situ- 
ation. 

Yards to Adopt Code of Ethics 

The New York Lumber Trade Association has 
authorized its president, Conrad Pitcher, of the 
Wright Lumber Co., to appoint a committee of 
five to draw up a set of business ethics and 
rules to be posted in every association men- 
ber’s office. It is believed such a code will 
benefit all association members by making them 
preferred sources with cautious buyers. Con- 
ditions among non-association city retail yards 


are becoming worse and worse. In_ certain 
parts of Brooklyn, yards are doing business 
with no more equipment than a mimeograph 


machine to broadcast cut rates and an ice-pick | 


to puncture the tires of competitors’ trucks 
Unwary wholesalers, commission men and mill 
representatives have yiven a great many of 
these so called lumber yards credit in order to 
dispose of transit lumber. Conditions exposed 
by recent failures and defaults have caused 4 
checking of this credit looseness, and the new 
yard that wants credit now must really show 
something for it. 

Export trade conditions are very poor. The 
United Kingdom and other foreign lumber mar- 
kets simply can not afford to buy New York 
eredit on the gold basis, when their customers 
are paying them on the fiat basis. 


Market Position of Leading Species 


Following is a brief summary of the principal 
woods traded in on this market: 

DoucLas Fir—Sales and prices of Douglas fir 
are both falling. Although the intercoastal 
ship rate of $10 has held firm, the c. i. f. rate 
has fallen $1.50@2, manufacturers taking the 
whole brunt of the increased rate, and cutting 
mill prices still further. Specialists in Douglas 
fir claim that the lumber companies owning 
ship lines, or at least some such ship owners, 
are responsible for the low prices. Douglas fit 
is selling at $15.50@16.50 off page 10% Atlan- 
tic differentials, c. i. f. 





WESTERN PINES—Imminent withdrawal of the 
mill-to-Pacific port rail rate has caused several 
representatives of smaller mills to offer Pon- 
derosa and Idaho pines at cut rates in transit 
The amount offered, however, was not large 
and has had no serious effect on the market 
Representatives of the larger mills are holding 
strictly to firm lists, and report that, despite 4 
decreasing volume, they are managing to effect 
price increases. The general opinion is that 
there will be no more water shipments of west- 
ern pines, and that reduction of offerings of 
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transit lumber will make possible the profitable 
nandling of these woods. 


SoUTHERN PineE—Yard orders for southern 
pine are infrequent. Railroad orders for deck- 
ing come in regularly, and are having a bene- 
ficial effect on the whole trade. Prices are not 
so irregular as they have been. Retailers have 
padly broken stocks, but are sticking pretty 
closely to repair and remodeling jobs. There 
is less tendency on the part of wholesalers and 
mill representatives to do business with yards 
not taking their regular discounts, and the 
yards are avoiding contractors who are not 
first rate credit risks. 

Harpwoops—Business in hardwoods is drag- 
ging. Hardwood men working from this city 
report that some of the up-State furniture fac- 
tories may order soon. Locally, only a few 
flooring jobs are in sight. Export business is 
reduced to practically nothing by unfavorable 
exchange, the uncertainty of foreign conditions, 
and the prevention by the present United States 
tariff of imports which would pay for purchases 
of American hardwoods. In hardwood import- 
ing countries, especially Great Britain, there is 
considerable competition from new sources of 
supply. 





Cost of Producing Ping Pong 
Table 


New York, March 14.—In view of the in- 
creasing interest in the game of ping pong and 
the demand for ping pong tables, an estimate 
prepared by the Eastern Millwork Bureau, of 
this city, on the cost of producing a ping pong 


used by numerous western pine mills in com- 
bination with water rate via the Panama Canal 
in competition with the higher rail rates, and 
the withdrawal of the special rates will affect 
such water shipments.” 

He noted the fact that the Interstate Com- 
merce Commission has ruled that effective April 
10 the Pennsylvania Railroad shall absorb the 
charges for reloading lumber from vessels to 
cars at Port Newark, on the same basis as at 
other Atlantic seaboard points and where the 
back haul rate exceeds 9 cents. 

Mr. Schupner refers to a letter from the 
Western Pine Association, with regard to the 
freight surcharge, in which he was advised 
that “following action by our board of directors, 
we recommend to the pine industry that it dis- 
continue collecting the.surcharge in addition to 
the delivered price of lumber and recommend 
that the delivered price be increased so that the 
surcharge might be included in the single quoted 
delivered price.” 

As a protection to their customers and at 
the same time be an effective boost for wood, 
Mr. Schupner refers to the practice of big ship- 
pers of oak flooring of papering car doors so 
the dust, cinders and water might be eliminated. 
A large shipment recently came through in 
steel equipment and “it is quite badly damaged 
because of the inability to paper the car doors.” 
He suggests that on all mill orders in future 
the following clause be inserted in red ink: 
“Load this order in late model car of wood con- 
struction.” ite believes that if all wholesalers 








-~w——— 0" _____y» made a practice of so specifying their ship- 
en ge a ments, “the railroads might wake up.” 
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Plan to Start Remodeling 
Campaign 


| New York, March 14.—A move to stimu- 
‘| late remodeling and repairing of homes was 








3 begun yesterday by an informal group of 














| detachable! ildi i - 
| AA] (detachable 1/4” tir panel building materials deal 
A ' wiles . ers and manufacturers 
——— | 4 a 
| F ar IB ixé ——— who met at the Park 
LI izs UJ section thru top. Central Hotel to draw 
Sketch of 1 section. 


table 5x9 feet, in two sections, may be of inter- 
est. This estimate is as follows: 








T Oe GS Bicsisvccectwens $42.00 $ .29 
62’ 4/4 Basswood ........... 60.00 3.72 
er I au oe on Sarin Gamma 4.00 .28 
29 sq. ft. % fir paneling..... 04% 1.31 
Handling—10% of above... 13 
Total Lumber Cost....... $ 5.73 
Other Material: 
Hinges—4 pair ...........0- 15 60 
Handling—10% of above.... 06 
Total Material Cost ...... $ 6.39 


3 hrs. 36 mins. Machine Labor $2.70 
3 hrs. 36 mins. Machine Bur- 


2 A Ry eee 3.24 5.94 
5 hrs. 36 mins. Bench Labor.. 4.21 
5 hrs. 36 mins. Bench Burden 
eer er te 1.96 6.17 





wecteer Qeek ..cksdvciccus $18.50 





NOTE: To Factory Cost must be added Com- 
mercial Burden to arrive at Total Cost. Total 
Cost does not include Profit. 


Cites Three Rate Decisions of 
Importance 


New York, March 14.—In the current issue 
of his bulletin to the members, Secretary W. W. 
Schupner, of the National-American Wholesale 
Lumber Association, records action in three 
traffic matters of particular interest. One of 
these is that effective March 25 the special ex- 
Port rail rate heretofore available from Inland 
Empire points to the Pacific coast is to be dis- 
continued and that the former higher rates will 
then apply. He said: “These special rates were 








up plans for a cam- 
paign similar to the one recently conducted 
in Rochester, N. Y. J. J. Abatow, who 
was formerly connected with the Long Island 
Real Estate Board, is acting as temporary 
chairman of the group. Real estate dealers and 
building materials companies will be invited to 
join. Tyler Rogers, of “The American Home” 
addressed the meeting yesterday, and estimated 
that there is more than a billion dollars’ worth 
of retarded work delaying residential building 
activity. 





Incorporates Company to Ship 
Mexican Hardwoods 


New York, March 14.—The Mexican Hard- 
woods Co. recently has been incorporated under 
the laws of New York, for the purpose of ship- 
ping logs cut on its holdings in the State of 
Oaxaca, Mexico. The property, which has been 
acquired by purchase, is known as Chimalapa 
and is located at the head waters of the Coat- 
zacoalcos River, which flows into the Gulf at 
Puerto Mexico. The company operates a saw- 
mill in Santa Lucrecia, in the State of Vera 
Cruz, at the junction of the Jaltepec River and 
the Tehuantepec railroad, shipments being made 
from that point by rail to Mexico City. The 
logs are transported from the property by river 
to Puerto Mexico, for steamer shipment to New 
Orleans and New York. The officers of the 
company are: President, W. H. Emery, presi- 
dent of the Chicago Rawhide Manufacturing 
Co.; vice president and general manager of op- 
erations, with offices in Chivela, Mexico, H. W. 
Corbin; treasurer, S. E. Ullmann, Chicago; 
general sales manager, C. D. Mell. Mr. Mell, 
who is also a director of the company, main- 
tains a sales office in the Grand Central 
Terminal, New York, 














There’s Nothing 
“Just As Good” 


Many times you hear sales- 
men say to prospective cus- 
tomers: 

“Here’s something ‘just as 


good.” 


There isn’t anything “just as 
good” as INSO LATH, the only 
FREE-EXPANDING insulating 
lath on the market. You can’t 
offer something “just as good” 
as INSO LATH because there 
isn’t anything made that is “just 
a3 good.” 


INSO LATH has been on the 
market long enough now to 
prove its merit. It is the ONLY 
FREE-EXPANDING plaster 
base. It has beveled edges and 
ends, nailing slots and is ship- 
lapped to provide PERMA- 
NENT expansion space ALL 
THE WAY AROUND. 


Usually the “just as good” 
idea means not so much profit 
to the dealer. INSO LATH 
means MORE PROFIT to the 
dealer because the INSO LATH 
dealer plan is built to add 
profits to a dealer’s insulation 
line. 


Write today for complete in- 
formation on this remarkable 
dealer plan. 


. MPROVE, 






OCPENDAGLE BUILDING INSULATION 


Stewart Inso Board Corp. 
ST. JOSEPH, MO. 
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Reserve Supply Concern Shows 
Profit 


Hempstead, L. I., March 14.—The 
annual meeting of the Reserve Supply Corpora- 
tion of Long Island, which maintains head- 
quarters at Mineola, was held here on March 2, 
all of the stockholders being either present or 
represented. George Adams, jr., who has been 
president of the corporation since its organiza- 
tion, presided and submitted the annual report, 
which showed a highly successful operation. 
Despite unusual business conditions, the cor- 
poration showed a profit, and the statement 
indicated an inventory turnover of more than 
seven times annually. All of the stockholders 
were enthusiastic and adopted a resolution of 
approval and confidence in the officers. Mr. 
Adams, in appointing a nominating committee, 
advised that it was desirable to change officers 
and directors in order to get the full benefit 
from the reserve plan. The committee submitted 
a slate, and officers and directors were elected 
as follows: 

President 


second 


Howard S. Brower, Nassau Lum- 


ber Co. 
Vice presidents—Walter R. Pettit, Nassau 
Suffolk Lumber & Supply Corporation, and 


William F. Adams, George Adams Lumber Co. 
Treasurer—George R. Latham, Latham Bros. 
Lumber Co. 
Secretary—Charles T. Jensen, Queensbor- 
ough Lumber Co. 
Directors for two years—A. G. Relyea, Greg- 
ory Coal & Lumber Co.: D. S. Wood, sr., Wood 


& Nostrand; Frank F. Barrett, W. Wilton 
Wood (Inc.); C. Milton Foreman, C. Milton 
Foreman; Chester Sidway, Sidway Lumber 
Co 

Directors for three years—Arthur G. Loper, 


Loper Bros.: Edgare J. Seaman, Dean & Sea- 
man: E. C. Gillespie, E. A. Gillespie (Inc.); 
Joseph H. Hewlett, Hewlett Bros.; H. J. Conk- 


lin, Conklin, Tubby & Conklin. 

A resolution commending the interest and 
services of Howard S. Brower, the new presi- 
dent, who had been acting as general manager, 
was adopted unanimously. 





Oppose Proposed Unloading 
Charge on Hardwoods 


New Orveans, La., March 14.—Vigorous 
opposition to the proposed imposition of a 
charge of 1% cents per 100 pounds for unload- 
ing hardwood lumber from cars in Lake 
Charles, La., Gulfport, and in Gulf ports other 
than New Orleans where such a levy is now 
made was voiced by spokesmen of the lumber 
exporting trades in a hearing here today by 
Examiner Charles B. Gray, U. S. Shipping 
3oard. The measure under review is pro- 
posed by the Bordeaux-Hamburg Range steam- 
ship conference. One-day hearings had already 
been conducted in Lake Charles, La., Gulfport, 


Miss., and Mobile, Ala., where shippers in 
tributary territory voiced objections to the 
move. 


Shippers, testimony indicates, object to any 
increase in costs under present distressed trade 
conditions; they are opposed to establishment 
of shipping conditions whereby diversion to 
New Orleans to the destruction of other smaller 
ports would result; and object to imposition 
of a charge where no service is performed. 

The Waterman Steamship Corporation is 
actively opposing the proposed charge, conduct- 
ing cross examination. Testimony offered was 
that the 1%4-cent charge would be added to a 
wharfage charge of 1 cent per 100 pounds at 
Mobile, making that port out of line in the 
event the Shipping Board upheld the proposed 
conference ruling. 

Opposition to the charge was expressed by 
J. D. Huffman, secretary, National Lumber 


Exporters’ Association, Memphis, Tenn., who 
said most of its members have equality of in- 
land rates from their mills to two or more of 
the various Gulf ports, and for competitive as 
well as practical reasons are interested in hav- 
ing as many outlets for traffic as may be prac- 
tical. 


He told of declining business the last 
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three years and declared that profits have 
reached the vanishing point. The imposition 
of the penalty, he testified would tend to divert 
shipments to New Orleans because of economic 
conditions in the industry, which would result 
in restriction in ship sailings from other ports 
with attendant congestion at New Orleans dur- 
ing normal periods. 

Further views that no greater service is per- 
formed in moving the lumber from the pile in 
cars on marginal tracks than in reaching the 
piles in the transit sheds were given by Mr. 
Huffman, and by Philip D. Houston, hardwood 
exporter of Memphis and Vicksburg. 

Furman B. Pearce, manager, Norton, Lilly 
Southern, steamship agent, expressed the opin- 
ion that it was customary at other ports to 
handle shipments from marginal tracks without 
extra charges, while at New Orleans it was 
via transit shed; that any diversion from cus- 
tom to meet competitive conditions was a ques- 
tion for the Shipping Board to decide; that 
some conference agreements cover stevedoring 
in ports, others not. Cross examination dis- 
closed that stevedoring firms in otker ports 
imposed the same (equal) charges whether the 
lumber is in cars on marginal track or in 
transit shed. 





Senate Hearings Confirm Low 
Cost of Building and 
Remodeling 


WASHINGTON, D. C., March 14.—There may 
be some argument, and apparently there is, as 
to the availability of money for home building 
or home modernizing, but certainly there is no 
questioning the fact that now is the economical 


re 


time to build or remodel. Such is the infor- 
mation that has been afforded a large group of 
senators, repeatedly by one specialist after an- 
other throughout recent weeks. These men, 
bankers, building and loan association officers, 
insurance men, most of them executives in the 
country’s most influential monetary institutions 
or representing State and other sectional groups 
of such institutions, have appeared to give testi- 
mony before a sub-committee of the powerful 
Senate committee on banking and currency 
which is considering the bill to create a na- 
tional mortgage discounting institution to be 
known as the Federal Home Loan Bank. 

The Mr. Average Citizen who wants to know 
what his banker or other credit source really 
thinks about building or remodeling at this 
time should listen in on some of these hearings. 
Whenever the question is raised the answer is 
a strongly affirmative “yes,” that now is the 
time to spend on the home. 

“T answer your question, senator, by saying, 
certainly—a most affirmative certainly,” replied 
one witness. “My institution has helped thou- 
sands to own their homes, and through all of 
our years of operation I have never seen a more 
favorable opportunity for creating home val- 
ues. The young man who wants a home, or 
the family that needs home repairs is crazy not 
to take advantage of the present incredibly low 
cost of materials. We know home values, we 
know material costs, we have observed business 
cycles and we say that for those who can ob- 
tain the funds or the credit, this is the smart 
time for them to invest in their home.” 

The question of whether this is or is not the 
time to build is incidental to the main issues 





March 19, 193» 






raised at the hearings as to whether there is a 
need for new mortgage money and whether the 
proposed bill is the proper way of producing jt 
Some bankers and insurance men are opposing 
the present bill. Nevertheless, they agree that 
this is the time to build or improve. Building 
and loan, homestead and similar aSSOCiations 
lumber and other building materials groups ani 
those who have dealt more intimately with th. 
home building problem, including the Presideng; 
Conference on Home Building and Home Own. 
ership, generally favor the bill. Their record 
indicate there is an acute shortage of available 
mortgage money for home building and hom § 
owning purposes. They also say that now js § 
the time to build or remodel and urge that the 
Home Loan Bank bill will make this possibje 
for thousands of families. 








Partnership Dissolved; Business 


Continued 


KALAMAzOO, Micu., March 14.—Announce. 
men is made of the dissolution of partnership 
by the Lewis-Shaw Lumber Co. and the closing 
of the office in the McNair Building, this city, 
thus discontinuing an association of seven years 
standing. Walter R. Shaw is continuing in the 
commission lumber business under name of 
Walter R. Shaw Lumber Sales, Box 117% 
Kalamazoo, Mich. Mr. Shaw has been in the 
commission lumber business here since 1914, 





New Mill Nears Completion 


Union, Miss., March 14.—Construction work 
is nearing completion on a new mill at Edin- 
burg, being erected by the J. R. Buckwalter 
Lumber Co., of Union, and in- 
stallation of machinery will 
soon begin. Included in the 





Two latest type Moore kilns 
under construction at new 
plant of J. R. Buckwalter 
Lumber Co., Edinburg, Miss. 





equipment will be two modern 
Moore reversible, cross-circula- 
tion kilns of the latest type. 
These now are being installed. 
The kiln buildings are of wood 
frame construction, especially designed by en- 
gineers of the kiln manufacturers, 
vide efficient kiln insulation and hold construc- 
tion costs down to a low minimum. 





Favorable Reaction to Work of 
Wood Utilization Committee 


Wasuincton, D. C., March 14.—Comment- 
ing upon the reaction of the public toward the 
work of that committee, Axel H. Oxholm, direc- 
tor of the National Committee on Wood Utiliza- 
tion, Department of Commerce, said: 

The fact that we have sold in the neighbor- 
hood of a million copies of our booklets in 
the last four years seems to attest to their 
popularity. We feel that lumber distributors 
and lumber manufacturers particularly are 
interested in our booklets. In fact, lumber 
retailers have bought thousands of copies of 
these booklets, including “How to Judge 4 
House”; “House Insulation—Its Economies 
and Application”; “Treated Lumber,” and the 
“You Can Make It” series. 





As an example of the way in which this m § 


formation is being used the fact was cited that 
a group of the most important lumber dealers 
New Orleans, La., recently jointly sponsored 
an advertisement in a local paper, offering to 
give away the committee’s booklet “How to 
Judge a House,” to anyone sending in the cou 
pon. This was done with a view to encourag- 
ing home building and in this way not only 
creating additional business for the building ma- 
terial dealers, but affording employment to me 
chanics, adding to the taxable values of the city, 
and making better citizens of these home owners. 
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PIONEER LUMBERING 


(No. 58 OF A SERIES] 








In time, steam displaced both oxen and horses, but for many years they were worked in combination. 


On a heavy lift or a slow, steady pull, no 
better animal power than a team of oxen was 
ever developed. However, they are very slow 
in their movements and eventually the horse, 
an animal possessing both strength and speed, 
was introduced. Where the ground was not 
too rough and there was considerable of it to 


cover, horse teams were far better. 


Steam ultimately displaced both 


gressiveness ultimately eliminated both. 

The Madera Sugar Pine Company’s timber 
holdings were blocked out by far seeing East- 
ern Cork Pine producers when the very best 
was available, and its lumbering traditions 
were passed on to it by some of the most suc- 
cessful Michigan lumbermen who ever lived 
in the Great Lakes region. 





oxen and horses; but for many 
years all three were worked in 
combination, the oxen doing the 
heavy work on rough ground, the 
horses serving for greater distances 
over smoother surfaces, and the 





logs being handled with machinery 
where conditions were unfavor- 
able to the use of animals. 

The Madera Sugar Pine Com- 
pany, California’s pioneer pine 
producer, at one time used both 
oxen and horses, but its pro- 





The Madera Sugar Pine Company, at one time, used both oxen 
and horses, its progressiveness in a mechanical way ultimately 


eliminating both. 


MADERA SUGAR PINE CO., MADERA, CALIF. 


{PIONEER CALIFORNIA PINE PRODUCERS} 


Because of their general interest, especially to all users of pine lumber, 
this series of letters prepared by the Madera Sugar Pine Co., Madera 
Calif., and sent to its entire list of distributors, is being published serially 


in the American Lumberman, and will be available 


to any one interested. 
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ROARY NORTHERN 
CUT VENE SRS} 
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We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


—— We also invite orders for Northern Pine, Spruce, 
—— Hemlock, Cedar Posts and Poles, Lath, Shingles, and 


Association “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 

















Go. 


" DRY WISCONSIN 
WHITE PINE 


fear ix 6 10tol6’ No. 
4cars Ix 8 10tol6’ No. 
2cars txi0 10tol6’ No. 
fear ix 4 10tol6’ No. 
2cars ix 6 I10toi6’ No. 


A 


4cars Ix 8 10to!6’ No. 

2cars Ixi0 10toiG’ No 

Sears ix 6 8tol6’ No. ; 
2cars ix 8 8tol6’ No. 

Sears txi0 8tol6’ No. 3 Com. 
3 cars |” No. 5 Pine Boards. 


Can millwork as desired, 
Write for Prices. 


&. Thunder Lake Lumber Co. , 


Manufacturers 
RHINELANDER, 
WISCONSIN 








NORTHERN 
HARDWOODS 


Rib Lake Quality 


3 cars 4/4” No. 1 Com. & Sel. Soft 
Elm 

2 cars 4/4” No. 2 Com. Soft Elm 

5 cars 6/4” No. 1 Com. & Bet. Soft 
Elm 

5 cars 8/4” No. 1 Com. & Bet. Soft 
Elm 

3 cars 8/4” No. 1 Com. & Bet. Soft 
Maple 

4 cars 4/4” No. 2 Com. Soft Maple 

Get Our Quotations Now 


Rib Lake Lumber Co. 


OF DELAWARE 


General Sales Dept.: APPLETON, WIS. 
Mills at Rib Lake, Wis. 























“Superior Brand’ 
DIMENSION LUMBER 
AND 


HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 
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Among the Lumbermen’s Clubs 


Appalachian TX Committee 
Takes Important Step 


CINCINNATI, OHIO, March 14.—An important 
expansion of the field activities of the Appala- 
chian Hardwood Club was authorized by the 
organization’s trade extension committee at a 
recent conference in Cincinnati. To permit 
more frequent contact with architects and 
specifying lumber buyers in the territory that 
furnishes the principal domestic markets for 
hardwood lumber, it was decided to divide the 
field and place a club representative in each 
division. This plan has been carried out in part 
by the creation of two divisions separated by 
the Buffalo-Pittsburgh line. 

The above action followed a recommendation 
by Managing Director David G. White to the 
effect that the enormous consumption of hard- 
wood lumber in the territory east of the Mis- 
sissippi and north of the Ohio River required 
a larger field staff if the proper contacts with 
specifiers and users are to be maintained. It 
is felt that an augmented staff not only will 
permit a more intense coverage of this impor- 
tant consuming territory but also will allow 
the club to keep closely in touch with individual 
projects which involve the use of hardwoods. 


CINCINNATI, OnI0o, March 14.—The Appa- 
lachian Hardwood Club has enlarged its trade 
extension staff by ap- 
pointing Carlisle David- 
son field representative. 
Coincident with this 
step is the announce- 
ment of a division of 
the territory embraced 
in the scope of the 








CARLISLE DAVIDSON 
New York City; 
Field Representative 





club’s trade extension 
activities to permit 
closer personal contact 
with architects and 
specifying buyers of 
lumber. Mr. Davidson 
has been assigned the |j 
eastern field, with head- 
quarters in New York 

City, and will concentrate on the territory east 
of the Buffalo-Pittsburgh line. 

A lumberman for more than fifteen years, 
Mr. Davidson since 1929 has been connected 
with the Appalachian hardwood industry in the 
capacity of Canadian and western New York 
State representative for one of the Appalachian 
mills. As a result of this connection Mr. 
Davidson is familiar with the territory in which 
he has been stationed and also has a wide 
acquaintance among lumber buyers in that field. 














Tacoma Club Discusses Various 
Matters 


Tacoma, WaASsH., March 12.—The Tacoma 
Lumbermen’s Club, at its regular weekly lunch- 
eon yesterday devoted attention to the proposal 
to establish a wood products laboratory at the 
College of Puget Sound, Tacoma. Dr. Edward 
H. Todd, president of the college, addressed the 
club on the proposal, which as yet has not taken 
definite form. President A. K. Martin was au- 
thorized to appoint a committee to go into the 
matter further with the college authorities. 

At the meeting of March 4, lumber manufac- 
turers of Tacoma were warned by L. W. Field, 
representing the cross-arm manufacturers of the 
Pacific coast, that unless the steamship rate 
situation is better adjusted, the making of cross- 
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arms on the coast will soon cease. Lumbermep 
are selling cross-arm stock to eastern manufac. 
turers below prices prevailing in the West, ang 
this stock is shipped by boat under lumber rates 
while made-up cross-arms are forced to take 
commodity rates. The club voted unanimoysly 
to notify the intercoastal conference that the 
members support the shipment of cross-arms 
under the lumber rate, and also referred the 
matter to the West Coast Lumbermen’s Asso. 
ciation for similar action. 





Wisconsin Clubs’ Spring Activities 


MiILwauKEE, Wis., March 14.—Plans for 
joint meeting of about five lumber dealers’ clubs 
in thé central Wisconsin area were discussed at 
the meeting, March 9, of the Central Wiscon- 
sin Lumbermen’s Club at Stevens Point. The 
joint meeting is to be held April 20, at Wausau, 
Definite subjects will be assigned to the orators 
of the various clubs for discussion, and this will 
be followed by a general round-table session, 


“Advertising” was the principal subject of the & 


meeting last week with the members all bring- 
ing samples of their own advertising, and de- 
scribing methods which they found successful, 

Carl R. Kant, of the D. J. Rohrer Lumber 
Co., Clintonville, was elected president of the 
Wolf River Luinbermen’s Club at the annual 
meeting held at Shawano March 9. Marshall 
Wallrich, of the Wallrich Lumber & Fuel Co, 
Shawano, was elected vice president, and C. 0, 
Davis of the Welcome Shiocton Lumber Co, 
Appleton, was elected secretary-treasurer. Fol- 
lowing the call to order by A. C. Lindsay, the 
meeting was turned over to Donald S. Mont- 
gomery, Milwaukee, secretary of the Wisconsin 
Retail Lumbermen’s Association, and following 
initial business, M. J. Wallrich, addressed the 
club, telling of pioneer day experiences up to 
the present. George Innes, of the association 
plan service, talked on meeting competition, and 
J. M. Wright discussed helps in merchandising. 

Dr. C. J. Browne, senior chemist of the Forest 
Products Laboratory at Madison, was the prin- 
cipal speaker at the joint special meeting which 
the Milwaukee Hoo-Hoo Club held at the Hotel 
Wisconsin on March 11, with the Milwaukee 
Paint Salesmen’s Club. “The Contribution of 
Paint to the Future of Lumber,” was the subject 
of the meeting. 





Hoo-Hoo Cancels Insurance Plan; 
to Recruit 25,000 Members 


Sr. Louis, Mo., March 14.—In a determined 
move to arouse the aggressive spirit of the lum- 
ber industry and to recruit an army of 25,00 
men to take their places on the firing line for 
lumber, Hoo-Hoo International has reduced its 
dues to $5 a year and cancelled all insurance. 
Commenting on this action, B. F. Springer, 
Snark of the Universe, in a letter announcing 
the change, said: 

A membership of 25,000 militant lumber- 
men is Hoo-Hoo’s goal. But imagine what 
25,000 lumbermen, working together locally 
and nationally, and imbued with a common 
enthusiasm and a definite purpose could 40 
for the lumber business. That’s what the 
industry must have right now, and Hoo-Ho0 
is tackling the job. 

Under the new plan, dues have been reduced 
from $9.99 to $5 a year and insurance policies 


cancelled on March 9. Cost to new members § 


enrolling in the order was reduced to a flat 
charge of $9.99, which includes dues to Sept. 9 
following date of initiation. The fee for ret 
statement has been reduced from $10 to $7.50, 
which includes dues to Sept. 9 following date 
of reinstatement. All members who paid $9.% 
dues for the current year ending Sept. 9 wil 
receive a credit memo for $2.50, which may be 
applied as part payment of 1933 dues. This fr 
fund is given in lieu of the continuation of the 
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insurance for the six months from March 9 to 
Sept. 9. 

Expressing the belief that the real work of 
Hoo-Hoo is to encourage the spirit of friend- 
ship and confidence among lumbermen and to 
unite them for effective action along lines such 
as education and wood promotion, Snark 
Springer further said: 

We are confident that every loyal lumber- 
man realizing the urgent need for teamwork 
in the industry, will endorse our action to 
place Hoo-Hoo in a position to give maxi- 
mum service. Hoo-Hoo is not a private busi- 
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ness operating for profit, but an institution 
existing of, for and by men who have a job 
or an investment at stake in the lumber in- 
dustry. All the money put into the treasury 
in the form of dues goes for educational and 
promotional work that helps our business and 
therefore helps us. It is our order; let’s get 
behind it strong. 





Philippine lumber exports during December, 
1931, were off nearly 50 percent by value, as 
compared with the same month of 1930, states 
a radiogram from Manila to the lumber division, 
Department of Commerce. 


Club Discusses Treatment of 


Hardwoods 


New Orveans, La., March 14.—Re-election 
of all officers on the grounds that “the accom- 
plishments and untiring efforts of the present 
officers in performing their duties and because 
of present conditions they are in much better 
position to pilot the club another year,” was 
effected at the annual meeting of the Southwest- 
ern Hardwood Manufacturers Club held here 
March 11. Those re-named to office are: 

President—Grover N. Harrison, Louisiana 
Central Lumber Co., Clarks, La. 

First vice president—wW. 
Brewer-Nienstedt Lumber Co., 


D. Brewer, of 
Palmetto, La. 
Second vice president—J. B. Edwards, of 
Hillyer Deutsch Edwards (Inc.), Oakdale, La. 
Third vice president—Eugene Horan, Kirby 
Lumber Co., Houston, Tex. 





Secretary - treasurer — George 
New Orleans, La. 


Schaad, ir., 


Directors—H. J. Brenner, of Ferd. Brenner 


Lumber Co., Alexandria, La.; W. E. Sailor, 
Long-Bell Lumber Co., DeRidder, La.; and 


W. D. Lurry, Zenoria Lumber Co., Zenoria, La. 


A survey of the last year’s activity was given 
by Secretary Schaad in his annual report, which 
covered the club’s work to promote the use of 
wood, combatting the proposed insurance rate 
increase in Louisiana, fixation of tax valuations 
on rough lumber stocks in Louisiana, compila- 
tion of data showing advantages of treated black 
gum for bridge flooring, and agitation for a 
composite wood auto body. 


Eliminating Stains 


That claims for discoloration or other trouble 
may rise despite the use of Lignasan were cited 
by Dale Chapman, United States bureau of 
plant industry, who discussed control of stain. 
When some claims appeared on oak discolora- 
tion, he said, the DuPont interests got busy and 
found stains could be eliminated by making the 
solution alkaline through the addition of soda. 
A recent complaint was checked and it was 
iound that the application was faulty. 

Twelve reasons for unsatisfactory results, 
despite the use of Lignasan, were given by 
C. E. Graves, pathologist of E. I. DuPont 
deNemours & Co. as follows: High percentage 
of old logs; piling lumber where exposed to 
rain; slow accumulation of lumber on buggies 
before taken to the pile; rain on uncompleted 
piles; failure to roof piles (pine); self stuck 
lumber (not experienced in hardwood); too 
larger piles of lumber ; insufficient pitch in piles; 
low foundations ; piles too close together; stag- 
gered piles that reduce ventilation; excess cross 
piling, which won’t dry. Mr. Graves referred 
to tests made of Lignasan, and to the complaints 
received. He said there is bound to be a varia- 
tion in results from experimental work, due to 
the human element, and further that it may 
not be practical at some mills to change prac- 
tices despite need for control of sap stain. He 
said the DuPont concern is working to produce 
a treatment not as easily washed off as 

ignasan (an improvement, rather, of the pres- 
ent formula) but feel they must adhere to the 
water soluble for the sake of economy. The 


perfected or advanced solution will be either a 
colloid or an emulsion and tests are now being 
made on advanced formulas. Tests were made 
on Lignasan during dry years, he pointed out, 
and the modification of the formula follows after 
it had been generally used during a wet year. 
The solution now sought is one that will stay 
on the lumber from 90 to 120 days instead of 
60 days, said Mr. Graves. 

Lignasan has never been recommended for 
oak in advertising, said the pathologist. Dis- 
coloration of oak is due to iron tannate formed 
by free iron combining with tannic acid in the 
wood. Green chains, for instance, can cause 
this discoloration by passing through the liquid. 
A method of eliminating this discoloration is 
by the addition of sodium bicarbonate, which 
unites with the free iron and is precipitated in 
an insoluble form. Complaints on Lignasan 
were received from but six mills out of 160 
using the formula. 

King Bridges said his company was treating 
logs with blue ends to determine what effect 
Lignasan has on the progressive development 
of stain. Results will be recounted to the club 
at a later session. 

Grover Harrison said his concern had some 
lumber treated 60 days ago, that it has been 
hit by rain, but with no unsatisfactory results. 
Some stock, borax treated, was unpiled and 
found to be not nearly so bad as expected; it 
had 15 percent stain. 

King Bridges said his concern had had satis- 
factory results at Natalbany but trouble at 
Canton, where an iron tank will have to be re- 
placed with one of wood. 

Mr. Harrison said his company had made 
chemical tests of the solution used and found 
that while it started with 5 percent it went down 
to 334 percent. 

Further discussion indicated a feeling that 
the work previously done through co-operation 
of the exporters and the Government had re- 
sulted in a material reduction in sap stain claims 
and had brought high commendation from 
English buyers. Opinion was that the study 
should be continued, not by an organization but 
for the industry as a whole. A resolution was 
adopted endorsing this view, which will be 
transmitted to the Southeastern club, the West 
Side club, the Hardwood Manufacturers’ Insti- 
tute, and the Southern Pine Association, with 
a view to finding means for the extension of the 
activity. 

The position taken by building and loan 
groups in Texas whereby a lower percentage of 
total value will be loaned, or no loan made, on 
structures with wooden siding was called to the 
attention of the club by W. H. Scales, Na- 
tional Lumber Manufacturers’ Association rep- 
resentative. He stated that large reaction had 
not been experienced yet but that in Dallas loans 
have either been refused or cut to $2,000. The 
interest of the hardwood group in forest prod- 
ucts should warrant its attacking the situation. 

The club directed that this situation in Texas 
relative to siding be called to the attention of 
Axel H. Oxholm, director National Committee 
on Wood Utilization, for immediate action. 
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Feather River Lumber Co. 
Delleker, Plumas Co., Calif. 


Manufacturers of 
Feather River Canyon 
Soft California 
Pine 
White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 

















These Are the Times 


when a lumberman ought to read 
“Re-sawed Fables”, that wise and 
witty book of lumber stories by 
“the lumberman poet”. If it 
doesn’t make you feel better, 
nothing will. $1, postpaid. 


Address the Publisher 


American Lumberman 
431 S. Dearborn St., CHICAGO, ILL. 
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Quality Timber From 
Famous Klamath District 


Note the size of the logs shown aboveand you'll 
readily understand why we offer buyers such 
high quality, soft-textured lumber. We can guar- 
antee you a dependable source of supply for 
years to come and supply anything you need in 


SELECTS AND COMMON 
S4S OR ROUGH 
SHOP and BOX 


Get our quotations now. 


Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 














The Polleys 
Lumber Co. 


Manufacturers of 
| Ponderosa 
Pine 


Dry Selects 


General Offices and Mills: 
ee. Missoula, Mont. 











SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 
Coast connections—any mixture of Fir, 
Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 











Revival Will Be Fast, Predicts New 


Mexico Lumberman 


ALBUQUERQUE, N. M., March 14.—“The ex- posits. In the last half of February there were 
cellent condition of New Mexico financial in- — a sou bank pear Be in the United 
stitutions is one of the utmost helpfulness in > *°*5: 4” ane Ser Se oe ee ee 


; : : two weeks 
r r ” ° 
our recovery from the present situation,” said While I regard these among the more im. 


George W. York, vice president of the George portant, they are by no means all of the 
E. Breece Lumber Co., to an AMERICAN LuM-_ signs of great hopefulnéss to business condi. 
BERMAN correspondent before leaving by air- tions. In working out our destiny our jop 
plane Sunday on a business trip to Cleveland. —— os fe Te nage a nore Wee 
Continuing, he said: : we get properly adjusted again national a 
Of the banks doing business two and half perity will burst forth as plant life after the 
years ago all are still in business, individually quiescent winter, and the blossoms and fruit 
or through consolidation with another bank will reward the patience and perseverance of 
and doing a better business. There was one those whose faith continues. 
that through an outside connection was caused . ‘ 
to close temporarily, but it was rehabilitated Mr. York, an investment banker for thirty- 
by local capital and reopened within 90 days. five years, has been chairman for Albuquerque 
I am not going to predict, added Mr. York, of the Citizens’ Reorganization Committee 
the date prosperity will return, but when it which was gratified to find so relatively smal] 
starts it will come faster and go further than ay amount of hoarded funds here, as well as 


ever before. The country was never before in 1 +4: ’ 
such good shape to go ahead. In the recov- the & condition of the State’s banks, already 


eries from previous depressions (and I have Mentioned, which was also a part of its study, 
trudged up the grade from several) we never And because of this finding it was not difficult 
had the power to supplement human endeavor’ to induce the return to bank deposits of much 
that is now available—no less than 200 horse- of the inactive money found. 
power for every man, woman and child in the as 
United States, awaiting their command in elje 
gasoline motors, and in steam and electric Gets Order for a Million Feet of 
and various other power, thus, according to Ti 
the law of physics, multiplying the effort of ies 
each individual by 1,533. American brains and T ° 
, HOMASVILLE, GA., March 14.—The Driver 

cnecey — therefore a better chance than Sesser Ca, tes cheeed negotiations ton rs 
ever before. - Se “ ; 

Then I look for early reaction from the sti- shipment of 1,000,000 feet of railroad ties 
mulation to business of the funds made avail- through Port Everglades, Fla. The ties will be 
able by Congress through the Federal Reserve cyt at Indian Town and will be conveyed to 


banks and other media. When it becomes pos- wa ° : . 
sible to finance, business is bound to go ahead, Port Everglades by rail and water for shipment 


for it is true that “as long as American people [0 the Interborough Rapid Transit Co., of New 
can borrow they will buy.” A lot of idle, York City. Shipment is to begin in ten days, 
frightened money is turning back into de- it is stated, and will continue for some months. 





Says Importation of Forced Labor Prod- 
ucts Can Not Be Stopped 


Wasuineoton, D. C., March 15.—Ending an and importers to furnish affidavits, of question- 
uncertainty concerning the admissibility of Rus- able value, to show that the goods were not 
sian products into this country, Secretary of the produced by convict or forced labor. Having 
Treasury Ogden L. Mills today flatly informed no official relations with Russia, and conse- 
a delegation of 90 representatives of patriotic, quently being unable to check back upon such 
business and industrial groups and 38 members’ evidence, the Treasury is forced to admit the 
of Congress that Section 307 of the 1930 Tariff goods, despite what is generally known concern- 
Act is in fact unenforceable. This is the law ing Russia’s forced labor system. 
which has been depended upon to prevent the There have been several bills before Con- 





Soviet from glutting this market with convict gress which would have “put teeth” in the ex- 
lumber and other goods. Secretary Mills’ formal isting law. Although the Treasury had ex- 
commitment now clears the way for promotion pressed doubt to the National Lumber Manv- 
of supportive legislation already before Con-  facturers’ Association of its ability to exclude 


gress. Russian lumber, Assistant Secretary Lowman! 


The delegation was headed by Senator Tasker appeared at a hearing last summer and told the 
L. Oddie, of Nevada, who spoke primarily in ways and means committee of the House that 
behalf of the various patriotic groups. It in- the law was adequate. Efforts since to en- 
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cluded also Senators Steiwer, of Oregon, Hale, force the law have proved its inadequacy al-| 


of Maine, and Ashurst of Arizona. The secre- though the additional trouble to which importers 
tary was informed that the delegation had no and Soviet shippers have been put and the fear 
desire to force the Treasury to take sides for of stirring up political sentiment while the ques- 


or against Russia, but simply to advise whether tion has been so actively discussed have greatly | 
existing legislation was adequate to protect curtailed Russian shipments. Secretary Mills | 


American labor, industry, and living standards statement today, however, is the first formal 
from the dangers threatened by promiscuous im- step on the part of the department toward con- 
portations from a country whose labor is known _vincing Congress of the need for stronger legis- 
to work under either a penal or a forced labor lation. 
system. The Kendall bill, now before the House, de- 
Although the National Lumber Manufac-_ fines more minutely what shall be considered 
turers’ Association has avoided any political forced labor and broadens the terms of produc 
angle of the argument and has stuck strictly to tion so as to include not only manufacture, but 
the economic argument of industrial protection, handling and transportation, as well. Senator 
its efforts during the last year to obtain such Oddie has recently introduced in the Senate 
protection have been largely instrumental in a measure which would exclude goods produced 
bringing to the surface the apparent legal under a system which is known to restrict the 
impasse which today’s delegation attacked. Sec- liberty of labor or denies the profits of indi- 
retary Mills admitted that under existing regu- vidual enterprise. Either of these measures will, 
lations each shipment of lumber, pulpwood, it is believed, effectively curb the flooding 
manganese, coal or other goods requires a deci- American markets with Russian lumber and 
sion upon its particular merits. Under such ad- other goods threatening disaster to correspont- 
ministration it is a simple matter for shippers ing American industries. 





In } 
public 
seven | 

Japa 
has to 
chance 

It w 
Tay Wi 
do son 

One 
Cohen. 
edge ij 

The: 
King,” 
produc 

Whiz 
permit 
depend 

The 
tax la 
Income 

Wir 
make 


19, 1932 


wv 


1€re Were 
le United 
| the last 


more im. 
1 of the 
SS cOndi- 
our job 
‘ure, and 
e. When 
nal pros- 
after the 
and fruit 
erance of 


or thirty- 
buquerque 
committee, 
yely small 
S well as 
S, already 
its study, 
Mt difficult 
; of much 


-eet of 


he Driver 
s for the 
road ties 
ies will be 
nveyed to 
- shipment 
»., of New 

ten days, 
1e months. 


rod- 


' question- 
were not 
Having 
nd conse- 
upon such 
admit the 
n concern- 


fore Con- 


March 19, 1982 





AMERICAN LUMBERMAN 








The Left-handed House 


A left-handed carpenter built us a house. 
Things happened we hadn’t expected, because 
It never occurred to myself or my spouse 

To ask of the man just which-handed he was. 
You enter the house by a left-handed door, 

You climb to your room by a left-handed 

stair ; 

And, were there a thing like a left-handed floor, 
I feel pretty certain the same would be there. 


The things in a house that you find on the right 
You'll find on the left in this mansion of ours, 
The place where you feel in the dark for the 
light, 
And even the faucets to turn on the showers. 
The plumber, his friend the electrical man, 
And all of the others who came in their day, 
All followed the left-handed carpenter’s plan, 
Because they assumed that we wanted it that 
way. 


The hot water pipe’s on the cold water side, 
The cold water pipe on the side of the hot, 

And we have had several guests who have died 
By scalding or freezing, we never knew what. 

In fact, I have lost such companions of mine, 
And even the wife been so often bereft, 

In a prominent place we have hung up a sign, 
“To be sure to go right, kindly go to the left.” 


The parlor, the pantry, the den, and the hall, 
Whatever it is, then that isn’t the place; 
There’s a left-handed glass on a left-handed 
wall, 
And you don’t know which side is which side 
of your face. 
And yet, though it bothers my excellent spouse 
To put things away on a left-handed shelf, 
I'm not much annoyed by our left-handed 
house— 
It happens that I am left-handed myself. 


We See b' the Papers 


A bear is simply a pessimist who works at it. 

Whenever you make a job for another man 
you help make a job for yourself. 

Well, we weren't all dollar-a-year-men during 
the war, but it looks like we would be in peace, 
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anyway. 
_ The real question is whether people shall be 
fed or hungry, not whether they shall be drunk 
or sober. 

The lame duck interval that really ought to 
be eliminated is the one between indictment and 


| conviction, 4 


In Michigan every eighth person is on the 
public payroll. It certainly makes the other 
seven hustle. 


Japan is going to defend herself even if she 
has to push into the interior of China to get a 
chance to do it. 

It was 20 below zero when Alfalfa Bill Mur- 
fay was in Minot. He probably promised to 


| do something about this, too. 


One of the Chinese generals is Gen. Morris 
ohen. This ought to give the Chinese the 
edge in the event of any negotiations. 


There may sometime be another “March 


King,” but it will take another generation to 
Produce him, or at least to believe it. 
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What we can’t understand is why we are not 
Permitted in our income tax blank to report as 
dependents the payrollers we support. 


The most needed amendment to the income 
tax law, the one to make public employees pay 
Income tax, seems to have been overlooked. 


Wine men will hold a meeting in Paris to 
make the world “wine conscious.” What they 





really mean is to make the world wine uncon- 
scious. 


Richard St. B. Baker, whoever that may be, 
predicts a world famine in soft woods. There 
is already a famine in the lumber yards, but it 
isn’t lumber. 


We'll say this for a congressman: he tackles 
something he doesn’t know anything about with 
all the enthusiasm of the pup who tried to eat 
up the garden hose. 


Knox College is going to experiment with a 
smoking-room for girls. Wonder what the 
spirit of George Fitch thinks of “good old 
Siwash” now? 

Now, if you want your girl to learn to smoke, 
all you need to do is to send her to college. But 
why not experiment with a bar-room for the 
boys? 


Between Trains 


MILWAUKEE, WIs.—A high school commence- 
ment, like a wedding, is an occasion of min- 
gled joy and sadness—a wedding because we 
know how easily these young people could 
achieve the first and avoid the second. A high 
school commencement is also a peep into the 
future. Up to this point these pupils have 
traveled the road of life together. Tonight 
these roads branch off into almost as many 
directions as there are those to travel them. 
As we sat on the platform with the principal 
at the Bay View High School and watched the 
graduates receive their diplomas from his hand, 
in the presence of 1,500 parents and friends, it 
did not seem possible that any of them would 
take the wrong road, yet the law of averages 
says that some will. Of the girls who marry, 
some will make a mess of it. Of the boys, 
some will choose the wrong profession, prob- 
ably because it seems the most profitable. Smil- 
ing and happy and clean and courageous they 
all seemed tonight. There must be something 
the matter with the world if any of them ever 
turn out to be anything else. In school they 
have had the guidance of their teachers; now 
that guidance will cease when they need guid- 
ance more than ever. As far as children are 
concerned, they are not “raised” anymore, they 
just “grow,” like Topsy. Maybe when our 
financial troubles are over, the next thing to 
which we shall turn our attention is setting 
young feet on the right road, and keeping them 
there until they are accustomed to it. 


The Old Board Fence 


The old board fence—now there’s another thing 
For folks to dream of, and for bards to sing, 
A quaint old custom that historians 

Will tell the tale of, when recording man’s. 
Now lawn meets lawn, without a borderline; 
The neighbor’s pup spends all his time on mine. 
The sense of ownership that men possessed, 
Like lots of things, has vanished with the rest. 


The old board fence we used to lean upon, 
To chat with neighbors when the day was gone, 
They’ve taken down, and neighbors chat no 


more, 
For that was partly what a fence was for. 
We talked of policies, we talked of men, 
And often settled mighty questions then, 
But now the papers run the ship of state, 
For there’s no fence, the forum of debate. 


The old board fence, where youngsters used 
to sit 

And tease each other with a youngster’s wit, 

The old board fence, where robins used to light, 

Announce the spring, the morning after night, 

The old board fence, where roses used to climb, 

Is now a part of some departed time— 

And so these lines, to mourn the passing hence 

From town and city of the old board fence. 
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Have You Ever 
Been West of the 
Cascade Mountains 


from British Columbia and Vancouver island to 
Southern Oregon? 


You know that’s the territory known as the Fir 
Belt where hundreds of sawmills are cutting all 
lumber items in Douglas Fir. 


Are you familiar enough with these mills to 
know exactly where to place your orders and 
receive just the stock you want? 


Take Guesswork Out 
of Lumber Buying 


We have our own personal representative-buyer 
traveling GONSTANTLY among these mills. He 
knows where to place your orders most advan- 
tageously and how to satisfactorily fill your 
orders. 


Avail yourself now of our service and let us 
prove that here is a source of supply you can 
depend upon all the time. 


M.A.Wyman Lumber Co. 


907-8 White Bidg. Seattle, Wash. 


MEMBER NATIONAL - AMERICAN 
WHOLESALE LUMBER ASSOCIATION 
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Pondosa Pine _——— 7 
MOUNTAIN GROWN 

Wrapped Trim Qronoosa 

is only one of our big Ye tetse: Seay 





selling items for 
dealers. Order it in 


SOFT TEXTURED 














LOOK 
MIXED CARS for this 
with .cut-to-length Dimen-| Label 
sion, Moulding, Selects| on all 
and Common _ lumber,| Wrapped 
11/16ths Shiplap. Products 
Get our quotations now 
on stock you need, 
PONDOSA PINE 
LUMBER CO. 
MEMBER 
ELGIN, OREGON WESTERN PINE 
MFRS. ASSN. 














WE can MIX Them 


Send us your Requirements for— 


All kinds of Yard Stock both Fir 
and Hemlock 
Cedar Siding and Shingles 
Large and Long Timbers 
Long Dimension Lath 


John D. Collins Lumber Co. 
WHITE BLDG., SEATTLE, WASH. 








BOOKS—BOOKS—BOOKS—Here’s theplace 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 

















Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER fists 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 


Co PORTLAND. ORE. Co 











GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 

Carlton Manufacturing Co., Carlton, Ore. 

Pedee Lumber Co. - #Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CO. 
Failing Building, Portland, Oregon 











YELLOW FIR 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 


CEDAR 


SPRUCE 
WESTERN PINE 
and HEMLOCK 


Sullivan 


Lumber. 


PORTLAND, 
OREGON 





, locality where the site is. 
‘tion also offers a booklet—“Log Cabins Up to 





“The Heart Content’’ 


Have you delayed giving your wife this 
new by ‘“‘the lumberman poet’’? Let 
us send it to you—take it home to her— 


how it will cheer her up! $1.50 postpaid 
Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Seek Relief Loans for Building 
and Loan Organizations 


New Orveans, La., March 14.—Determined 
efforts to insure the extension of relief loans 
to building and loan associations by the Recon- 
struction Finance Corporation are being made 
by the New Orleans Homestead Clearing House 
Association in codrdination with the United 
States Building and Loan League. The vigorous 
protests placed in Washington against an ap- 
parent disinclination to permit those financial 
institutions to file applications for relief loans, 
and their being slighted in selection of district 
boards, revealed that similar conditions prevail 
in other parts of the United States. 

The fight was precipitated by William C. 
Ermon, homestead group president, when R. S. 
Hecht, district reconstruction board chairman, 
failed to mention building and loan associa- 
tions as eligible for loans after continued efforts 
to secure application forms had proved fruitless. 

The issue was immediately met by a tele- 
graphed protest to congressional representatives, 
to Secretary of Commerce Lamont, to Charles 
G. Dawes (Reconstruction Corporation head), 
and Morton Bodfish, of the U. S. Building & 
Loan League. This protest outlined the local 
situation, and was followed the next day by a 
message to Mr. Bodfish, in Washington, advis- 
ing him that banks here are charging 7 and 8 
percent to the homesteads on loans and attack- 
ing the district board as of “unfortunate selec- 
tion in chairman and board and his confreres 
largely representative of outside interests and 
the same parent corporations.” 

The membership criticized includes R. S., 
Hecht (chairman), Hibernia Bank; J. D. 
O’Keefe, Whitney banks; Oliver J. Lucas, head 
of Canal Bank, now controlled by Chase Na- 
tional, New York; A. B. Patterson, president, 
New Orleans Public Service; and, Clay W. 
Beckner, former head of a now liquidated auto- 
mobile sales agency. The first four named are 
directors of Public Service, a subsidiary of Elec- 
tric Bond & Share company. 

Extension of relief loans to the homesteads, it 
is urged, will enable them to repay the banks, 
contributing to their liquidity, reduce the in- 
terest rate, and permit them to finance needed 
repairs and modernization work that would ac- 
cord badly needed employment in the building 
trades. The homesteads’ estimate of repair 
work needed by home owners is large. 





Country Cabins Cut Vacation 


Expenses 
(Continued from page 52) 
company at 900 First National-Soo Line 
Building, Minneapolis. A particularly good 
feature of these plans is the complete list of 
material which makes it possible for any lum- 
ber dealer or contractor to estimate ac- 
curately the cost to put up these cabins in the 
The same organiza- 


Date”—without charge. 

Large numbers of lumber dealers have writ- 
ten the Shevlin Pine Sales Co. expressing their 
enthusiasm over the cabin plans. A _ typical 
statement from a mid-western dealer says: 
“We wish to congratulate you on inaugurating 
a plan which will no doubt develop business 
for the retailer as well as the manufacturer. 
The retail lumber industry is just beginning 
to awaken to the opportunity of business de- 
velopment. The continued and increased co- 
operation of manufacturer and retailer will 
greatly assist in re-establishing the business and 
bringing back a larger volume of sales.” 

Just how cabin business helps a dealer sell 
his whole line of lumber is seen in the fact 
that the cabin illustrated in this article sells 
1,600 feet of log siding, 622 feet of flooring, 
630 feet of roof lumber as well as dimension 
and other lumber for cabin and porch. 

To help them in selling the entire lumber 
bill, dealers are getting reliable contractors to 
co-operate with them in estimating the material 
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and erection of the cabins. The dealer the 
submits a price for the complete cabin—and g 
secures the whole lumber order. Dealers fing 
cabin sales are closed more easily when the 
consumer can handle the whole deal with the 
lumber company without having to go else. 
where for a builder. 


Depression Does Not Prevent Cabin Sale; 


As the leader in the cabin building moye. 
ment, Shevlin Pine Sales Co. has checked cop. 
sumer response for several years. Its experi. 
ence has shown that in spite of hard time 
people will build cabins. The amount of money 
involved is not large, and where the consumer 
may hesitate to take on a large investment like 
a house, he is not afraid to put up an inexpep. 
sive cabin. Also these cabins often provide 
thrifty vacations for the family. 

Actual records of inauiries received in 193) 
were traced by Shevlin Pine Sales Co. and the 
building of the cabins proved. Many cabins 
were built last season and the large volume 
of inquiries received to date this year indicates 
that there is excellent business ahead on Shey- 
lin pine log siding. 


Special Equipment for Drying 
Airplane Spruce 


SuMNER, WASH., March 12.—The exacting 
specifications under which airplane spruce for 





the United States Navy is kiln dried, call for F 


low temperatures and positive control over all 
drying elements within close limits. The Pa- 
cific Lumber Agency, at this place, is rather 


pum 
= 


Battery of kilns and some of airplane spruce 
stock dried at plant of Pacific Lumber Agency, 
Sumner, Wash. 








proud of the fact that it is successfully drying 
airplane spruce to these specifications, using for 
that purpose Moore cross circulation kilns, elec- 
trically controlled. The accompanying illustra- 
tion shows a battery of high powered Moore 
kilns at the Pacific Lumber Agency plant and 
also some of the airplane stock dried in these 
kilns. This stock is 4x12 inches and often 1s 
kiln dried in lengths up to 32 feet. It is in dry- 
ing difficult stock such as this that the new 
Moore development—variable speed circulation 
—becomes of such great importance. 








Takes Over Sales in Five Cities 
Newark, N. J., March 14.—The W. D. Kelly 


Co., wholesale lumber dealer of 336 Thomas & 
Street, this city, has announced that effective 
March 16 it will take over, by mutual agree 


ment, the sale of all unsold lumber of the 








a 


¥ 


Krauss Bros. Lumber Co., Seattle, Wash., now 


located at Newark, Brooklyn, Beston, Phila- 
delphia and Baltimore. At the same time t 
will take over the complete personnel of thes 
offices, continuing the same locations, as fol- 
lows: Brooklyn—L. B. Anderson; Boston—T: 
W. Tweedle; Philadelphia—R. B. McKamey; 
Baltimore—H. A. Crane. 
pany has arranged to handle the sale of Kaybee 
shingles, both stained and natural, and 

other Kaybee branded products. 


In addition the com § 
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Business Changes 


ALABAMA. 3irmingham — Jenkins Building 
Supply Co. is not out of business as reported but 
is operating as usual at Lomb Boulevard and Fay- 
ette Avenue. 

ARKANSAS. Littlé Rock—The plant and equip- 
ment of the Little Rock Barrel & Box Co. has been 
purchased by the Arkansas Handle & Lumber Co. 


and operation will be resumed immediately. Elmer 
E. Reedy, manager. 
CALIFORNIA. Oakland — Boulevard Mill & 


Lumber Co. (Inc.) succeeded by W. F. Lloyd, 3720 
Foothill Blvd. 

Pasadena—B, F. Herington & Sons succeeded by 
E. K. Wood Lumber Co. 

Sacramento—Cutter Mill & Lumber Co. succeeded 
py Terry Lumber Co, 

Yuba City—Nason Lumber Co. sold to H. Cheim 
interests, which also own the Yuba City Lumber 
Yard. Each will be continued under old name. 

IDAHO. Idaho Falls and Rexburg—Consolidated 
Wagon & Machine Co. has sold its lumber depart- 
ment to the Gem State Lumber Co. 

ILLINOIS. Chicago—A. D. Gillis has sold in- 
terest in Gillis Lumber Co. and Gillis & Co., whole- 
sale timber and ties, to H. B. Kehoe. 


IOWA. Davenport—City Lumber Co. sold to 
H. O. Seiffert Lumber Co. 
KENTUCKY. MHarrodsburg—Harrodsburg Lum- 


ber & Coal Co, sold to W. H, Atkinson, at Chatta- 
nooga, Tenn. 

MICHIGAN. Kalamazoo — Lewis-Shaw Lumber 
Co. being dissolved. Walter R. Shaw Lumber Sales 
Co. continues commission lumber business. 


Zeeland—G. Moeke & Sons succeeded in lumber, 
building material and coal business by John H. 
Moeke. 

MISSOURI. Cardwell—East Arkansas Lumber 


Co. closing out and stock being removed to Rector, 
Ark. 

Richmond—McGee Lumber Co. reorganized and 
consolidated with other local yards under name of 
McGee, Hamilton, Lusk Lumber Co. 

MONTANA, Big Sandy— McNamara & Marlow 
sold to Monarch Lumber Co, 

Laurel—Clark Conner Lumber & Hardware Co. 
sold to V. C. Johnston Lumber Co., of Ranchester, 
Wyo. 

NEW MEXICO. 
Lumber Co. 
Fuel Co. 

NEW YORK. Long Beach — Coast Lumber Co. 
sold stock, equipment and trucks to the newly or- 
ganized Long Beach Mill & Lumber Co. which will 
operate the mill and lumber yard formerly occu- 
pied by the Lido Beach Lumber Co. (Inc.) 

SOUTH DAKOTA. Perkins—Perkins Store sold 
lumber department to Thompson Yards (Inc.), of 
Springfield. 

Yake—Yale Lumber Co. succeeded by J. A. Funk. 

TEXAS. Sweetwater—C. W. Bryant Lumber Co. 
sold to Jennings-Long Co. which is moving to the 
Bryant yard on West Third and will continue the 
business as the Jennings Lumber Co., with W. L. 
Stubbs as manager. 

UTAH. Salt Lake—Noall Bros. 
succeeded by Noall Bros. Lumber Co. 

WASHINGTON. Aberdeen — Pacific Lumber 
Agency moving offices to Sumner, Wash., where 
the company operates a concentration plant. T. W. 
Tebb, manager of sales. 

Aberdeen—G, J. Hogan reported to have sold 
logging business to Olympic Timber Co. 

Snohomish—Columbia Lumber Co., sold to Sno- 
homish Lumber Co. and stocks will be consolidated 
at yard of the purchaser. 

Spokane—Crowley Co, succeeded by Crowley Mill- 
work Co. 
Spokane—Consolidated Supply Co.; Dunbar Trip- 


Las Cruces — Bascom - French 
succeeded by Rio Grande Lumber & 


& Armstrong 


lett and J. E. Shields have sold their interests to 

Cc A. Bartleson, president of the company. 
Spokane —Report that the Independent Lumber 

& Fuel Co. had been succeeded by the Northern 


Lumber Co. is erroneous. The company continues 
in business under the same name. 


Incorporations 


_ARKANSAS, Little Rock—F. T. Dooley Lumber 
Co., of Memphis, Tenn, granted authority to enter 
Arkansas as a domestic corporation; T. E. Jones, 
Brinkley, agt. 
_ CALIFORNIA. 
Co., incorporated. 
FLORIDA. Jacksonville—-Tri-State Lines (Inc.), 
S artered to engage in the lumber business; N. B. 
ustes, 8420 St. Johns Ave. 
_Perry—Econfina Land 
$5,000; A. D. Poppell. 
Tampa—Florida Orangewood Corporation; 


Willowbranch — Fandango Box 


& Timber Co.; capital, 


ital, $5,000: N, Warren. — 
s7LINOIs. Chicago—Como Lumber Co.; capital, 
500; 2648 Warren Blvd.; Florence Cavanaugh. 


Chicazgo—Go ° 
shares, ffen Lumber Co.; capital, 1,000 


, no par; 652 ’ ; 
234 Pine St. 1 S. State St.; Harry Goffen, 
$75 oo gtord—Perkins Lumber & Fuel Co.; capital, 


75,000. 
MISSOURI. Gideon — Gideon Anderson Lumber 


0.5; capital $100,000; W. 
Heights, interested, a eee 


pen ARYLAND. Hagerstown—H. L. Coffman Lum- 
orporation; capital 500 shares, no par; old 
concern; Andrew K., Coffman, 


MICHIGAN. Pontiac—Slater Pontiac Co.: cap- 
ital, $12,500; lumber, building materials; 94 E. 
Huron St. 


Saginaw—John D. Mershon Forest Products Co.; 
capital, 100 shares, $10 par; succeeds John D. 
Mershon Lumber Co.; 201 Schirmer Bldg. 

NEBRASKA. Omaha—Hoagland Lumber Co. re- 
organized; capital, $100,000; Florence J. Hoag- 
land. 

Omaha—Omaha Hardwood Lumber Co., incorpor- 
ated. 

NEW JERSEY. West Orange — Mershon-Wilber 
Lumber Co., incorporated; old concern. 

NEW YORK. Buffalo—C. A. McNeil Lumber Co., 
capital, 100 shares, no par, old concern. Thomas 
J. Griffin, 32 Eastwood PI. 

LeRoy—Joseph Lapp Lumber Co.; capital, $59,- 
000; succeeds Estate of Joseph Lapp; Joseph Lapp, 


‘New York, Bronx—Marino Lumber & Trim Co.; 


capital, 100 shares no par; Anthony Marino, 1950 
Bogart Ave, 

New York, Queens—Home Lumber Co.; capital, 
$20,000; Geo. Naujokas, 8611 135th St., Richmond 
Hill, N. Y. 

New York, Kings—H. Engvelt Lumber Co., cap- 
ital, $10,000; Harry Engvelt, 7 Crosby Ave., 
Brooklyn, 


Yonkers—Lockwood Lumber Co.; capital], $10,000; 
Ernest J. Aries, 29 Elinor Pl. 

OHIO. Cleveland—Claud Shaw Lumber Co.; 
shares, no par. 

OREGON. Astoria—City Lumber & Supply Co., 
incorporated; capital, $25,000; Leo L. Gorman. 

Portland—Westfalen Logging Co.; capital, $1,000; 
W. Birkenfield. 

PENNSYLVANIA. 
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Bryn Mawr—Flanigan & 


Flanigan, incorporated; capital, $5,000. 
TENNESSEE. Martin—Hurt Lumber Co., incor- 
porated; J. L. Hurt. 
TEXAS. Houston—Southern Lumber Co.; capi- 


tal, $500,000; Lynch Davidson. 
Paris — Gregory - Robinson - Speas, 
capital, $200,000; F. E. Prince. 
San Antonio—Karren-Tobias Lumber Co., 
porated, 


VIRGINIA. 


incorporated; 
incor- 


Norfolk—McKann Lumber Corpora- 


tion; capital, $25,000; old concern; M. McKann, 
Royster Bldg. 
WASHINGTON. Okanogan— Wagner Box & 


Lumber Co.; capital, $50,000; old concern. 
Renton—Puget Sound Lumber Mfg, Co.; capital, 
$100,000; L. L. Knapp. 
Spokane—Crowley Millwork Co.; capital, $30,000; 
L. Dannheiser. 





New Ventures 


CALIFORNIA. 
Lumber Co. 
Inglewood—Giles Lumber Co.; 


Castro Valley—cCastro Valley 


11311 Hawthorne 


Bivd.; invest. $10,000; yard buildings under con- 
struction, 
GEORGIA. Ludowici—C. W. Callahan establish- 


ing saw and planing mill, 


INDIANA. Elkhart—Jerone L, Anderson; com- 
mission lumber. 
MICHIGAN. Detroit—Chas. E. Lemons; com- 


mission lumber. 
Kalamazoo— Walter R. Shaw Lumber Sales, com- 
mission; Box 1174. 


MINNESOTA. Minneapolis—John H. Rowe, for- 
merly in retail lumber business at 2nd and Colfax 
for 12 years, who sold out recently, has opened 
another retail yard at 33rd Ave. N. on the Mis- 
sissippi River. 

NEW MEXICO. Skyland—Hollomon Bros. mak- 
ing arrangements to open lumber yard, hardware 
store and plumbing shop; buildings under erection; 
Cc. D. Weems manager. 

NEW YORK. Orwell—L. A. Poole of Richland, 
has taken over the sawmill and other property 
known as the Babcock Mill and will open a plant 
for manufacture of baskets. Sawmill leased to an- 
other concern which will operate for five years. 

NORTH DAKOTA, Carrington—Thompson Yards 
(Inc.) opening yard. 

OHIO. Youngstown—Kilgore & Campbell; 
mission lumber. 

OREGON. The Dalles—Forest Products Treating 
Co. purchased Union Pacific plant and will begin 
tie treating operations at once. 

Milwaukie—L. D. McFarland Co.; 


com- 


cedar prod- 


ucts. 

Portland—Long Cross Arm Co.; 1476 E. 24th St.; 
mfr. 

Portland—West Coast Log Supply Co.; John: C. 
Davies, mgr. 

PENNSYLVANIA. Carlisle—Carlisle Lumber Co. 
formed by E. M. Dietrich and J. D. Bogar; retail 
lumber and building material. 

TEXAS... Schulenburg—Kahanek Lumber Co.; re- 
tail. 

VIRGINIA. Pulaski — Covey-Davidson 
Co.; retail lumber and building material. 

WASHINGTON. Camas—Camas Lumber & Fuel 
Co. adding sash and door department, 

Everett—H. & S. Shingle Co.; mfr. 

Kelso—Crescent Shingle Co.; mfr. 

Tacoma—Cavanaugh Lumber Co.; C. C. Cav- 
anaugh, mer. 

Spokane—National Tank & Pipe Co., of Portland; 
branch under management of Richard H. Guy. 


(Continued on Page 88) 
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Increase Sales With 
CERTIFIED LUMBER 


Your customers are ''sold'’ on trade 
marked, identified, guaranteed prod- 
ucts of all kinds. Then, why not also 
sell them trade marked lumber? 


Booth-Kelly Douglas Fir lumber is 
TRIPLY CERTIFIED for quality and 
grading — the trade mark of the 
West Coast Lumbermen's Associa: 
tion, the "Tree-Mark'' of the Na- 
tional Lumber Manufacturers Asso- 
ciation, and the figure ''20" which 
identifies the products of our mills. 
Put Booth-Kelly CERTIFIED lumber 
to work. It will build good will and 
increase your sales and profits. 


We are headquarters for Association Trade-Marked and 
Grade-Marked Douglas Fir Lumber. 


BoctliAtell 


TWO MILLS—SPRINGFIELD and WENDLING, ORE. 























































































Wier timber is 
virgin growth Long 
Leaf Yellow Pine 


—genuine Pinus 


palustris. You 


know, from experi- 
ence, that such tim- 
ber produces the 
strongest, most dur- 
able lumber and 
structural material. 


Insure your cus- 
tomers greater sat- 
isfaction and better 
construction by rec- 
ommending the use 
of “WIER” Long- 
leaf Yellow Pine 
products. 


Wl LONGLEAF LUMBER a 


YELLOW PINE 


Timbers 
Lumber 
Lath and 
Shingles 


For our high grade dressed stock— 
“Ask the Wholesaler" 


The Alger-Sullivan 


Lumber Co. 
CENTURY, FLORIDA 


(e 4d 
GOLDSBORO 


N. C. PINE 


Our “Jiffy Service,” by rail 
and water, will keep you 
supplied with all items in 


YARD STOCK 
SHED STOCK 


Let us prove it on your next order 


JOHNSON & WIMSATT 
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Market News from Amer 


Portland, Ore. 


Douglas Fir.—Logging camps in the Colum- 
bia River district are now getting under way. 
In the meantime none are sold, so that log 
quotations are entirely nominal. Several mills 
will have barely enough logs to keep going 
another week or two. 

Canadian mills are said to be filling their 
books with orders from the United Kingdom, 
as a result of the rise of sterling, and the 
effect of this business is expected to be favor- 
able to American mills, through the elimina- 
tion of competition to some extent. It is ex- 
pected that China will be in the market for 
large quantities of lumber for rebuilding and, 
since the Orient calls for much the same sort 
of material as the Atlantic coast, the demand 
across the Pacific will have a strong bearing 
on the Atlantic coast market. 


Hardwood.—Forty cars of maple logs were 
brought from back of Clatskanie on the lower 
Columbia River by the Benson Timber Co. 
The lot will be shipped to San Diego on one 
of the Benson log rafts. If the maple does 
not check, it will be used in furniture making; 
if it does, the logs will be cut up for fuel. 

Woodworkers at Bend, Ore., are turning into 
value the juniper that grows so abundantly 
on the plateau of interior Oregon. This wood 
can be given the same silky finish and lustre 
that have created a demand for myrtle wood 
from the Coos Bay district. 


San Francisco, Calif. 


Western Pines.—A softening of prices on 
Ponderosa D select pine is noted. Shop grades 
remain firm, as stocks are badly broken. 
Price of sugar pine remains steady, and in- 
quiries are better. 


Redwood prices are unchanged. Several 
large inquiries have served to give a better 
tone to the market. The State of California 
has to place orders for 600,000 feet for bridges 
in Imperial County, and for 2,000,000 feet for 
bridges on the Shaver Summit and Desert 
Center road in Riverside County. Contract 
has been awarded by Stanford University to 
replace seats in the Stanford Stadium; the 
new seats require 450,000 feet of redwood. 

Last week, 9,201,000 feet of lumber was 
imported into San Francisco—5,736,000 feet 
of fir from Oregon and Washington by boat, 
against 1,850,000 feet the previous week; 
1,090,000 feet of pine by railroad, compared 
with 960,000 feet; 2,375,000 feet of redwood 
from coast ports by steamer, compared with 
1,300,000 feet the previous week. 


Tacoma, Wash. 


Douglas Fir.—Marine insurance companies 
are again quoting lower rates on lumber 
cargoes destined for Shanghai and other 
oriental ports. The rate to Shanghai went up 
to $1.50 per $100 of value late in February, 
but is back to 12 cents, and the port is de- 
clared to be open and _ safe for shipments. 
Several big cargoes for the Orient were loaded 
here this week. Japanese demand continued 
to be fair. Included among cargoes were 9,000 
doors for the United Kingdom. 

Cargo shipments of lumber from Tacoma 
during January totaled 43,610,869 feet, of 
which 29,825,266 feet went to domestic mar- 
kets and 13,785,603 feet to foreign countries. 

The intercoastal rate of $10 on lumber has 
been extended through April by the recently 
reorganized United States Intercoastal Con- 
ference. 

Inventories are declared to be low, but mills 
are continuing on a greatly reduced schedule 
of production, with no indication that it will 
likely be increased soon. Lumbermen, here, 
were interested in the report of the West 
Coast association this week, estimating stocks 
in the Douglas fir region as of late in Febru- 
ary to be 11.3 percent under estimate as of 
Jan, 1. 

Hardwood inquiries are more frequent this 
week. Wholesalers, however, report much 
difficulty in developing actual bookings on 
account of keen competition between Appa- 
lachian and southern districts and price weak- 











obta 
ness. Southern mills are very eager for or. © bein 
ders, though their stocks are badly broken, Sept 
and dry lumber is growing scarcer. Appala. § sale 
chian manufacturers and wholesalers are re. 
fusing to meet low southern prices, and get 
few orders. Spot sales are relatively small, , 
being mostly from up-State retailers an le 
customers in New England or the metropolitan com 
area. Sales to furniture factories are very mae 
light, and inquiries are correspondingly small, § = 
q ow 
Southern Pine demand is showing slight im. still 
provement, and prices of certain items are § no | 
somewhat steadier. Buying has been much It 
restricted the recent cold wave. Yards are resu 
placing small fill-in orders. There is some tem] 
industrial buying, where bargains can be & ers : 
picked up.. Mill stocks are broken, and some men 
items of dimension and boards are scarce. M 
Cypress buying is extremely quiet, with B 7 
prices low. There is some industrial buying F °°S 
for repair work, and a few sales to retailers 7 ag 
and planing mills. to 4) 
° li Mi ; Ang 
a iarg 
Minneapolis, Minn 
stru 
Northern Pine.— Encouraged by warmer sma 
weather, retail buying is becoming steadier, and 
Farmers are encouraged by heavy snowfalls, stor 
which have raised lake and stream levels and 
done much to alleviate the drouth conditions 
that have prevailed for two years. Indus- 
trial demand is light. Prices are firm. While ; Sc 
the cuts made some time ago have not ff ning 
' duct 
nor! 
ging 
RECENT EVENTS IN THE Sale 
SOFTWOOD MARKETS “a 
. Th 
Coast log stocks decline; floods close } rae 
some mills; low humidity threatens |/ put 
others with forest fires.—Seattle, Wash. > time 
Snowstorms and cold hamper trade.— eo 
Buffalo, N. Y., and Norfolk, Va. wee 
Many large orders booked, and in- | F = 
quiries received, for heavy southern pine ry 
timbers; some South American business | 7 ya; 
reported.—Jacksonville, Fla. = mer 
Receipts in southern California reach sae 
new low.—Los Angeles, Calif. ® Kin 
Northern pine price reductions are |) ™2! 
holding business. Heavy snows making sate 
farmers optimistic.—Minneapolis, Minn. ||  ¢¢ , 
Canada secures United Kingdom busi- sol 
ness because of favorable exchange rate. rie 
—Seattle, Wash., and Portland, Ore. an 
Georgia roofers sometimes sold at $8. will 
—Norfolk, Va. er 
Soft pine commons and lath are in [| tio; 
limited supply—Warren, Ark. i P. | 
P P ° : Mer 
Railroad buying expands; transit ship- | | 
ments from small pine mills increase— || — 


St. Louis, Mo. 


Marine insurance rate to Shanghai de 
clines to normal.—Tacoma, Wash. 


California redwood mills book some 
large orders.—San Francisco, Calif. 











speeded up business to any extent, dealers 
believe they have saved some trade for this © 
territory which might otherwise have gone © 
elsewhere. : 

Millwork.—A 10 percent advance in mill- | 
work prices, announced some time ago by 
upriver mills, has gone into effect. Though 
during the cold spell last week business fell 
off materially, more recently milder weather 
apparently has encouraged inquiries both from 
the country and in the cities. In some cases © 
these inquiries already have been followed . 
by sales. ‘ 

Northern White Cedar.—Although new low) 


quotations already have had some effect in 
stimulating trade, a reasonable profit is no 
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obtainable on some items. More inquiries are 
peing received than at any time since last 
September, and a fair number are resulting in 
sales. Poles are not in great demand. 


Los Angeles, Calif. 


February set a new low record for in- 
coming cargoes of lumber, the lowest in 
many years. Amount of unsold stock at San 
Pedro harbor remains steady, although at 
low figures. Stock in hands of dealers is 
still kept to a minimum. Prices have shown 
no improvement recently. 

It is expected that a slight upturn will 
result in April, because in former years con- 
templated building by contractors and oth- 
ers was postponed until after the tax assess- 
ment had been made. 

Money is again available at local banks 
for business purposes, and most banks have 
ceased their pressure on debtors. It is gen- 
erally expected that it will soon be possible 
to finance sound building projects. 

Although building permit figures for Los 
Angeles show up well, as compared to other 
jarge cities, there have been few large 
structures, the majority of permits being 
small, from $100 up to $500 remodeling jobs, 
and such new buildings as homes and small 
stores in the neighborhood of $5,000. 


New Orleans, La. 


Southern hardwood orders have been run- 
ning about 30 percent of normal, while pro- 
duction remains low, about 20 percent of 
normal. High water is receding, and log- 
ging in bottom lands can soon be resumed. 
Sales continue above production, and stocks 
are gradually being reduced. 

In the domestic market, prices remain low. 
There has been a slightly improved demand 
from manufacturers of automobile bodies, 
but it is not as good as was expected at this 
time of year. Demand from furniture man- 
ufacturers is holding its own, yet is very 
small. There has been a fair demand from 
manufacturers of box and erates. Sash and 
doors and interior trim plants have been 
slow buyers. There have been a few sales 
of flooring oak at low prices, but this de- 
mand is not expected to show any improve- 
ment until flooring plants resume operations. 

Overseas trade has shown a decided im- 
provement, particularly that with the United 
Kingdom, and has been the feature of the 
market during the last two weeks. Ship- 
ments are getting back to levels reached the 
latter part of 1931, when there was rush 
of orders, just before England went off the 
gold standard. Some orders have been 
rather large, and all are for prompt ship- 
ment. Some vessels are being booked full, 
and it is thought that additional tonnage 
will soon be needed. Overseas prices still 
remain low. 


_ Ocean rates.—J. D. Huffman, secretary Na- 
tional Lumber Exporters’ Association, and 
P. D. Houston, United Timber & Lumber Co., 
Memphis, are in New Orleans today, as wit- 
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nesses at a hearing by the Shipping Board 
on a proposed increase in rates to Continen- 
tal points from outports, such as Gulfport, 
Lake Charles, and Mobile. The American 
exporters are opposing the increases through 
the New Orleans office of the Southern 
Hardwood Traffic Association. The increases 
were proposed by Continental conference 
members whose boats sail from New Or- 





NEW DEVELOPMENTS AFFECTING 
THE HARDWOOD MARKET 


Appalachian hardwood manufacturers 
refuse to meet lower southern prices. 
Cincinnati, Ohio. 


Hardwood mills cutting only items in 
demand; export trade fair. Cypress price 


reductions bring inquiries. Jacksonville, 
Fla. 

Overseas buying of hardwoods in- 
creases; court decision permits trans- 


atlantic contract rates; Shipping Board 
considers increase in rates from outports. 
Memphis, Tenn. 


Hardwood buyers are keen shoppers. 
Increase in rate on handles opposed. 
Louisville, Ky. 


Few small Arkansas hardwood mills 
running, and dry stock is scarcer. War- 
ren, Ark. 











leans. Higher port charges at New Orleans 
have caused diversion of much hardwood 
traffic to outports. 

The United States courts of appeals at 
Cincinnati has dismissed the injunction re- 
cently issued by the Federal court in New 
Orleans, which stopped the use of the ocean 
contract system. This system was adopted 
by the United Kingdom conference to sta- 
bilize ocean rates, and supported by the 
National Lumber Exporters’ Association, but 
was attacked by the American Pitch Pine 
Co. The ruling will leave the steamship 
operators free to adopt the contract rate 
system, which will make it necessary for 
shippers to use only Conference boats to ob- 
tain the benefit of the lowest rates. 


Louisville, Ky. 


Hardwoods.—There has been a fair num- 
ber of inquiries for northern hardwoods, but 
relatively few orders, as buyers are shopping 
about for prices. Automobile business con- 
tinues rather draggy, but is showing some 
signs of life. Box business is a trifle dull. 
Planing mill orders are nothing to brag 


about. Railroad inquiries for car. stock, 
switch ties, crossing planks, etc., are en- 
couraging. 
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Demand has been chiefly for inch stock— 
common and some FAS sap gum; a little 
common ash; some cottonwood boxboards, 
an occasional mixed car of FAS and com- 
mon white oak. Some inquiry comes in for 
magnolia. No. 2 common walnut is firm and 
can be sold, but selects and FAS have been 
in poor demand and weaker. So little white 
oak, either plain or quartered, has been 
moved of late that there is no real price. 
Flooring grades of oak have been in fair 
demand. Wormy oak is quiet, but there is 
not much of it available. Veneer and ply- 
wood business continues relatively quiet, 
with mills generally on a part time basis. 

Prices of inch stock, f. o. b. Louisville: 
White oak, FAS, $85 for Kentucky, $69 for 
southern; common, $40@45; quartered white 
oak, FAS, Kentucky, $115; southern, $110; 
common, $55@57. Red oak, FAS, $60; com- 
mon, $38@40. Poplar, FAS, northern, $75; 
southern, $60; saps and selects, northern, 
$60; southern, $40; No. 1 common, northern, 
$35@40; southern, $28@!30; 2-A, $23@25; 2-B, 
$19. Walnut, FAS, $160; select, $105; No. 1 
common, $65; No. 2, $32; gum, FAS, sap, $32; 
common, $24; quartered sap, $36 and $28; 
plain red, $65 and $35. Ash, $55 and $33. 


Cottonwood, FAS, 6- to 12-inch, $28@30; 13- 
inch and wider, $39@40; common, $25. Mag- 


nolia, $40 and $30. Beech, log run, $30. 


Freight Rates.—Hearing started in Louis- 
ville Maren 14 before an examiner of the 
Interstate Commerce Commission, relative to 
a protest of handle interests against a pro- 
posal of the carriers to increase freight 
rates on handles and handle material, from 
the South to the North and East. An effort 
to block the increase is being made through 
the Southern Hardwood Traffic Association. 


Kansas City, Mo. 


Mills say that, with credit in the surround- 
ing territory as tight as it has been for the 
last six months, it is a wonder they are sell- 
ing any lumber at all. Line yards are so 
eager to do business that they have made 
most of their sales on time, and consequently 
have less cash with which to purchase further 
supplies. Local wholesalers say they have 
experienced a slight increase in business, 
most of it being for the account of estab- 
lished yards at widely distributed points 
throughout the Southwest. Markets outside 
this territory were rather hard to get into, 
as competition is extremely keen for the 
small amount of existing business. Persist- 
ent inquiry during the last fortnight is re- 
garded as an indicator of a fair volume of 
business to come within the next thirty days. 
By far the greatest part of the volume sold 
this spring has been for current require- 
ments. There is but scant industrial buying. 
Southern pine mills have had scattered de- 
mand for box grades, and hardwood mills 
report a very slow movement to industrial 
consumers. Some industrial buyers that 
booked scattered supplies at higher levels 
than those now prevailing, have been very 
backward about furnishing shipping direc- 
tions. Scattered lots of car siding for rail- 
roads were sold, but it is thought the car- 
riers have almost satisfied their needs at 
least for sixty days ahead. 


Western Pines—Trade in Western pines 
was inclined to be somewhat draggy last 
week, as buyers wish to get in on the abso- 
lute low in the market, and defer ordering. 
Buyers are bidding considerably lower than 





Mixed Car Service 


Order anything you need — mixed as you want it 


Longleaf Pine Lumber and Dimension 


All Standard Items in Pine Shed and Yard Stock 


Oak Trim and Mouldings 


Red and White Oak Flooring, Plain and Quartered 
Southern Hardwoods, Rough or Dressed, Air or Kiln Dried 


Industrial and Railroad Timbers Our 


TREMONT LUMBER COMPANY 


ROCHELLE, LOUISIANA 


CHICAGO OFFICE: 307 North 













Shortleaf Pine Finish 


Gum Trim and Mouldings 


Specialty 
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CY PRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
laning Mill Facilities. 


Dibert, Stark & Brown Cypress Co, Ltd 


Manufacturers DONNER, LOUISIANA 











White Pine 
LONG and SHORT LEAF 


ALSO) Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 
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Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 
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Fix Your Credit Loss 


in Advance 


i 
| 
! 
You can state pretty accurately every 
| 


item in your over-head expense but one 
—your credit loss. That 
guess at. And how often 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

i) Thus your credit 
| months is determined 
| nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 


OF NEW YORK 
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loss for twelve 
in advance and 
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SCRIBNER’S 
Lumber and Log Book 
Most complete book 


of its kind ever pub- 
lished. Gives measure- 
ments oi all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


d Book throughout the United States 
and Canada, 


PAID For 50 Cents 
S. E. FISHER, P. 0. Box 197 


ROCHESTER, N. Y, 
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prevailing prices in the hope that mills will 
weaken, but in most cases their bids are not 
even considered. 


Southern Pine—Yard demand for southern 
pine was quite active last week, but indus- 
trial call was confined to box grades. Line 
yards in this immediate territory were the 
principal buyers. Sales are far ahead of mill 
output, and shipments are increasing. 


Douglas Fir—Trade in Douglas fir was 
largely limited to mixed cars, although scat- 
tered orders were received for straight cars. 
Inquiry has been particularly active during 
the last fortnight, but orders do not seem 
to be forthcoming. 


Shingles and Lath—Shingle buyers are find- 
ing that the small amounts included in mixed 
cars just about satisfy their needs, in view 
of the small amount of spring building. Lath 
are in scant demand, and retailers say their 
present stocks are ample for at least thirty 
days. 


Shreveport, La. 


Southern Pine mills say volume of busi- 
ness continues light, though shipments have 
increased a little. Some wholesalers report 
a fairly good volume of bookings, but most 
of the larger mills find business unsatisfac- 
tory. The disposition of the buyers is to 
shop around for small additional concessions, 
and the market is unsettled. As competi- 
tion is very Keen, mill prices have been weak. 
The willingness of the mills to shave prices 
is often caused by a desire to secure cash for 
taxes, which are unusually heavy, and en- 
tirely out of proportion to prices of lumber. 
Some of the larger units have been compelled 
to make further reductions in wages. Until 
recently the weather was fairly good, but 
has turned cold and rainy. 


Hardwood shipments have increased some- 
what, but trade is of small volume. 


Norfolk, Va. 


North Carolina pine demand _ recently 
has been inactive. Heavy snows, a wind 
storm and cold have hampered trade in this 
section, and weather in the North and East 
has also been bad. Competition is very keen. 
Prices of both better and lower grades have 


weakened. The small mills have no very 
large stocks, but have to sell some lumber 
every week. 

Sale of 4/4 B&better edge are light, but 


price has not declined. B&better stock widths 
are selling at very low prices, and buyers 
are going to incline toward these. 


Demand for box lumber has been very 
light, for box makers have pretty good 
stocks. Edge and stock box mill prices re- 


main about the same. Retail yards are buy- 
ing very little stock box, rough or dressed, 
but inquiries have picked up. There is a 
good demand for B&better air dried boards, 
but buyers limit the quantity of stain, and 
most mills have rather badly stained stock. 
Dressed lumber, such as flooring, has been 
moving very slowly, with prices remaining 
about the same. Good 6-inch air dried roof- 
ers can now be bought at $8 f. o. b., Georgia 
Main Line, and $9 for 8- and 10-inch widths. 


Warren, Ark. 


Arkansas Soft Pine mills have continued 
their February schedules of operation, 20 to 
30 percent of sawmill capacity, while planing 
mills have operated at 35 to 50 percent, de- 
pending on other files. While orders are run- 
ning ahead of actual production, they are only 
about 65 percent of last year’s. Retail deal- 
ers are still operating on a hand to mouth 
basis, buying for immediate shipment. Local 
demand is poor, as unseasonably cold weather 
killed early gardens and most of the fruit 
crop, and farmers are far behind with their 
spring plowing, due to continued wet weather 
for the last ninety days. There is a growing 
scarcity of some staple items. B&better floor- 
ing, finish and trim have been in better de- 
mand, and mill stocks continue to be well 
assorted. Many items of common are in 
limited supply. Stocks of No. 1 lath are the 
smallest at any time in the last ten years. 
Practically no straight cars are available at 
any price. 


Hardwood mills have adjusted production 
to demand. Because of unfavorable weather 
and low prices, few small mills have started 
up since the first of the year. Larger mills 
are practically out of the market for small- 
mill stock, and are cutting up accumulated 
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logs but not buying in the open log Market 
Small-mill stocks have been reduced since th, 
first of the year, and desirable dry items are 
none too plentiful. Oak flooring has been in 
fair demand, particularly select grades, which 
are in rather limited supply. Buyers arp 
looking for bargains, but are concentrating 
on selects. Dimension orders are not plentj. 
ful. Some mixed orders are coming through 
for hardwood trim and other general items. 


St. Louis, Mo. 


Southern Pine.—Only railroad buying ¢op. 
tinues on the upgrade. Both retail yard ang 
industrial purchases are failing to show the 
seasonal trend upward. Prices continue to 
sag, notwithstanding that mills show sales are 
exceeding production. The increase in transit 
shipments would indicate that production of 
smaller units is running ahead of sales, Oj 
B&better flat grain flooring, small mills quote 





$25.50@26; larger mills, $27@28; straight 
cars of 10-foot are $21.50@22; 12-foot, $24. 


16-foot and longer, $29@30. 
2x4-inch, 10- to 20-foot, is 
small-mill stock; $20@21.50 
stock; 8-, 9- and _ 10-foot, 
transit cars offered at $15.75. 
and shiplap, 8- and 10-inch, 


No. 1 dimension, 
$18.50@19 for 
for large-mil] 

$16@16.50, with 
No. 2 boards 

are weaker at 






$17.50@18 for small-mill stock; $19@20.50 for & 


large-mill stock. B&better car siding, 
inch, 9-foot, is $27; 10-foot, $25.50@26. No.1 
common car lining, 1x6-inch, 16-foot, js 
$24@25; 18-foot, $27.50@28 for air dried stock: 
kiln dried stock, $2 additional. Above prices 
are f. o. b. St. Louis. 

Douglas FPir.—West 


coast representatives 


1x4. § 


report that sales volume is extremely light, 
with prices unchanged. 

Hardwood representatives state that pro- | 
duction for several weeks has been curtailed 
further because of unfavorable weather. Any 
improvement in demand would result in a 
strengthening of items the production of 


operators. Oak 
that sales are 


which is confined to larger 
flooring manufacturers state 
equaling the expected volume 


Jacksonville, Fla. 


Southern pine orders have been very scat- 


tering, and nothing has been placed of any 
importance. Larger wholesalers and mills, 
however, report that there are many in- 


quiries out for longleaf, and that orders will 
probably be placed during March. It is esti- 
mated that inquiries cover about five million 
feet, and a conservative estimate is that at 


least three and a half million feet should 
be bought. These inquiries are from rail- 
roads and industrial trade, yards asking 
about only small lots. Large sizes, such as 


12- and 14-inch, predominate. 
there are limited amounts of the large sizes 
available in this immediate section, it is ex- 
pected any future business placed will mean 
an advance in price of $1 to $3. The mills 
all have large stocks of small sizes, and 
practically unlimited quantities in the woods 
that could be manufactured if 
ranted. 

Mill prices on sovthern pine dimension, 
merchantable grade, delivered Jacksonville, 
to wholesalers, are as follows: 6-inch, $17.50; 
8-inch, $18; 10-inch, $22; 12-inch, $27, and 
14-inch, $32. These prices are mostly quoted 
by small mills and those having a daily. ca- 
pacity of 50,000 to 60,000 feet a day, which 
cater to wholesalers almost exclusively. 

The largest of the Florida mills during 
the latter part of*'February closed’some busi- 
ness for export to South America, and have 
been able to keen out of the local or domes- 
tic market. It is not definitely known how 
much these mills sold, but it is understood 
it was enough to enable them to run for 
thirty to forty-five days, with the possibility 
of additional business. This export business 
helps the smaller mills to some extent, but 
the largest mills have their own 
agencies and do not come into direct 
petition. 

Retail purchases of shed 
spotted, and of single minimum cars and 
assorted sizes, lenghts and grades. Florida 
yards report business unusually quiet. Many 
yards are having much difficulty in their col- 
lections, and can not carry full assortments. 
Spring buying by citrus and vegetable grow- 
ers in southern Florida should begin il 
about thirty to forty-five days. 


com- 


stocks are very 


improve- 
selling 


shown no 
by larger 


Cypress demand has 
ment. Price reductions 





selling § 


Rk ih a on ee 


Inasmuch 4s § 


' 


demand war-f 












Mare 


agen 
have 
tiona 
been 
send 
cies 

all a 
large 
taile 
prac! 
of t 
high 
movi 
Jack 
6/4, 

lects 
com! 
mon, 


BP; 
ning 
suffi 
bus: 
ent. 
ing 
ting 
runr 
trad 
fair] 
gum 
buye 
bous 


Hi: 
the 
afte 
mad 
men 
Grir 
plar 
dep! 
com 
chas 
duri 


D 
app 
Sev: 
ten 
mor 
evel 
scal 
few 


R 
pan 
ord 
in | 
stays 
inq 
fro} 
stor 
con 
ma 
qui 


A 
to | 
on 
ret: 
coa 
tra 
cut 
ha 
Bos 









19, 1999 








Market, 
ince the 











©€MS are & 


been jp 

3, Which 
ers are 
ntrating 
t plenti. 
through 
items. 


ing con- 
ard and 
how the 
tinue to 
sales are 
1 transit 
ction of 
les. On 
IIs quote 
straight 
ot, $24. 
mension, 
@19 for 
urge-mill 
90, with 
2 boards 
eaker at 


20.50 for § 


ng, 
6. No.1 
foot, is 
ed stock; 
ve prices 
entatives 
‘ly light, 


hat pro- 
curtailed 
er, Any 
ult in a 
ction of 
rs. Oak 


1x4- § 


a 


sales are 
} 


cry scat- 
d of any 
nd mills, 
1any in- 
ders will 
t is esti- 
e million 


t should 
‘om rail- 
; asking 
such as 


smuch as | 


rge sizes 
it is ex- 
vill mean 
The mills 
izes, and 
he woods 


— 


and war- | 


imension, 
ksonville, 
h, $17.50; 
$27, and 
ly quoted 
daily. ca- 
y, which 
vely. 

s during 
yme busi- 
and have 


yr domes- © 


own how 
nderstood 
run for 
ossibility 
business 
tent, but 


: 
| 
} 
t 


; that at 
: 





Peek 


1 selling F 


ect com- 
are very 
cars and 

Florida 
let. Many 
their col- 
ortments. 
le grow- 
begin in 


improve- § 


r selling 








March 19, 1932 


now in most buyers’ hands, but 
have hardly had time to develop much addi- 
tional pusiness. A few buyers that have not 
peen in the market for several months are 
sending inquiries, and though selling agen- 
cies regard them more or less as feelers, 
all are promptly quoted on. Production by 
larger cypress mills has been further cur- 
tailed, as they have sufficient stocks to meet 
practically any requirement, except possibly 
of the widest and longest lengths, in the 
highest grades. Prices on some of the best 
moving items are as follows, f. 0. b. cars, 
Jacksonville: FAS, 4/4, $62; 5/4, $69. Tank, 
6/4, $100; 2-inch, $108.50; 38-inch, $130. Se- 
lects, 4/4, $49; 5/4, $55; 6/4, $58. No. 1 
common, 4/4, $43; 5/4, $48.50. No. 2, com- 
mon, 4/4, $30. 


Pardwood mills are reducing their run- 
ning time, as most of the Southeast mills have 
sufficient stock to meet requirements with 
pusiness 25 to 30 percent better than at pres- 
ent. Some mills that are short of best sell- 
ing items are concentrating on these, cut- 
ting to grade and width. A few mills are 
running regularly, locking to the automobile 
trade to take their cut. White oak is in 
fairly good demand for export. Plain red 
gum is also in fair demand from European 
buyers. Some low grade hardwood is being 
pought by box factories, 


agencies are 


Bogalusa, La. 


Hardwood production has been resumed by 
the Lamar Lumber Co.’s large plant here, 
after a short shutdown because high water 
made it impossible for the logging depart- 
ment to operate. General Manager J. H. 
Grimmett believes the starting of the Ford 
plants is the best trade stimulant since the 
depression started two years ago. The Ford 
company has announced that it will pur- 
chase $4,000,000 worth of hardwood lumber 
during the remainder of this year. 


Seattle, Wash. 


Douglas Fir 
appointment 
Several 
ten days 


-Lumbermen confess 
with the volume of 
informants declared that 
have been the quietest 
months. Stocks at mills are being reduced 
every week. Some items are becoming 
scarce, though prices are about the same. A 
few yard stock items have firmed. 


to dis- 
business 
the last 
for six 


Rail—One operator declared that his com- 
pany had done a little more business. Its 
orders were for yard stock, and originated 
in Minneapolis territory. Others reported a 
stagnant market. Wholesalers report many 
inquiries but few orders. Most of these come 
from the middle West, and are for yard 
stock. One man complained of southern pine 
competition, this wood cutting into the fir 
market considerably. Seattle retail trade is 
quiet. 


Atlantic coast—Volume of lumber moving 
to the east coast is lower. Wholesale stocks 
on the Atlantic coast are fairly plentiful, but 
retail stocks are very low. The $10 inter- 
coastal steamship rate is steady, and no 
tramp steamers are offering space here to 
cut under it. Some lumber is believed to 
have moved from Vancouver on a $9.50 rate. 
Boat space is plentiful. 


Export—An exporter who 
the Oriental market said: 
China is at a standstill. The general ship- 
Ping situation is better, all lines accepting 
some shipments, but receipt of bulk cargo 
at Shanghai is still prohibited, so that all 
lumber consignments are still held up. 
Trans-Pacific freight rates are weak, because 
of the poor Japanese market. Rates to Japan 
are $4.50 for big squares, and $3.75 for baby 
Squares. The Japanese are not buying be- 
cause of unfavorable exchange.” Another 
exporter said: “The Japanese had 66,000,000 
feet of lumber on hand Jan. 31, as compared 
to 70,000,000 feet in December. This decline 
In stocks indicates hand to mouth buying. 
Prices of lumber increased from 25 to 30 per- 
cent when the gold embargo went into effect 
in Décember. I estimate present stocks in 
Japan will not last more than sixty days, and 


specializes in 
“Business with 


that large orders must be placed before 
long.” An informant who keeps in touch 
with all export markets declared his belief 


that British Columbia is getting a great deal 
of the business being placed for the United 
Kingdom on account of Canadian exchange 
favoring such purchases, and preference for 
Empire goods. Very few orders are coming 
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from the continent. South American orders 


have increased slightly. 


Shingles—The last two weeks there has 
been a flood of inquiries, but no increase in 
sales volume nor strengthening of prices. 
Figures compiled here show that operation 
of shingle mills in British Columbia during 
1931 was 38 percent of capacity, and so far 
in 1932 it has been at 33 percent. Washing- 
ton and Oregon shingle mills in 1931 oper- 
ated to 40 percent of capacity, but so far this 
year operation has been at only 25 percent 
of capacity. Floods have bothered some 
mills; a number were forced down, and 
others found their supply of logs cut off. 


Logs—Sales of logs are of small volume. 
Several informants said $8, $12@13 and $16 
were going prices on fir. Hemlock logs bring 
$8 and $9. Cedar logs are $10@11 and $20. 
One man declared cedar logs for shingles can 
be bought from $7@11. 

An inventory of logs in Puget Sound as of 
March 1 showed 52,525,000 feet of fir, 19,885,- 
000 feet of cedar, 26,120,000 feet of hemlock, 
and 11,340,000 feet of spruce. The total was 
109,920,000 feet, or a decrease of 40,225,000 
feet below Feb. 1 inventory. Cedar stocks 
decreased 4,000,000 feet, but fir logs showed 
the largest decrease. This is a very low in- 
ventory for Puget Sound, but log stocks are 
not out of balance with present mill con- 
sumption or probable requirements. 

Last week there was fair weather and low 
humidity; figures as low as 13 were reported. 
This low humidity and an East wind resulted 
in some brush fires. 


Buffalo, N. Y. 


The lumber trade had to contend with the 
worst storms of the winter during the last 
week, and it has been difficult to reach many 
points in the State, owing to blockaded 
roads. Retailers all feel that the cold will 
be short-lived, but they are not adding much 
to their present stocks. 

Hardwoods.—tTrade is 
winter weather may be 
Buying by automobile 
made its appearance. 
though no weakness is disclosed. 

Western Pines.—Heavy snowstorms 
so curtailed building that retailers more 
than ever are inclined to hold off buying. 
The market is showing a firmer tone. Both 
Idaho and Ponderosa pine are stronger in 
leading items. Sugar pine holds steady. 

Northern Pine.—Demand is quiet, owing to 
some degree to severe snowstorms. 


quiet. The. severe 
partly responsible. 
plants has not yet 
Prices are unsettled, 


have 





Birmingham, Ala. 


Gradual improvement of Alabama business, 
regardless of severe weather, is under way. 
Inquiry has shown a steady increase, and 
comes from buyers who have been out of the 
market for many months. Railroad requisi- 
tions are coming through for increased quan- 
tities. Retail dealers have found it neces- 
sary to begin replenishing stocks, rural and 
small town yards continuing to lead in buy- 
ing. Yards want shipment of badly mixed 
cars at once. Some purchases are being 
made thirty days ahead, because lower grades 
are expected in advance. 


Southern Pine.—For the first time in twenty 
years, 1x4-inch No. 1 flooring reached $16, 
mill, with 1x3-inch at $18, and B&better, $19. 
No. 1 and C S4S, as well as rough, finish, in 
1x6-inch and wider mixed cars, was $19, with 
B&better $22@26, and special widths $5 ex- 
tra. Lower grades held fairly well. No. 3 
flooring, 1x3- and 1x4-inch, is $5@6, with $8 
occasionally asked. No. 2 flooring, 1x3- and 
1x4-inch, is $10@12. No. 3 common S4S, 1x6- 


inch and wider, is $7, with orders for one 
width quoted $7.50@8. The slowest No. 3 


common item is 1x12-inch, which touched $7 
for the first time in twenty years. Ceiling, 
5¢x4-inch, No. 3 remained $4.50@5; No. 2, 
$9@11; No. 1, $15@17; B&better, $17@19. Par- 
tition, %x3%4-inch, machine run, sold for $1 
over 1x4-inch flooring. Drop siding, in pat- 
terns other than 116, sold at $6 for No. 3, 
$13 for No. 2, $18 for No. 1, and $21 for 
B&better. Moldings touched a new low level 
at 75 percent discount on $2 and under, and 
65 percent on $2.25 and over. All casing and 
base were selling on board measure basis. 
Heart timbers, suitable for heavy construc- 
tion and railroad work, advanced $4 or $5 a 
thousand within the last month. Calls have 
been largely for longleaf dense structural, or 
85 percent heart on four faces, entire length 


(Continued on Page 88) 


























Stock “BUDE QUALITY” 
Lumber and Increase 
Your Sales 


“Bude Quality” is the kind of lumber that 
builds business for lumber dealers. Its soft, 
even, velvety texture—which means easy 
sawing and planing— its straight edges, 
square ends and smooth surfacing make it a 
great favorite with carpenters. Painters like 
it because it readily takes all paint and stain. 
Its economy, attractiveness and lasting quali- 
ties appeal to builders. And it is these fac- 
tors which make “Bude Quality” lumber one 
of the best selling brands you can stock. 


Let us quote you now on a mixed car of 
finish, casing, siding, ceiling, base, molding, 
dimension or timber. At the same time, ask 
for complete information regarding our good 
stocks of short length lumber. 


Grade Marked—Trade Marked 
Specie Marked 


Homochitto Lumber Co. 


BROOKHAVEN, MISS. 


Eastern Sales Offices 
Scranton, Pa. 


SOUTHERN HARDWOODS 


We have a separate hardwood plant 
at Bude, Miss., in which we are 4 
manufacturing Poplar,Redand 4% 
Sap Gum, Cypress, Red and 4 
White plain and quar- 


tered Oak, Ash, | 
Beech; Hickory, Soft Wz 

) “NEWMAN” 
Original Growth 


Maple, plain and 
Longleaf Products 
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Also 
Selling 


quartered Tu- 4 


pelo and Syc- 
amore. 
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How’s Your Business? 





“Lange Reliable Glass Edger”’ 


Perhaps it needs some new “‘friend- 
maker’ and “‘business-getter’” such 
as we have furnished many Lumber 
Dealers, who find that edge work 
on glass is so generally in demand 
that the customers this service at- 
tracts LEADS TO OTHER SALES! 
Don't pass up this opportunity— 
investigate our complete line of low- 


priced LANGE GLASS EDGERS. 
Write for Our Catalog Today. 


Henry G. Lange Machine Works 


Manufacturers of all types of 
glass grinding machinery. 


166 N. May St. CHICAGO, ILL. 











YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 


























A Real Sales Help 
For Lumbermen 






Hundreds of 
new buyers 
are listed in 


the Red Book and 
many others are announced by us 
TWICE a week as they start in busi- 
ness. Red Book credit ratings and re- 
ports are recognized by lumbermen as 
the most reliable. 


Ask for Pamphlet No. 49-S and rates, 
also the details of the 60 day FREE 
Trial offer. 


Our Collection Department has had 
many years of experience collecting 
lumbermen’s accounts and will be glad 
to assist you. 


LUMBERMEN’S CREDIT 
ASSOCIATION 


Executive Offices 
608 South Dearborn St., Chicago, Ill. 
Eastern Headquarters 


99 Wall Street, New York City 




















Frank C. Reed, of the Simpson Logging Co., 
Seattle, Wash., has been elected a trustee of 
the Washington Forest Fire Association, suc- 
ceeding Thomas Bordeaux. 


Z. K.Thomas, of Warren, Ark., manager of 
the Southern Lumber Co., has been appointed a 
director of the Southern Pine Association, for 
Arkansas, by Pres. C. C. Sheppard, of Clarks, 
La, 


The Emerald Lumber Co., of Cincinnati, 
Ohio, has moved its wholesale offices from the 
Blymyer Building to the yard and warehouses 
which it recently established in Norwood 
Heights. 


William H. Abel, of the Pruyn Lumber & 
Supply Co., Mechanicville, N. Y., is on an ex- 
tensive tour of West Coast and Inland Empire 
mills. He came from the East by way of the 
Panama Canal. 


Pen Rubenstein, of London, England, who has 
been spending several months in this country 
and who recently visited at the offices of Mow- 
bray & Robinson, in Cincinnati, Ohio, has re- 
turned home. 


H. S. Murphy, of Tacoma, Wash., traffic man- 
ager of the Pacific Mutual Door Co., was 
elected president of the Transportation Club of 
Tacoma at its annual meeting Feb. 27, and 
George S. Long, jr., of the Weyerhaeuser Tim- 
ber Co., was elected second vice president. 


Will A. Cavin, of the Cavin Lumber Yard 
Associated, Sturgis, Mich., accompanied }y | 


Mrs. Cavin was in Chicago on Monday of lay § 
week, en route home after a stay of some week 
at Phoenix, Ariz. 


A. H. Bankston, of Boston, Mass., expor 
manager of the Atlantic Lumber Co., is on, 
three-months business tour of Europe. He ex. 
pects to visit customers in Spain, Italy, France 
Belgium, Holland, and the United Kingdom, ° 


Mr. and Mrs. Harlow E. Bundy, of Tacom, 
Wash., celebrated their golden wedding anniver. 
sary at San Francisco, Calif., Feb. 28. Before 
his recent retirement from business Mr. Bundy 
was prominent in the lumber industry at Ta. 
coma. 


C. B. Baxter, of Kansas City, Mo., president § 
of the C. B. Baxter Lumber Co., suffere © 
severe bruises and lacerations recently in ap 
automobile collision at a downtown intersection, 
and Mrs. Baxter, who was riding with him, 
also was bruised. After treatment at a hos 
pital they were removed to their home. : 


A. Fletcher Marsh, of Chicago, vice president 
of the Marsh & Truman Lumber Co., when tell- } 
ing the AMERICAN LUMBERMAN about young §f 
A. Fletcher Marsh, jr., who first met his par- 
ents on Feb. 29, said that the young man is § 
sure to be a lumberman by the time he attains 
his fifth or sixth birthday. “You don’t think, | 





A New Hardwood Construction Grade? 


The National Hardwood Lumber Association 
will hold its 1932 annual convention at the 
Peabody Hotel in Memphis, Tenn., Sept. 29-30, 
the directors decided at their regular mid-year 
meeting at the association headquarters in Chi- 
cago Mar. 4. Seventeen of the directors were 
present, and it was noticeable that they were 
in a much more cheerful frame of mind than 
at the last gathering of this group. They _re- 
ported that, although volume is still distress- 
fully low, yet they have been able to detect a 
little pick-up in trade. (This has been reflected 
in the association’s inspection service, since the 
meeting, for the inspection volume is picking 
up, Secretary-treasurer L. S. Beale has an- 
nounced—picking up a little.) They found the 
organization in sound financial condition, despite 
the drain which maintenance of the geographical 
distribution of inspection service causes, but 
it is believed that this distribution is absolutely 
necessary, and it will be continued. 

At the convention, probably the most impor- 
tant subject for consideration will be the cre- 
ation of a new grade, for the purpose of putting 
hardwood timbers on a competing parity with 
softwood timbers for construction uses. Both 
home building and highway construction needs 
are the basis of this decision of the directors. 
There is a construction grade for box cars 
and for railroad trestles, and similar uses, but 
such timbers are “too good”—that is, too ex- 
pensive—for home or highway construction. 
The “next best” grade, however, is not good 
enough for such use. Because there is no grade 
especially designed to fit the needs of the con- 
tractor who is building a house or a store 
building, or has highway construction work, the 
hardwood timbers, when used at all, must be 
“hand picked” from other grades, choosing the 
timbers not so much for the number of knats 
as for the location of knots, because engineers 
have established the fact that knots in the upper 
part of a beam do not materially affect its 
strength or rigidity; this hand picking can be 


done, but it is expensive, and so the hardwood & 
timbers have not been able to compete with the B 
softwoods, which have grades manufactured 
by the mills for this purpose. 

The proposed grade will utilize the heart of 
the log. Now, because there is no construction 
grade that will utilize it in timber form, this | 
part of the log is cut into boards, and the } 
large number of knots puts the boards into No. § 
3 common, or other grades in which there d 

Ly 





a ts 


a large surplus and a large loss. The idea is 
to create a grade which, by restricting the 
location of defects, will enable the manufacturer 
to guarantee minimum stress values, thus util- 
izing for this construction purpose good hard- 
wood that otherwise must be cut into low grade 
boards. 

As recommended at the 1931 convention in | 
Chicago, Chairman George C. Ehemann and J 
the Inspection Rules committee will make rec- 
ommendations for the improvement of the sales 
code, which has some weaknesses. There was 
lively interest in this subject last September, 
and the committee has been giving the matter 
careful consideration. This committee also will 
make some recommendations for corrections 0! 
minor flaws in the new grading rules, which, as 
everybody expected, of course have developed 
since the rules became effective Jan. 1. Any 
such consideration will not change the meaning 
or intent of any rule, but, as Mr. Beale ex 
plained to the AMERICAN LUMBERMAN, “will 
be confined to clarifying such obscure features 
as have been called to our attention” in the § 
practical application of the rules. ann 

The new standards, by the way, are being 
very well received by both producers and com- 
sumers, the secretary said. In January about 
60 percent of the inspections were conduct 
under the new rules, a large part of the re 
maining 40 percent being due to contracts made 
prior to Jan. 1. 


— 
PS RE 





the new rules. 


In February, 80 percent of the § 
association inspections were conducted under 9 
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then,” he was asked, “that the lumber industry 
;; overcrowded?” His reply was emphatic: 
“No Sir! There is always room for a good 
jumberman. And he will sell, too—he won't 
give his lumber away.” 


John Serena, manager of the John W. Rose 
Lumber Co.’s yard in the west end of Cincin- 
nati, Ohio, until terminal developments forced 
the Tazewell, Va., firm to abandon that yard, 
has gone into the commission lumber business, 
with his headquarters at his home in North 
Cumminsville. He represents a number of West 
Virginia mills in the Cincinnati territory. 


“A farmer tells us that the price of eggs is 
so low that his hens, instead of cackling when 
they lay one, blush. We blush for our present 
prices on good ties.” This is the message con- 
tained on the blotter being sent out to its trade 
by Gillis & Co., of Chicago, and it seems to 
indicate that tie prices are about as low now 
as they are apt to be at any time. 


R. W. Cole, of Louisville, Ky., expects to 
move to Norfolk, Va., about April 10 or 15, to 
be treasurer of the Atlantic Veneer Co., which 
has been organized for the purpose of specializ- 
ing in Australian walnut and other oriental 
woods. The company’s building has been prac- 
tically completed, and already the machinery of 
the 8-foot band mill and veneer plant is being 
set. Mr. Cole has been secretary-treasurer of 
the Mutual Lumber Co., of Louisville, but this 
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company has not operated since the death of its 
president, Joe Gross, of Indianapolis, Ind., a 
year and a half ago. Most of the stock has 
been liquidated, to wind up the estate. 


An AMERICAN LUMBERMAN photograph, 
showing a couple of burly axemen dwarfed by 
the great hickory trees they are about to at- 
tack, in southern Missouri, was utilized to good 
advantage by the Credit Clearing House Ad- 
justment Corporation in a clever new circular 
which informs readers that “Our adjusters lead 
many a difficult account out of the woods,” and, 
on inside pages, describes how well this is done. 


Two new products were demonstrated at a 
meeting of the Masonite Corporation for sales 
representatives covering the middle West and 
southern States, held March 5 at the New Bis- 
marck Hotel. This meeting, which lasted all 
day, was the third of a series of similar gather- 
ings. The men were addressed by J. P. Gillies, 
general manager, and H. B. Watkins, adver- 
tising manager, who explained the plan to de- 
velop these two new products in the territory. 


The Hill-Behan Lumber Co., of Chicago, is 
receiving many compliments upon its unusually 
attractive and complete catalog and price list 
recently distributed particularly among the in- 
dustrial trade. This catalog was styled “Indus- 
trial Issue Suwanee River Lumber Products,” 
and is profusely illustrated with scenes at the 
operations of the Putnam Lumber Co., Sham- 





Talking Business in Chicago 


Last Monday, for the first time in several 
months, every chair around the long table in 
the private dining room at the Boston Oyster 
House, where the Chicago Wholesale Lumber 
Association meets, was full of lumberman or 
near-lumberman. That is to say, the only 
three present who are not actually engaged in 
selling lumber were L. S. Beale, secretary- 
treasurer of the National Hardwood Lumber 
Association, L. C. Risberg, of the Lumbermen’s 
Blue Book, and an AMERICAN LUMBERMAN rep- 
resentative, which, in all three cases and for 
all practical purposes, is so near to being a 
“board peddler” that it doesn’t matter. 

As has been mentioned previously in these 
columns, if there is in the Chicago area any 
instance of tough luck on the part of a lum- 
ber salesman, or lumber (particularly hard- 
wood) prices hitting the toboggan, or orders 
being canceled, some member of this organiza- 
tion is reasonably sure to know about it, and 
the chances are at least even that he will tell 
what he knows—all except the name. As a 
general thing they are a conservative, rather 
than a sensationally optimistic, lot of men; they 
have to be, for they are each others’ competi- 
tors. On this particular occasion, they buoyed 
up their collective spirits by recounting such 
happenings of the week as the lumberman who 
got panicky and cut his price $10 below what 
everybody else was offering the stock for, and 
of the buyer who sent an order by mail and 
then sent a wire cancellation that arrived be- 
tore the order did, and of the northern manu- 
facturers who are offering their birch at prices 
even lower than red oak, and a few other stor- 
les of like nature, and still other stories of an 
entirely different nature. It was the “old gang” 
i action once more, gloomily happy and po- 
litely obscene. 


_ When Pres. E. A. Thornton, of Elks Parade 
lame, started the business roll-call it developed 
that most of the wholesalers and commission 
men (this organization is composed of both 
hardwood and softwood operators) have been 
getting a somewhat heavier volume of inquiries 
lately, some of them for large orders, though 
In most cases the actual orders have not in- 
Creased any. To be brutally frank, prices have 
In some cases gone even lower, and the volume 
of sales has been so low as to put an almost 
“hunted” look at times into the eyes of some 
of the lumbermen. As George F. Kerns said, 


the tightness of credit has much to do with the 
difficulty; he mentioned as an illustration the 
situation of the mill man whose stock of a sal- 
able item is low but who can not get the financ- 
ing necessary to replenish that stock, because 
the banker looks askance at the large pile of 
unsold lumber already in pile. 

Mr. Beale, who next was called upon, said 
that the easing of credit made possible by the 
Reconstruction Finance Corporation is expected 
to relieve this situation to a certain extent, and 
the industry as a whole is looking to it with 
hope as a means of salvation from the deadly 
business quiet of recent and present months. 
In fact, he added, some banks already are in 
a position to extend more liberal terms, because 
of this Government organization; the problem 
now is to get them to pass the easier credit 
along to such commercial enterprises as lumber 


interests represent. Concerning the size of 
stocks at the mills, Mr. Beale, who in recent 
months has visited many of the producing 


areas, ventured the opinion that the salable 
stocks are not nearly so large as they appear 
to be, or as they are carried on the mill inven- 
tories, for when the time comes to ship some 
of this lumber, it will be found to have been 
so long in pile that it is seriously degraded or 
even cull. His association’s inspection volume, 
which dropped to record low marks in Janu- 
ary and February, is increasing in March, and 
the secretary pointed out that this inspection 
volume, by actual comparison, figure for figure, 
percent for percent, averages about the same 
comparative volume as the week’s car loadings 
of forest products as reported by the American 
Railway Association. 

The bank credit situation so impressed the 
men that with one accord they instructed‘ Mr. 
Thornton and J. A. Gorman to draw up a 
resolution urging immediate action by the banks, 
and this resolution was adopted. It reads: 

WHEREAS: Our National Government has re- 
cently made additional credit available to the 
sound banking and financial interests of the 
country; and 

WHEREAS: The said banks are now in posi- 
tion to extend credit to sound manufacturing 
and/or merchandising corporations or individ- 
uals; be it therefore 

Resolved, that we recommend a policy of rea- 
sonably liberal loans to corporations and/or 
individuals whose character and statement of 
fact regarding their business would justify the 
accommodation sought. 
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rock, Fla., manufacturers of Suwanee River 
cypress and yellow pine. These were reproduc- 
tions of illustrations published in the AMERICAN 
LUMBERMAN. The catalog is complete in every 


respect and stresses throughout guaranteed, 
trade-marked, quality products. 
Murat H. Davidson, of Cincinnati, Ohio, 


managing director of the M. B. Farrin Lumber 
Co., returning recently from a swing about. the 
eastern and central States reported a greatly 
increased interest in Appalachian hardwoods, and 
said that both wholesalers and retailers are just 
as eager to pay better prices for lumber as he 
is to accept them, and anxiously await the re- 
turn of better times which will make this pos- 
sible. 


Structural panels consisting of insulating 
board, building board or plywood covered on 
one or oth (usually both) faces with steel or 
other metals, the core and facing materials 
varying according to the uses to which the 
panels are to be put, are described in a well- 
illustrated catalog of “Ferroclad” panels just 
issued by the Truscon Steel Co., of Youngs- 
town, Ohio. It describes the panels and the 
various construction and other uses to which 
it may be put, recommending the product for 
wall construction because of its compactness, 
strength and insulating qualities. 


O. H. Campbell, of Bogalusa, La., assistant 
sales manager of the Great Southern Lumber 
Co., who recently spent three weeks visiting 
lumber distribution centers of the East and 
middle West, returned home to report that 
though competition is keener than ever, there is 
some slight improvement in the market. That 
this improvement is so slight as to be hardly 
noticeable is a disappointment to Charles W. 
Goodyear, of Buffalo, N. Y., treasurer of the 
company who is on a visit to the plant for a 
few days, and who indicated that he had ex- 
pected a decidedly improved condition by this 
time; he feels sure that the change for the bet- 
ter can not be delayed much longer, in view of 
the lack of building activity in the past and the 
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smallness of lumber stocks at the present. In 
the meantime, Col. D. T. Cushing, vice president 
and general manager, has announced that Great 
Southern will add 25 percent to all donations 
for Bogalusa’s unemployment relief fund which 
are collected from other sources. 


J. G. Wallace, of Minneapolis, one of the 
executives of the Dalkena Lumber Co., Dal- 
kena, Wash., was a Chicago visitor during the 
current week. He has spent considerable time 
during the last few months in the West, having 
attended the recent annual convention of the 
Western Pine Association in Portland, Ore. Mr. 
Wallace has been active in every movement look- 
ing toward a development of complete co-opera- 
tion between the lumber producers in the In- 
land Empire and on the West Coast, and while 
business continues on a low ebb, he is hopeful 
of a decided change for the better within the 
next few months. ~ 


Congressman Ralph A. Horr, who represents 
the first district of Washington (Seattle) in 
Congress, was in Chicago recently to address 
a large delegation of Republican business men 
at the Blackstone Hotel. This meeting was in 
the interest of securing the insertion of a wet 
plank in the Republican platform at the con- 
vention to be held in Chicago next summer. Mr. 
Horr, who is much sought after as a speaker 
on this subject, and who is said to have made 
a very good presentation of his views, is well 
acquainted with the lumber business, having 
worked in a lumber yard at Kent, Wash. 


M. L. Fieishel, president, Putnam Lumber 
Co., Shamrock, Fla., and Jack O’Brien, of St. 
Paul, Minn., vice president of the company, 
were in Chicago this week on an important 
business mission. After a conference in Chi- 
cago, they went to St. Paul for a meeting of 
the directors of the company. From there Mr. 
Fleishel expected to go to St. Louis and thence 
to New Orleans for the annual convention of 
the Southern Pine Association, of which he is 
a vice president. Mr. Fleishel’s many friends 
throughout the industry will be glad to know 
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that he has made a practically complete regoy. 
ery from the injuries sustained by him ig a 
recent automobile accident. As a result of the 
overturning of his car while driving from Sham. 
rock to Jacksonville, he sustained injuries that 
kept him confined to his bed for two weeks 
“the first time in my life that I had to stay ig 
bed as long as two weeks at a time,” said Mr 
Fleishel, commenting on this unusual experi. 
ence. With him in the car at the time of the 
accident was Thomas J. Aycock, who was even 
more seriously injured than was Mr. Fileishe| 
but is making a rapid recovery. 


C. W. Kempter, sales manager of the Clover 
Valley Lumber Co., Loyalton, Calif., was ip 
Chicago recently on his way back to the Coast 
after an extended tour of eastern and middle 
western territory. Mr. Kempter has been mak. 
ing a close study of the situation as he has 
found it in his contacts with lumber buyers, and 
he is returning to his headquarters convinced 
that there is a strong market in the making and 
that the stage is pretty well set for the begin- 
ning of an active buying movement. Although 
on this trip he has heard many hard luck stories 
and has seen some distressful conditions, Mr, 
Kempter has lost none of his optimism and cer- 
tainly none of his aggressiveness as salesman of 
a product in which. he implicitly believes. The 
superior quality and excellent manufacture of 
Clover Valley California white pine, he believes, 
should create enthusiasm in the mind not only 
of the salesman but of the dealer who dis- 
tributes the product and the final consumer who 
knows that when he buys that product he is 
buying satisfaction. After leaving Chicago, Mr. 
Kempter expected to stop over in Kansas City 
and then go direct to his headquarters in Loyal- 
ton, Calif. 





Shows Confidence in Future by 
Enlarging Organization 


Walter B. Vanlandingham, of the Vanland- 


ingham-Cook Lumber Co., Chicago, returned 
last week from a tour of the lumber producing 
regions of Alabama and Mississippi. He was 
gone two weeks and traveled 2,800 miles. “I 
was surprised,” he told the AMERICAN LuM- 
BERMAN, “to find so many of the little mill 
operators completely out of business, and also 
a’ number of the large operators either shut 
down or cut out entirely.” 


With these, and the floods that have been | 


holding production practically at a standstill 
in many parts of the South, both serving’* to 
cut down the stocks at the mills, the Chicagoan 
could hardly think otherwise than that there is 
sure to be an upswing in prices, even at the 
preserit volume, before very long, and a pick-up 


of lumber sold may be expected with the antici- F 


pated resumption of building which good 


weather will usher in. 


“We are so confident that business is im- | 


proving,” he said, “that we are enlarging out 
organization. A. J. Barker, who has been in 
the commission lumber business in Chicago for 
years, is now handling our sales of West Coast 
and northern woods. We are adding another 


stenographer, too, and we feel that business § 


will be much better within the next two 
months.” 
Mr. Barker formerly operated the Associated 


Lumber Companies, in the Association Building. 





Celebrate Tin Wedding 


Benp, Orecon, March 12.—Wednesday, March 
2, marked the tenth wedding anniversary of 
Mr. and Mrs. Tracy Fairchild. Tracy is the 
popular sales manager of the Brooks-Scanlon 
Lumber Co. here, and he and Mrs. Fairchild 
were entertained with a dinner party in celebra- 
tion of the event by H. K. Brooks, vice presi 
dent and general manager of Brooks-Scanlon 
Lumber Co. ; 

Covers were laid for fourteen at Mr. Brooks 
home where Mr. and Mrs. Fairchild were recip- 
ients of congratulations and many handsome 
gifts. 
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No New Association of Box Manu- 
facturers 


R. H. Morehouse, executive secretary of the 
National Association of Wooden Box Manufac- 
turers, returned last week from San Francisco, 
where, on Feb, 25 and 26, he attended a meet- 
ing of the Pacific Coast division of his associa- 
tion. A brief report of this meeting was pub- 
lished in the March 5 issue of the AMERICAN 
LUMBERMAN, under the heading “Western Box 
Men to Form New Association.” Commenting 
on this, Mr. Morehouse expressed some concern 
lest this report might lead manufacturers to be- 
lieve that a new box organization or associa- 
tion is being formed to duplicate the activities 
now being carried on by the National Associa- 
tion of Wooden Box Manufacturers. Mr. 
Morehouse said: 

“At the San l'rancisco meeting it was unani- 
mously recommended that the Western Pine 
Association lend its support to the establish- 
ment and maintenance of a branch office of the 
National Association of Wooden Box Manufac- 
turers, to be located probably in Portland and 
to serve pine, spruce and hemlock box, shook 
and crate manufacturers in the Pacific North- 
west and Inland Empire, such office to be under 
the direction of the general office in Chicago 
and to operate in a manner similar to our San 
Francisco office under the management of A. H. 
Gordon, now serving pine, spruce and hemlock 
box manufacturers in southern Oregon and 
California, and known as the Pacific Coast divi- 
sion of the National Association of Wooden 
30x Manufacturers. 

“Tf we receive sufficient support to install an 
ofice in Portland, it probably will be known as 
the Northwest Pacific Coast division of the Na- 
tional Association of Wooden Box Manufac- 
turers. The executive committee of the Pacific 
Coast division of this association now has this 
matter in hand and plans to meet with the 
wooden box committee of the Western Pine As- 
sociation in the near future, to work out with it 
details for the establishment of such an office.” 





Will Move to Minneapolis 


Benp, OrEGoN, March 12.—Frank Prince, the 
energetic and popular editor of Shevlin Pine 
News of this city, following the March pub- 
lication of his paper expects to move with his 
family back to Minneapolis. The formation of 
the Shevlin Pine Sales Corporation, with its 
headquarters in Minneapolis, and consequent 
changes in the sales organization policies, has 
resulted in establishing the headquarters of the 
company’s publication in Minneapolis instead 
of in Bend. 

_ The Princes are being entertained by their 
friends, and will be greatly missed in the social 
life of Bend. 





Month's Trade Troubles About on 
Level for 1931 and 1932 


Business difficulties reported to the Lumber- 
mens Blue Book during February were about 
on a par with those reported for February, 1931, 
according to an announcement from the organi- 
zation’s headquarters in Chicago, and they do 
not match the inordinate increases in January 
comparisons. If anything, they were a bit 
lower this year, for February, as these figures, 
for 1931 and 1932, respectively, indicate : 

Bankruptcies, 23 and 22; receiverships, 21 
and 20; assignments, 2 and 2; creditors’ com- 
mittees appointed, 7 and 6; extensions, 2 and 
°; Composition settlements, 0 and 1. 

There was a drop of 21 percent in requests 
for special credit reports, though it is observed 
this may have been due to large credit depart- 
ments delaying annual revision of credit files. 
Claims placed for collection increased in num- 
Cr 52 percent, but the average amount 
dropped 20 percent. (In January the number 
of claims increased 100 percent over those of 
January, 1931, and the average amount was 
50 percent greater.) 
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4 Resale Value— 


how many lumber dealers stress that point 





enough? When a man builds, his eyes are all on 


the present and when he sells, they are all on 






the past, with KE 


the present, SE® CEDAR/SIDING S| your man 


KEYSTONE RED CEDAR SIDING 
\2/ and sharpen his eye to the future. 
For there he has a "Smooth as a kit- 


ten's ear’ surface that puts a house in the 


NE the buyers’ on 


beauty class and starts it well on the way to 
durability. Carpenters do their best with KEY- 
STONE RED CEDAR SIDING—perfect mitres, 


tight joints. Painters 

vial KEYSTONE 
have limitless possi- REO GEDAR /SIDING 
bilities with it. Character grows out 


of it. Youth stays close to it. Your customer 






can readily grasp all these points — beauty, 


weather-resistance, long life —so bear down 


on them and sell him on the resale 
\4] value. To do that means to sell him 
quality in other lines — interior trim, 


flooring, and millwork. Remember KEYSTONE 








Hammond Cedar Co., Ltd. 


New Westminster, B. C. 
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THIS WEEK’S LUMBER PRIC 


SOUTHERN PINE 


side mills have reported the 








following 

















Re 


East and west t i average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber ky. 
change, New Orleans, sine y sales ——. : — March 7-12, but where prices for this period were not available, prices for the month t 
date have been inserted an istinguishe y asterisk: ? ) 
West East West East West East West East West East West East 
Side 2 ~ Panties —_ Side iene we Side Side Side Side Side Sig 
Plooring, Standar a on, ard ugh Fini No. 2 Shiplap and No. 1 Shortleaf No. 1 Lon 
1 ° ° gleaf 
Lengths ‘ ee 10-20 Boards, Std. Lgth. 2x4” Dimension Dimension 
1x3” rift— 4x B&better— Shortleaf— 2 8 , 5 2x4” 
eee B&better.. 21.70 21.00 Inch thick— —..... sane itseue @ "-* Tae isdeies & 26... 2482 @ 
Shortleaf.. 47.41 50.00|Drop_ Siding, Standard 5&6/4 thick— 1x10” .... 13.62 12.12}, ¢0°°°*"* — adits 16.80 br 
Longleaf $5.84 ria 1x6” a reteuy *27.75 7 oat od Longleaf— 12 & 14’ 13.28 12.31 }2x6” + 
a : No. ae S weeeen 22.10 4 ” 2 3 ry 7 ‘e 
le Oe B&better.. 22.13 a - sons +22 26.00) i610” pects 137 13°81 en eeees 14.11 12.00)12 & 14”.. 13.25 144 
SMOTUERE.. SE.5B 200s Te 8 oc 20.37 a. deanna 34.50 38.75 )°° — ; He cccenes 13.50 *145; 
1x3” flat Assorted patterns— 4-8" woeeee 38.95 °35.94] ae o meands, 1n28” |22, © 14’-- 14-08 12.83 loxge 
grain— B&better.. 24.50 22.35 /5&10 *43.00 °43.00| “" Standard Length Sats oecens 14.99 11.93 45> @ 14°.. 14.12 183; 
B&better. 22.77 SE.SOINC. Lececse 21.22 19.29 o eee5nee hd ve. eae 16.3 = 
- . > ‘ : Shortleaf.. 15.39 12.82!,9, 56 F = ' ee 
No. 20.49 19.50 . 1 Fister Lath Casing & Base 10-20 |ioncicaf.. 16.75 22.58!13) "7°" yr etd og 
No. 2...., 12.23 12.25 ax a _ | B&better, | sete 19.41 *15.00|12’ ....... eeee 223 
Ix4” rift— No. 1...4. 2.46 227l1x4 & 6”.. 31.19 33.00] Car Siding, Lining |5,39" °°" , "ine <...... S008 
eee acme ee oe and Roofing 12 & 14°.. 21.09 °16,50/2x12"7  — 
Shortleaf.. 45.25 49.17 Surfaced Pinish, Casing, Base & Jamb [pepetter 12 & 14 21.09 *16.50 | x : 
N 1 10-20’ 10-20’ ix4” 9° 20.91 21.00 ce vséteeae 20.84 18.501!12 & 14 26.33 BP. 
No. 1— - > Poco Beet 21. oF : 
Shortleaf.. 38.53 _.... |B&better B&better, 9 lix4” 10’.. 18.50 ....]| Mo 2 Shortleaf 16 eee =5.09 368 
ie Besces .. 27,90 [Inch thick— a ~-+++ 32.91 32.04) 1x6” 9’... 20.00 Dimension 
at den  eneeve 26.65 25.21 x5&10” .. 37.36 37.41 a ae 2x4” No. 2 Longleaf 
grain— ) EE a 26.67 25.22) Mo, 1 Pencing and 1x6” 8’... 13.75 12 & 14’.. 13.13 12.03 Dimension 
Bee sass P [ee 28.58 26 50 Boards, 10-20’ 1x6” 16&18’ 19.58 oe tamen en 13.98 12.50 |2x4” 
caer. See teetnse *°o** can Shas 1x1"... 21.35 20.75] 1x6" 10820" 18.00 2x6” 12 & 14.. 14.06 12.9 
: ye ore Ly tl ey wrens 7 a bowed 19.83 20.84 12 & 14’ 10.52 OS 45) ia 17.00 13.44 
MB Beeves tilmais | vay | A thick ag og [ixtyn cere 19.37 23.00 Timbers, 20’ & pital 11.25 9.60 logge 
Pp ae ‘ Zo - ” 99° @7 97 2¢e % eo ~ } 
Ceiling, Standard [51(” 53.19 47-25 |1x12” ft ok _ ,|12,& 14’.. 12.00 10.99 
Lengths 12" eee 9.71 55.75| on ep ongleaf— ; 12, & 14’.. 11.70 10.08 )i¢" ....... 11.00 11.15 
a No. 1 Shiplap, 10-20’ |8x8” & und. 18.06 2) ee 12.43 9.97 
%x4 _— 3x10-10x10” 20.93 19.65]2 ‘i ail 
B&better.. 17.00 Ingh thick— . ee”: wn kvixd 18.32 19.75 3219.12%12” 39°05 97°69 ey ie : g {12 & 14’.. 12 50 9.54 
ee 26.0 ae $x12-12x12" 32.05 27.62/19 @ 14’.. 13.23 10.50],%, ° oe oe 
MO. 3..++. cove WOOL] Go tt007° 23.20 19.00\M0. 2 Fencing, Stand- | shortleaf— pee sive tert ***e —— on 
% x4” — ; : | ee 23.50 20.00 ard Lengths 8x8” & und. 17.60 9.43 2x12” 2x10” 
pemetter. 13.0 18.09 10” eendev SEeee BOSE SEO” svtcs 10.85 10.81]3x10-10x10" 18.97 15.70 112 & 14’ 12.96 12.00/12 & 14’..*17.14 11.387 
O. 1..... 17.28 16.06 12” ...... 31.00 35.00 1x6”"&C.M. 12.24 12.35] 3x12-12x12” 21.54 16.75.16’ ....... 14.72 123.00 16° ...260% 15.00 § 
Prices f. b. Chicago, effectiv essere : [Special Telegram to AMERICAN LUMBERMAN] : 
air dried 5 Oe tee eee mw 4 [Special Telegram to AMERICAN LUMBERMAN] j 


D&M, shiplap, drop siding and ceiling: 
Inch— 


” 


6” 8” 10” 12” 
pander, 6-36". $45.00 $46. 00 $46.00 $56.00 $77.00 
No. 6-16". - 42.00 44.00 44.00 54.50 64.50 
No. 3° 8-16’... 37.00 37.00 36.00 36.75 47.00 
No. 3, 8-20’... 25.00 27.50 28.50 30.00 32.00 
No. 4, 4-20’. 21.00 23.00 24.00 24.00 25.00 

No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which may contain 20 percent of 4- to 
8- foot, is $22. 

5&6/4 4”"&wadr. 6&8” 10” 12” 
D&btr., 6-16’.....00. $66.00 368. 00 $71.00 $81.00 
Se: to  dccewene - 59.50 61.50 64.50 74.50 
a ” ” g” 0” ” 

No. - 2 -$43.00 $43.00 $42.00 $42.75 $53.00 
No. 3, 8-16’.. 31.00 33.50 34.50 36.00 38.00 
No. 4, 4-20’.. 25.00 27.00 28.00 28.00 29.00 


Specified ngths—In Dé&better and No. 1, 
add for 16-foot $5; for other lengths, includ- 
ing 18- and 20- foot, 


In No. 2, add for 18- 
and 12-foot, 12-inch, 
lengths, add $1. 

In No. 3, for 4-, 5- and 6-inch, 16-foot, add 
; for 10- and 12-inch, 10- and 12-foot, add $1. 
For 6-foot Nos. 1, 2 and 3, deduct $3 from 
prices of 8- to 16-foot. 

For 6-foot in Nos. 1, 2 and 3, deduct 
from prices of 8-16-foot. es 
Bevel siding, %-inch, odd lengths, 3- to 20- 

foot, but not over 20 percent shorter than 


10-foot. 
Dé&btr., 4-inch...$25.00 E., 4-inch...$17.00 
6-inch... 28.00 6-inch... 20.00 


Lath, spruce and pine, 4-foot; No. 50: 
2, ‘$5.45. a oot; No. 1, $6.50; No. 


WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., 
No 1 Hemlock Boards, S1S— 
Q° 


and 20-foot, 


$2; for 10- 
add $4; 


other specified 





prices: 


10,12&14’ 16’ 
DM gccudenbeone dune $19.50 $20.50 $21.50 
- vsadesnedeneabeds 23.00 24.00 25.50 
1x 8” 24.00 25.00 26.50 
Dn dadudetecewwenne 26.50 27.50 29.00 
EE chia «6nan > keane 27.50 28.50 30.00 
For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 
No. 1 Hemlock Demegaton, $181E— 
10° 12&14’ 16’ 
SS ae $24.50 $24.50 $24.50 $25.50 
me (akees 22.50 23.50 24.00 25.50 
8) rrr 23.50 24.50 24.50 25.50 
cae we oie 23.50 29.50 28.50 28.50 
DEE” sencasanens 23.50 30.00 29.00 29.50 
For No. 2 dimension, deduct $3.00 from price 
of No. 1. 





Portland, Ore., March 15.—F. 
fir, 


on actual sales of 
direct only, straight a 
by West Coast mills 
Bureau, were 


o. b. mill prices 
March 11, 12 and 14, 
nd mixed cars, reported 
to the Davis Statistical 


as follows: 


Vertical Grain Flooring 


B&B&btr. = dD 
Pe” cc csntacekonmee ee $23.50 $16.50 ee 
B&btr. Cc D 
SE oe ahen wae ke eee 28.50 ee 
Brame” escssseonvenvenees 23.75 
Plat Grain Ficcting 
Pe. -~cesaneeewneee we 15.00 3.50 
Se” swede oy wena 16.75 15. 50 
Mixed Grain Flooring 
SS ccaedevwnseeaaeee $10.00 
Ceiling 
O_o ers Te 16.00 12.50 
fae” ~zsrtedeovesavacnen 17.75 14.00 
‘ Drop Siding, 1x6” ‘ 
Oe) tkesdeeaee naan 17.75 15.50 10.50 
SES acantaneeeueawee aes 20.50 16.50 a 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x13” 
MRPOCOE cccseceesress $29.25 $32.75 $49.25 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1xi2° 
i Seen $13.50 $13.00 $12.75 $15.75 
| “eh Pree 7.50 8.50 7.75 7.00 
oh Bewkeeees 5.00 6.00 6.00 ee 
Dimension 
ty 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4”.$11.75 $11.75 $ $13.00 $14.00 $14.00. P er 
6”. 11.50 11.25 12.50 13.00 13.00 $15.7 5 gt 
8”, 11.50 11.50 12.75 12.50 et 15.50 16.2 
10”. 12.25 12.25 13.00 13.50 25 14.25 16. 50 
12”. 12.50 13.00 13.25 14.00 if 00 14.00 17.00 
2x4”, 8’, $11.50; 10’, $11.50; 2x6”, 10’, $11.00 
Random— 2x4” oe. 2x8” 2x10” 2x12” 
Gt SR $8.00 “ $7.50 ” 25 sa 15 
reer 5.00 38 ; 
No. 1 Common Bough and/or Sustaced ‘Ghubews 
SuS to 4213" tO BO’. cccvcccccccvcvevees $12.75 
Suk tp GSES” GO OF ccccccescccscneneses 12.75 
Pir Lath 
No. 1, 146%xX4’, ATY.. cece ere reeccevecees $2.75 





21 opportunities 


were offered to an 


advertiser who wanted a yard 





Portland, Ore., March 16.—Tollowing f. o. b 





mill prices on actual sales were reported to 
the Western Pine Association by meinbers dur 
ing the period March 8-14, imciusive Aver- 
ages include both direct and wholesale sales 
and are based on mixed car orders. Quota- 
tions follow: 
Ponderosa Pine 
5/4x6” 6/4x6" 
SeLtects S2 or 4S— 1x8” & war. & war. 
C select AL.......$36.16 $39.87 $35.43 
ee et ere 23.90 27.40 25.75 
wn 77 s2Ss— No. 1 No. 2 No. 3 
., ere $26.65 $20.35 $13.78 
6 . cxceeeeneaa ane 25.78 20.42 13.95 
CoMMONS S82 or 4S— No.1 No. 2 No. 3 
ix 3” ‘= ate er $29 +4 $17.63 $12.61 
SSSR" BA 600s 00:0 41 24.37 13,17 
No. 4 ComMOoN S2 or 4S RW Sr $8.19 
Idaho White Pine j 
5/4x4” 6/4x4" F 
SeLtects S2 or 4S— 1x8” &wadr. &war. | 
eS a | Se $36.37 $55.21 $55.11 
D gerect Als. .<2s% 29.52 41.12 42 26 § 
ComMons S82 or 4S— No.1 No. 2 No.3 | 
Sk a | Saar $30.00 $24.66 $14.91 
SEGn” Deihiwrcnck nn 72.90 33.92 20.49 
No. 4 Common S2 or 4S RW RL......... $10.5! 
Sugar Pine 
1x8” 5/4x8” 6 /4x8" 
Se.Lects S2 or 4S— &wdr. & wdr. & war 
C setect Alb. ..s02 $76.50 $66.50 ss 
ay / s2s— No. 1 No. 2 No. 3 
a usa ee dates $34.85 $27. 00 coat 
6 - cveceevsawates 34.11 26.12 Joan 
A occa oe es 43.83 28.87 $23.50 
Larch and Douglas Fir ; 
Mo. 1 Gimonsion B56" Als... ccceccscens $15.85 
No. 1 dimension 2x648" Als.....ccceces 15.49 
No. 3 common S2or4S 1x8” AlL........ 9.71 
Vertical grain flooring C&better 4” RL.. 22.59 





WEST COAST LOGS 


[Special Telegram to AMERICAN LUMBERMAN] 


Portland, Ore., March 12.—Log market quota 
tions: 





Fir, yellow: Ungraded, $11. 

Fir, red: Ungraded, $10@10.50. 

Hemlock: Ungraded, $8. 

Spruce: No. 1, $17; No. 2, $14; No. 3, $9. 
Everett, Wash. March 12.—List prices of 
logs: 

Fir: No. 1, $16; $12 3, $8. 
Cedar: Shingle Ran 20 ein ge od 108% 
20. 

Hemlock: No. 2, $9; No. 3, $8. 





March 19 


PH 


Philadel 
prices pre 
LONGLEAF 
B&better, 

droppin: 
LONGLEAF 
Rough, ™ 
6&8-inch 

$32.00 
Georeia A 
Tongued 
$17.00. 
KILN DRI 
Tongued | 
$22.50. 
NorTH CA 
10-inch 
NortH CA 

B&bett 
NorTH CA 

B&bette 
NorTH C: 

tel 
s48, 4-il 
2x3-ine 

10- to 


—_———__——— 


NO! 


Follow 
folk pri 
ended M 
Carolina 
Rough: 

Edge 
B&better 
me 2 . 
Box No. 
Box No. 


Edge Bé 
7, ae 
5/4x10” 
5/4x12” 
6/4” 
gark | 
B&bette 
Box 
Dressed 
Flooring 
B&bet 
No. 1 
No, 2 
B&bette 
Box ba 


Roof. ers 


Follo 


FIGURE! 
Qtd. 
Rep Gi 
Qtd. 

No 
No 
Pln. 





19$3 


4 Ex. 
ith ¢ 


East 
Side 
jaf 


15,9 
15.45 


14.3) 
*1438 


12.93 
13.44 & 


10.91 
11.75 


10.0 


Peeled 
ou 
Se 


iN] 

. 8 

ted to 

'S dur- 
Aver- 
sales 

U0 -a- 


>/4x6" © 
) 


& war. 
“ 35, 43 


5.75 


tA 
_ 
bos 
> 
— 
bal 





5 / 4x8" 
& war. 


20.49 
$10.5 | 
oe 
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philadelphia, Pa., March 14.—Following are St. Louis, Mo., March 14.—The following Seattle, Wash., March 12.—Following are 
prices preva tiling today in this market: cross tie prices prevail f. o. b. St. Louis: a ee i the or ae camtont a part 
" 7 r = th? carloa ots, f. o. b. mill, all prices being 
LONGLEAF $32,002" No. 1 common, $20.00; — 9 White Yntrentes | Anes based on four bundles to the square, and 
B&better, e394 00. pao art a Oak SapPine Pine shingles mixed with fir lumber being 10 cents 
droppinss, No 5, 7x9”, 8’, 9” face $1 10 $0 90 $1 15 higher than these prices: 
LONGLEAF YELLOW Pine TIMBERS, ne No. 4° 7x8”, 8" 8” face.. 1.00 "30 145 New Grades, Per Square 
Rough, merchantable, grade, water delivery— | ny," 3° 6x8’ 8” 8” face.. .90 ‘70 1.23 Washington- British 
6&8-inch 10-inch 12-inch 14-inch 16-inch | 47° 9° gy7qe" ey, 7” face 80 60 1.07 | Royals 24”— Oregon Columbia 
$32.00 $38.00 $47.00 $59.00 $61.00 | NiO’ 7° 6x6”! 8°’ 6” face.. :70 50 89 2 ee 2.53 2. 
quate Lan Dee re gine will Red oak A heart cypress ties, 10 cents less OM ixinisrncestonenss _— 180@1. ” 
Tongued ee ee ee than white oak; tupelo and gum cross ties, 1 Perfections, 18”, 5/24”— 
$14.0 ; cents less than white oak; sap cypress, 20 BO Eetacvewrceseceas 1.80@2.10 1.80@1.93 
KILN DRIED YELLOW PINE ROOFERS— ' cents less than white oak. Se Serres 1.10@1.35 1.15@1.20 
Tongued and grooved, standard, 6-inch width, Switch Bridge a RO) 8 A 1.00@1.10 85 
$22.50. Ties Plank TOPs 
NorTH CAROLINA PINE RouGH Box, No. 1— re MR ho pcbeekScamenenaen $34.00 $32.00 Ma, 1, RRB... oss 1.40@1.75 1.60@1.65 
10-inch $23.00. 12-inch, $24.00. eae re 31.00 een No. 2 or all clear.... 1.40@1.50 1.25@1.40 
NorTH CAROLINA PINE FINISH, Southern sap pine, untreated— = No. 2, 12” clear ..... 1.25@1.45 = 1.25 
Bebetter, PEG-WEM. 6 oss veers eceliwees $32.50 NO. Leese cece c cee eeceececes 25.00 No. 3, 10” clear or Ae 
P STEPPIN DENSE «sere ee eeeeeeeeeeeeeee 7.00 EE den wiiveneks .75@1.10 .90@1.00 
NonTH eee ore A goal h SaPPtNG, $49.50 Mo. 5, 3” CONF 2.000% .80@1.25 .85@1.00 
B&better, o 7 Chee eee eee reece ree e® » 7 ss i - ‘ 
. : 9 Dimensions, 5/2, 5x16”— 
NorTH CAROLINA PINE DIMENSION, No. 2 & bet- ae ’ , . = 
ices WEST COAST SPRUCE aE eeprdeonedinnedie 1.60@1.65 
149 ine scr 2x3-ine J- ) 517.50; ° 
a ~ pee $19.00. That ag chee [Special telegram to AMERICAN LUMBERMAN] 
10- to 16-foot, $20.50. Portland, Ore., March 16.—The following are W 
prices for mixed carlots prevailing today: ESTERN RED CEDAR 
Finish— Factory stock— Seattle, Wash., March 12.—Prices for red 
a $43.00 eae . .$17.00 cedar siding in mixed cars, new bundling, 8 to 
NORTH CAROLINA PINE 1x4—10" $5.00 bya 22TI. 21:00 | 18 foot, f. o. b. mill, are: 
: a Pe <saencwwe 22.00 Beveled Si -inch 
Following are typical average f. o. b. Nor- Bevel siding— |, ee ee 4.00 pores a “a” “R” 
folk prices received during the two weeks nia $19.00 10&12/4 ..... 28.00 | 4-inch ........ «e+ $20.00 $18.00 $15.00 
ended March 12, as reported by the North x6", later. 20.00 Lath .......... 3.00 | G-EmGM 2... ccccccces 24.00 20.00 17.00 
Carolina Pine Association: 1x6”, Vert.gr. 25.00 Green box 10.00@12.00 | 6-inch ..........+... 24.00 19.00 17.00 
Rough: Clear Bungalow Siding 
chet $30.25 , inch 4 Joct 
NS ERT OR TOOT Oe PTO Ce 30.25 einch ..... coccccccs ccccrcce ° . 
ye pS ee tener eh pees caw 22.00 ARKANSAS SOFT PINE y0-tneh 222220000 ss :2°48:00 "38.00 
OE OS ee en ar or eee ep 4.50 - . ee eereeeeeeeesee ° eee 
ne RU MR Pee OR Cr ele tae ee ae 3°00 Following are average sales prices, these eateeees 
; No.1 No. 2 f. o. b. mill figures being based on shortleaf Finish, B&better 
“a Ny aNO. NO.< | weights, obtained by Arkansas soft pine mills 82S or S48 
s&better No. I box box during the week ended March 12: or Rough 
lx 4” $31.10 all are sckeeenen sous ere +3 45.00 
ix 5” ...... . 31.15 nia cans Flooring ais ‘ana | aeeeprrerrrrerererrrrrrree nensnee Se 
1x 6” _....... 29.70 $22.85 $15.70 $13.10 1x x4 SE DONE cccccroawoneveene pesocoecs . aan 
oe 7" 33.75 : Edge grain—Bé&better........$ 50.00 $48.50 ae Rane ae wie Naereehienmsewe wiseee Se 
lem eee ry rat sar Flat grain—B&better........ 25.00 25.00 1x22&24” SPT eee ea er 105.00 
er P 32.90 3.40 15.65 14.05 No. 1 2 50 29 00 
1x10” ........ 39.30 28.30 16.85 14.60 a See eee ee ee 15.50 15.00 Ceiling or Wtecsing 
BRIS” ss ccus~ SEee 35.15 20.60 RE ee ee oe . Za SEE cxecces soteeatensurenss peinhe Heie $ 30.00 
Edge B&bette a serge _ = siesta Discount on Molding 
ryan 9975 »OSton partition, SeOCeens SEE ct cccnees 24.9 
e sec e eee teen renee were sete reser eeeees $32.75 | Drop siding B&better, 1x6”............ 2690 | Made from 1x4” and under............++- 64% 
2 > 3 | 45.10 : Mace from other sizes...... 4% 
Uh se ee 52.40 Finish and Moldings Additional discount for 10,000 feet or more 
6/4 teteeeee errr tree eee tees 38.10 | Finish, B&better, 1x5&10” ............. $40.00 tO CAP weeeeeeeeeees set eeeeeeees seeeeee 
sark Strips Finish, B&better, 5/4x5&10” ........... 56.00 Clear Lattice 5/16” 4 to 16 
B&better 4/4” $99 80 Case SHE DAME, TROIS «ooo ccccccvevieseds 40.00 100 lin. ft. 
Box 10.60 | Viscount on moldings, 1%” and under... 55% Se: iceacen san eemeaguns eoveaned covesence eae 
ae, BONE Snes oes pe Oey eee ee eee ste | gt Fee eee 45% | pene nen peat pempeoste .33 
Semen 21,” gr | 1M” ANd OVEF...-- ss eeereereeeeeeeee Spe orerseeeeresarenscoxstesenes saseee “Ge 
Flooring Wide Wider Boards and Shiplap eeee eeeeeee eee ee eee eeereeeee . 
B&better 12”... ee $27.10 3oards and shiplap, No. 1x8”........... $22.00 
No. 1 common i%”......... 23.85 24.05 Boards, No. 2, 1x12”, 10, 18&20”........ 18.00 
No. 2 common }3"......... 17.65 15.90 | Shiplap, No. 2, 1x8”........... sees eeees 14.50 MAPLE FLOORING 
B&better bar stri arti a 24.81 Dimension 
aang oe 2 a re db seinen wipes “— No. 1. 2x 6”. 14- and 16’ $18.00 Sales by Michigan and Wisconsin flooring 
: eee ee aes % Sn la = i” 14. a abe genie abies is'99 | mills of northern hard maple flooring as re- 
No. 2 3x19” 12- wee ee 28,00 ported to the Maple Flooring Manufacturers’ 
Roofers dressed N , & “” ‘2. ane  oelaebebiebieeeeesh 15.00 Association, averaged as follows f. o. b. cars 
ER CCE ee: $16.30 | “Xo ¢ ‘on19” 12 Pog Ried Sie eis d aiavbreien i309 | flooring mill basis during the week ended 
DMN Ae Sears wise Men decnomainen Caer 16.80 ae Me ee ee eh Stes Riel Hig es A March 12: 
DE? dre oaths pe ctbscrs esata hee ae ane k le 17.35 Lath First Second Third 
BES saad eid eked wibis ataac SNe ares a aren nee 21.10 Bem, Be as sin ks oh eoeacn ees $2.75 SEE. cS cae ean eens $47.11 $36.31 $21.75 
Following were average sales prices received for southern hardwoods during the week ended March 8, Chicago basis: 
. 4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FIGURED RED GuM— WHITE OAK— 
Qtd. PAS... .......-- 0. 103.25 0 beeen eee beeen eee ees Qtd. FAS...102.25 0 seeveeeeeeee Geieeeeeees sereteeee ees 
RED GumM— Me 25008 Cees... ivedvinsdveser ae SPS ehcaeewwen 
Qtd. FAS... 69.50 Ce  \ Sn bjex. 70.50 Pin. FAS. 75. 00@ 76.75 ee 
No. 1&sel. 40.00 j= § ........- e000” eee tawrnnen a 1&sel. 47.00 ss 6.75 8 wets asiennee soesneesnsee 
oi re er =e es See 
__, See I oo ek bie is aoe ue yet dd ee DOCS FFG Swe AR ecw Ke Senate Seoses €4545, CokReDS 
Sap GumM— RED OAK— wn 
Me VAS... SSO. -hkadncneees 40.00 45.50 Qtd. vor. 2 7.3 Cee Cee eT ee Ce ee ee 
No. 1&sel. 28.25@ 32.75 ............ 29 00@ 33.50 32.50@ 39.00 we wae ‘ reg Bena erekes PN Staal cea tee 
SL CiSkh Sekiaweneare: etKatranaees. Seeaegne ber 25.00@ 27.50 oe ** Title eee wins cig rg Reenter 
Pin. Box bds, Mains) BEE DEED O-£A 6 css CRE eer NEE eeNeee §=6(bkee ees ee 
13-17” We 8. achimeseaa Gisameeknmuson . Sennbpoutie TUPELO— 
| eee ceca  lpikmeinieik ace  cehneaieleeucarae Pln. No. 1 & 
MO, TOeek. 26008 S660 BOSE = = catddccocced “8Wecse meson "ae 25.00 25.75 Sse. ~--Beaetasceees 
No. 2.. 23.00 S36 £8 @ 8  aeeeen VA ey eee aN SS, += -arece WOUe sere _ te aremhialeon ead tans ete ointecata tars 
BLack Gum— Sorr ELmM— 
Qtd. No.1 & Pe no 20 ave ana. Sicaeacateie S| eee 
es waa a a Ae 8 prt creed de a Eee Se eee Saree Te eee re SS) rr rn 
Pln. No. 1 & ; Pe ei cshanecncate ) chweksae sores eee TU Get SS ewes 
Riess MR oe oan enewa _daiameekirenece Cotton woop— 
Be ee ane ER EIEN. Swale teen awie eee ES ES ree Ac re nt a Rr Ae PORES DORA tots cere “nes 
v0. < 22 75 SECRbeSR CORRES CORES OHOSORAS 8 £40. O Oe OOS eS No. 1&sel.. e 26.00 oe ReSCORESCES O88 C8 C2BECROR ORS Cee eH CRE ORES 
PoPLaR— B. Seexse a 6060C*«=*“=:*C eS: Seaeieaen Saaemenn 
| ORM ort tee cre eRe yo eer ray PPT WN MAGNOLIA— 
No. Re es ena cugueicieen) Teaiak oolneaee 6. ee | ee ee i 
No. 2-A.. 27.00@ 29.00 30.25 See) OS eee e ene De See SE 0 i(i(‘“‘CK SRG, GceeoTa Abe Taare eee 
ae. ee ea ee. dein aioe ee PE, ete hen SvavexGarsake ees aweeoems 22.00 
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NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b., Wausau, Wis.; 


_ FAS Sel. No.1 No.2 No.3 

Sla.cees $47-49 $37-39 $28-29 $20-21 $15-16 
OC) err 55-57 15-47 33-35 22-23 165-16 
|) er 60-62 50-52 38-40 25-26 15-16 
See 70-72 60-62 43-45 28-30 15-16 
BircH— 

7, 50-52 35-37 25-26 19-21 14-15 
OS 53-55 38-40 28-30 21-22 15-16 
"fs Petre 58-60 43-45 34-36 23-24 14-15 
| | =e 65-67 50-52 40-42 30-32 14-15 
7, eee 73-75 58-60 53-55 45-47 — 
Ag ae 78-80 63-65 58-60 50-52 
CO) 128-133 113-118 98-103 awe 
|, 7—-ee 43-44 33-34 23-24 17-18 
7 43-44 33-34 23-24 17-18 
Thin 4/4. 43-44 33-34 23-24 aoe eerie 

Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $24-25. 

For select red, add $10. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $50-52; one and two face clear, 
$38-40; 1x5-inch, two face clear, $60-62, one 
and two face clear, $48-50. 

Sorr MAPLE— 

OO 45-47 35-37 25-26 17-18 14-15 
. e- 50-52 40-42 30-32 21-22 15-16 
|) ae 60-62 50-52 35-37 23-24 14-15 
| SR 60-62 0-52 35-37 28-30 14-15 
Sort ELM— 

FAS No. 1&sel No.2 No.3 

CS ar 40-42 28-30 20-21 17-18 
7 a 47-49 35-37 22-23 19-20 
 Seaee 47-49 35-37 22-23 20-21 
_? ae 50-52 35-37 25-26 20-21 
Rock ELM— 

FAS Sel No.1 No.2 No.3 

7 ee 80-82 ae 55-57 25-26 16-17 
i 85-87 60-62 30-32 18-19 
| | 90-92 65-67 30-32 19-20 
|) eee 95-97 75-77 38-40 25-26 
| eee 105-107 85-87 52-54 aia 
ll: oe 115-117 95-97 57-59 30-32 
Bass woop— 
oe 48-50 38-40 26-28 20-21 14-15 
|. ee 51-53 41-43 30-32 °22-23 15-16 
7 55-57 45-47 33-35 22-23 15-16 
OS 60-62 50-52 38-40 22-23 15-16 
err 68-70 58-60 48-50 35-37 eeee 
| ee 78-80 68-70 58-60 40-42 

Keystock, 4/4 No. 1&better, $55-57; or on 
grades, FAS, $65-67; No. 1, $45-47: 5/4 No. 
1&better, $60-62; or on grades, FAS, $70-72; 
No. 1, $50-52. 

One and two face clear 6- to 16-foot, 1x4- 


inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 


ReD OAK— 
|) er 60-62 45-47 33-35 23-25 12-13 
eS cre 65-67 50-52 38-40 28-30 13-14 
OT! Fee 70-72 55-57 45-47 30-32 13-14 
| ee 80-82 65-67 50-52 35-37 13-14 
HARD MAPLE— 
|, Se 48-50 38-40 28-30 20-22 11-12 
7: ae 58-60 43-45 30-32 22-24 13-14 
6/4..... 63-65 48-50 32-34 24-26 13-14 
) = 63-65 48-50 32-34 26-28 13-14 
, ae 78-80 63-65 48-50 35-37 wees 
OS ee 93-95 78-80 58-60 40-42 
16/4.....148-145 128-130 108-110 ine 
HARD MAPLE RouGH FLoorine Stockx— 
No.1 No.2 No. 3A 
com. com. com. 
BE Sicedccewvcswvnwe nen $28-30 $20-22 $14-15 
ME scdntreetkeswnavenies 30-32 22-24 16-17 
ED ie Rinicrtath cys ais cease id 24-26 16-17 
BEeecH— 
; No. 2 and better 
ES Bardi gna ark bite ale alte ms ie weak ace 3-35 
De cai c cane ee een ee Os coaaeal 38-40 
FAS Sel. No.1 No.2 No.3 
. Sarre $60-62 $45-47 $35-37 $24-25 $14-15 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 





END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: - ° 


FAS No.1 &sel. 

OSE  ccdccccevececeoces - - $105.00 $ 75.00 

|, BO err 110.00 80.00 

BFE Kevesesrevececcesees + 110.00 80.00 

B/E cvcccccccccccesce «+++ 115.00 85.00 

IO/G  cccccccccccccovces -» 140.00 110.00 
13/4 cccccccce cocccccccce 150.00 120.00 





A HARDWOOD DISPLAY is being planned by the 
Lumbermen’s Club of Memphis, in co-operation 
with the Department of Commerce. It is to be 
erected in the Municipal Museum, Chickasaw 
Gardens, Memphis. 
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OAK FLOORING 


Following are carlot quotations, Memphis 
basis, on oak flooring: 
18x2%” 348x144” %x2” %x1h”. 
Clr. qtd. wht.....$85.00 $33.00 $75.00 $54.00 
Clr. qtd. red.... 74.00 63.00 55.00 50.00 
Sel. qtd. wht..... 62.00 50.00 40.00 36.00 
Sel. qtd. red..... 48.00 44.00 40.00 39.60 
Clr. pln. wht.... 63.00 48.00 47.00 36.00 
Clr. pln. red.... 49.00 46.00 44.00 88.00 
Sel. pln. wht..... 43.00 35.00 37.00 27.00 
Sel. pln. red..... 42.00 37.00 37.00 29.00 
No. 1 com. wht.. 33.00 23.00 20.00 16.00 
No. 1 com. red.. 33.00 25.00 18.00 17.00 
No. 2 com....... 13.00 13.00 10.00 8.00 
%x2” %x1%” x2” 
Clr. qtd. wht..... weeees-$78.00 $78.00 $95.00 
Cm Glee Pilsccecscccces - 70.00 70.00 90.00 
Bel. SOE. Web... ccccvces .-. 58.00 65.00 60.00 
Sel. qtd. red..........-. 58.00 56.00 60.00 
Sy eee 50.00 60.00 54.00 
Clr. pln. red.. oz . 47.00 47.00 50.00 
eS eee 42.00 42.00 45.00 
ee Oe ae 42.00 42.00 44.00 
No. 1 com, wht een 28.00 23.00 22.00 
om. & OR DORs ce cence 26.00 23.00 22.00 
WOO. BS Giicccsccvscsecsce Ge)6 6 10.00 


New York delivered prices may be obtained 
by adding to the above: For }¥-inch stock, $9; 
for %-inch, $4.50; for %-inch, $5.50. 

Chicago delivered prices may be obtained 
by adding to the above: For eon stock, 
$6; for %-inch, $3; for %-inch, $3.50. 


APPALACHIAN WOODS 


Cincinnati, Ohio, March 14.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods: 


PLAIN WHITE OAK— 





4/4 5&6/4 8/4 
TAD icicccccaseeeeee meets $110@120 
No. 1 com.&sel. 45 50 60 65 70@ 75 
No. 2 com..... 30 33 38@ 40 
No. 3 com..... 20 22 24 26 26@ 24 
Sd. wormy..... 33 35 55 57 60@ 62 
PLAIN RED OAK— 
TAS coccescses T2O 8 8 85 90@100 
No. 1 com.&sel. $3@ 48 52 55 58@ 62 
No. 2 com..... 28@ 30 36@ 38 38@ 40 
No. 3 com..... 20@ 22 27@ 30 28@ 30 
CHESTNUT— 
Wee cexesescse Te & 80@ 85 90@ 95 
No. 1 com..... 42@ 46 61@ 65 61@ 65 
No. 3 com..... 20 21 20 21 20@ 21 
Sd. wormy & 

No. 2 com... 25@ 28 29@ 32 33@ 35 
No. 1 & btr. sd. 

wormy ... 28@ 32 30@ 33 35@ 87 

PoPpLaR— 
Panel & No. 1, 

18” & wadr...130@135 140@145 150@156 
FAS .........-. 88@100 105@115 120@130 
Saps & sel.... 60 75 80 90 95@105 
2 Bb esnseenee ae 48 60@ 55 55 60 
ee * er ae tt 4 30 32 35 38 40 
No, 2-B.. = 22 26@ 28 27@ 29 

Mar‘2— 
Pn scssccesns Ge a a 78 4 80 
No, 1 com.&sel. 45 50 52 55 57 60 
No. 3 com..... 388 86088 41 39@ 42 





Business Changes, Etc. 


(Continued from Page 77) 


BRITISH NORTH AMERICA. ONTARIO. Ham- 
ilton—Lrone Heeney; commission lumber; 1308 Pig- 
gott Bldg. 


Casualties 


FLORIDA. St. Petersburg—All-States Lumber 
Corporation; loss by fire, $20,000; mill, machinery 
and stock destroyed. 





ILLINOIS. Harvey—Chicago & Riverdale Lum- 
ber Co., loss by fire, $50,000; office and kiln de- 
stroyed. 

INDIANA. Upland—Miller Lumber Co., loss by 
fire, $15,000; three cars damaged. 

KANSAS. Grenola—Caney Valley Lumber Co., 
loss by fire, $17,000. 

KENTUCKY. Water Valley—Water Valley Lum- 
ber Co., loss by fire, $20,000; storage yard and 


stock destroyed. 

LOUISIANA. Blanks—A. N. Smith Lumber Co., 
loss by fire, $150,000; 6,000,000 feet of hardwood 
and cypress lumber destroyed. 

NEW JERSEY. Morris Plains—Morris Plains 
Coal & Lumber Co., loss by fire, $100,000; building, 
lumber and coal destroyed. 

NEW YORK. Brooklyn—Newton Creek Lumber 
Co., loss by fire, $25,000; planing mill and lumber 
destroyed; 1036 Grand St. 

OREGON. The Dalles—Manchester Box & Lum- 
ber Co., loss by fire, $20,000; no insurance. 


New Mills and Equipment 


MISSISSIPPI. Fernwood —Indianapolis Wire- 
bound Box Co., of Indianapolis, and McComb Box 
Co. and Mississippi Plywood Corporation, of Mc- 
Comb, Miss., plan to concentrate operations at 
Fernwood. A plant is being erected by the first 
named, 


OREGON. 


150x200 ft. 
North Portland—Portland Machinery 





March 19, 193) 





Co. is installing machinery at Kenwood Lu 

Co.’s new mill which will begin operations —- 
April 1. Replaces plant burned two years.” 
New plant will be all-electric and modern in &g0, 
detail; J. D. Harvey, president, every 





TEXAS. Paris — Vinegar barrel plant ¢ 
erected by Houston Cooperage & Tub Co, f O be 
Gregory-Robinson-Pease Co. =o 

CANADA, BRITISH COLUMBIA. New Ww 
minster—Galbraith (Ltd.) is erecting a sash om. 
door plant to cost $150,000. i ~— a 





Gleanings From the Mail Bag 


(Continued from Page 38) 
now out of work would be employ 
able to meet their obligations. Pe ae be 

Instead of taking this course the 
institutions have allowed themselves to becom 
panic stricken, and refuse to make new pace 
on the theory that new buildings would make 
it all the harder for them to collect on present 
outstanding loans, and that there are too many 
vacancies now, and no need for new building 
Theoretically, they may be right, but as long 
as they continue this practice, they tend to = 
more people out of work, and make it harder 
for themselves to collect. On the other hand, 
if they encouraged building, so many people 
would be benefited by employment that the re. 
verse of the vicious circle would be enacted 
and vacant homes would be occupied by families 
now doubled up, and in a short while mortgage 
loans that now look bad, would take on an 
entirely different complexion. 

Owing to our inability to find mortgage money, 
we have been compelled to turn down a lot of 
business; so much so, in fact, that if we could 
take it we would be out of the red. Our finan. 
cial institutions are apparently doing everything 
in their power to throttle the building industry. 
and if any of their patrons suggest building or 
loaning money on mortgages, they advise them 
against doing it. This short sighted policy can 
not help but hold things back, and until these 
wise financiers take another view of the situa- 
tion and change their policy, things can not 
improve.—GEORGE N. GLAss, President Keystone 
Lumber Co., Pittsburgh, Pa. 


financia} 





. . 
Birmingham (Ala.) Markets 
(Continued from Page 81) 

of stick, and merchantable dense car deck- 
ing. Price level of car decking is unsatis- 
factory. No. 1 dimension advanced $1 or $2, 
while No. 2 common and No. 2 and better 
were stationary. Heavy long joists are slug- 
gish, with mills refusing to meet the offers 
of buyers. 

Hardwoods.—Oak flooring manufacturers 
are slow in starting operations. Stocks of 
lower grades of oak flooring are much de- 
pleted, and, as demand for upper grades is 
limited, a few manufacturers have lowered 
uppers and advanced Nos. 1 and 2 common. 
Demand for maple flooring is on the increase, 
as factories are reflooring while cost is under 


normal, 
Rhinelander, Wis. 


Hardwood demand is very quiet, and prices 
are certainly far from stabilization, but cur- 
tailment of production tends to strengthen 
the market. Several concerns have heavy 
stocks of dry lumber, however, that they 
would like to move. 

The Thunder Lake Lumber Co., of this city, 
which joined the plan proposed by Gov. La- 
Follette with other Wisconsin mills, to assist 
employment by operating to produce 28 per- 
cent of the usual annual output, is now fin- 
ishing its cut. About twenty other mills will 
complete their percentage before the end of 
this month. Several others have finished their 
operations for good, and are now closed down, 
but are employing their yard and planing 
mill crews to move their stocks. 


Hemlock and Pine.—The Gagen Lumber Co, 
located a few miles from Rhinelander, has 
purchased a million feet or so of hemlock 
and pine logs at $10 for sound hemlock, and 
$15@18 for white pine, getting some ¢x 
tremely fine logs. It will manufacture softt- 
wood only, as the company has a planing 
mill, and its stockholders have some retail 
yards through which they can dispose of 
much of the company’s lumber. Even with 
the low price paid for logs, the manager 
states that the company could buy dry hem- 
lock and pine lumber for less than it costs 
for logs and manufacturing. But it has 4 
number of families depending on it for work, 
and hopes that demand ‘for lumber will im 
prove. 
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Death Again Takes Heavy Toll 


March 19, 1932 89 
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WILLIAM M. CADY, founder and former 
president ‘of the W. M. Cady Lumber Co., of 
McNary, La., and McNary, Ariz., died at his 
home in South Pasadena, Calif., where he had 
peen living since his retirement some years 
ago, on March 7, of cancer. Mr. Cady had 
been identified with the southern lumber in- 
dustry for more than thirty years. Before he 
was twenty he began his eminently successful 
career, being associated with several larger 
operations in the Mississippi and Louisiana 
trade. In 1911, in association with James G. 
McNary, he formed the W. M. Cady Lumber 
Co, at McNary, La., with a rather small be- 
ginning, Which grew into one of the largest 
and most successful concerns in Louisiana 
Mr. Cady was a persistent and effective ad- 
vertiser, spreading the name of “Cady Qual- 
ity’ everywhere that lumber was used. Before 
the holdings in Louisiana were exhausted he 
was foresighted enough to acquire vast Ari- 
gona pine holdings in the vicinity of Holbrook 
and Flagstaff, and in 1924 when the last log 
was cut at the McNary, La., mill, made one 
of the most spectacular migrations ever 
known in the lumber industry. The entire 
operation, all employees and _ their families, 
loaded onto special trains and moved to the 
new town of McNary, Ariz., where the big new 
mill was all ready to be put to work. A few 
years later Mr. Cady resigned the presidency 
of the company, being succeeded by James G. 
McNary, and retired to his California home. 
At that time also the name of the concern was 
changed to Cady Lumber Corporation, with 
two big mills at Flagstaff and McNary, a 75- 
mile railroad, valuable timber holdings and 
concessions in the National forests. Since his 
retirement Mr. Cady had lived quietly in Pasa- 
dena and had been ill for the last year or so. 
He is survived by his widow, one son and one 
daughter. ves 


WILLIAM W. BABCOCK, aged 63, president 
of the Babcock Manufacturing Co., of Bath, 
N. Y., ladder manufacturer, died at his home 
in Bath on March 8. He was one of the most 


prominent business men_in that section and 
served Bath in many official capacities. Mr. 
Zabeock was born in Dansville, N. Y., and 


lived in Addison and Campbell, N. Y., where 
he was engaged in the general merchandising 
business. He moved to Bath in 1906 and in 
that year organized the Babcock Manufactur- 


ing Co., which has grown to be one of the 
largest producers of ladders in the United 
States, as well as Bath’s leading industry. 


Since 1910 he was president of the company. 
He was active in civil and political affairs. 
He built a chapel for the First Church of 
Christ Scientist, which he helped to establish, 


and for several years was a village trustee 
and a member of the local Republican com- 
mittee. He was active in the establishment 


of the village electric system and was a direc- 
tor of the Farmers’ & Merchants’ Trust Co. 
and the Courier Publishing Co. A widow, one 
son, Millard Babcock, and a brother, George 
Babcock, survive. ; 


EDWIN R. HOGG, secretary-treasurer of 
the Hogg-Houghton Logging Co., Bellingham, 
Wash., died at his home in Seattle on March 3 
at the age of 69. He leaves a widow and two 
sons. Mr. Hogg began his business career 
in the planing mill of his father at Hannibal, 
Mo., later becoming the first lumber traveling 
salesman for John J. Cruikshank, Hannibal 
wholesaler. He won many friends in the 
trade and soon entered the retail lumber busi- 
ness operating yards in several Kansas and 
Missouri towns, chiefly at Jefferson City. In 
1907 he sold out and went west as sales man- 
ager for the Atlas Lumber Co., of McMurray, 
Wash., until that company closed out a few 
years ago when he went into the logging 
business with L. Houghton. He was for sev- 
eral years working head of the Lumbermen’s 
Club of Seattle and was known and liked 
throughout the trade in the Northwest. 


HOWARD STILES ELDRED, aged 80, pres- 


ident of the Anson Eldred Lumber Co., at 
Stiles, Wis., died at his home in Milwaukee 
on March 3, after an illness of five days. He 
had been in the lumber business since his 
graduation from Dartmouth university in 
1874. For many years Mr. Eldred was presi- 


dent of the Kellogg Citizens Bank, of Green 


mgt Wis. In recent years he was a member 
pt the board of directors. He is survived by 
'S wife, a daughter and a son, Anson Eldred, 


who is treasurer of the Anson Eldred Co. 


REINHARD KLEINPELL, treasurer and 


real manager of the Flint Lumber Co., 
lint, Mich., died in St, Petersburg, Fla., 
n Feb. 26, at the age of 59. He was a 
Prominent figure in Flint civic and_ social 


affairs, having lived there since 1908. 
sorn in Cassville, Wis. Besides the Flint 
ber Co., Mr. Kleinpell was connected with 
ce lint Structural Steel Co., Burgess Realty 
oo was president of the former Flint Sav- 
& Association, vice president of the Veit 
Tn? avison Lumber Co., and director of the 
nlon Industrial Trust & Savings Bank. He 


He was 








was active in the work of Flint Chamber of 
Commerce, a Red Cross director, and presi- 
dent of the Hurley Hospital Board. He was 
an Elk. Besides his widow the only surviv- 
ing relative is Arthur Kleinpell, of Flushing, 
a nephew, who is vice president of the Flint 
Lumber Co. Mr. Kleinpell was highly re- 
garded in business and civic circles of Flint, 
and will be mourned by many. 


BYRON G. WILLIAMS, retired business 
man and former southern manager for the 
Yates-American Machine Co., died at his home 
in Birmingham, Ala., on March 2, after an 
illness of two months. Mr. Williams was 
one of the best known men in the southern 
lumber and woodworking machinery business 
and numbered his friends by the hundreds. 
He was a native of Madison, Wis., and went 
South many years ago as manager of the 
Woodward Lumber Co. He became manager 
for the Yates Machine Co. in Birmingham 
about 18 years ago. A widow survives. 





ROBERT JACKSON WILSON, aged 62, one 
of the foremost lumbermen of the Southwest, 
prominently connected with the group of com- 
panies bearing the name of Peavy, was killed 
March 11 in front of his home in Shreveport, 





La., by the accidental discharge of his pistol 
as he removed it from 
his car upon his return a an | 


from a business trip to 


Deweyville, Tex. His 
wife and a _ neighbor 
were witnesses to the 


accident. Funeral serv- 
ices were held in the 
First Methodist church 
at Shreveport on March 
12 after which the 
body was taken to 





THE LATE 
R. J. WILSON 





Mansfield, La., for bur- 
ial. Dr. George S. Sex- 
ton, president of Cen- 
tenary College, and a 
close friend of the de- 
ceased for more than 
forty years, conducted 
the service. Active 
pallbearers were: A. J. 
Peavy, John S. Welsh, 
T. E. Trigg, William 
A. Peavy, Henry Good- 














rich, Randle T. Moore, 
*, Lee and Elias Goldstein. Among the 
long list of honorary pallbearers were a 


number of lumbermen also. 

Mr. Wilson was born in DeKalb, Tex., and 
began his connection with the lumber indus- 
try as a logging contractor at Frostville, Ark., 
for the Frost-Johnson Lumber Co. He moved 
to Mansfield, La., in 1905 where he became 
associated with A. J. Peavy, taking charge 
of logging for the DeSoto Land & Lumber Co. 
In 1907 he went to Huttig, Ark., in charge of 
logging operations for the Union Sawmill Co., 
another of the Frost units, and in 1909 be- 
came general manager of the Peavy-Byrnes 
Lumber Co. at Kinder, La. Ten years later 
he helped to organize the Peavy-Moore Lum- 
ber Co. at Deweyville, Tex., and in 1929 or- 
ganized the Peavy-Welsh Lumber Co. Later 
he organized and became vice president of the 
Peavy-Wilson Lumber Co., of Shreveport, and 
held that office also with the other Peavy in- 
terests. He had made his home in Shreve- 
port for several years and was identified with 
various civic affairs of that section. He was 
a Mason, a Shriner and a member of several 
golf clubs, being an enthusiastic golfer. Be- 
sides his widow he leaves a son, a daughter 
and a stepson. 


ROSCOE WOODS, manager of the O. E. 
Woods Lumber Co., of Welch, Okla., died at 
his home in that place on March 5 at the 
age of 39. He had been ill only a week of 
pneumonia. Mr. Woods is survived by his 
parents, Mr. and Mrs. W. J. Woods, of Welch, 
three brothers and two sisters. He was a 
cousin of O. E. Woods, of Independence, Kan., 
well known lumberman and father of E. E. 
Woods, secretary-manager of the Southwestern 
Lumbermen’s Association. 





THOMAS EMMETT SMILEY, pioneer busi- 
ness man of Tulsa. Okla., and formerly in the 
lumber business there, died at his home in 
Tulsa recently of pneumonia. Mr. Smiley 
had been a resident of Tulsa since 1883, go- 
ing there from Texas. He was 68 years old. 
He entered the lumber business in 1894 as a 
partner _ in the firm of Dickason-Goodman- 
Smiley Lumber Co., the parent of the present 
Dickason-Goodman Lumber Co. Mr. Smiley 
retired from the lumber business to enter 





other fields and also became active in civic 
aftairs. He served as police and fire com- 
missioner and as secretary of the Chamber 
of Commerce. He was th@-first president of 
the Bank of Commerce, amé@+had an important 
part in the development his fast-growing 
city. Besides a widow, MreSmiley leaves one 
daughter, four sons and s ral brothers and 
sisters. 


CHARLES S. POTTER, treasurer and man- 
ager of the Hampden Lumber Co., retail lum- 
ber dealer and woodworker at Springfield, 
Mass., died at his home in that city on March 
6, aged 59. He is survived by his widow and 
one daughter. Mr. Potter was a member of 
a well known lumber family, his grandfather 
and father having built and operated a saw- 
mill in 1866 at Bondville. The father, the 
late T. D. Potter, also had important lumber 
interests in the West and in 1890 became ac- 
sociated with A. C. Dutton in the develop- 
ment of the A. C. Dutton Lumber Corpora- 
tion, of which he was treasurer. When the 
Hampden Lumber Co. was formed in 1902 the 
father was president and the son treasurer 
and general manager. T. D. Potter died in 
1922 and the son has since carried on as 
executive head. For many years Charles 8. 
Potter was active in trade association affairs 
and also political affairs in his city. 


JOHN YOUNG, veteran lumberman of Mus- 
coda, Wis., who died at his home there sev- 
eral weeks ago at the age of 87, leaves, 
besides his widow, three sons: John, of Mil- 
waukee; Edward, of Madison, and Russell, 
of Muscoda, also a daughter and a sister. Mr. 
Young had been engaged in lumbering in 
or near Muscoda since 1873. Since 1890 he 
had been operating the retail business which 
is now conducted by his son Russell. _ Mr. 
Young was a well known figure among Wis- 
consin lumbermen and retained an active 
interest in the industry until his death. 





JACOB M. OSWALD, aged 80, of the firm 
of Oswald Bros., retail lumber dealer of 
Weston, Ohio, died at his home in that place 
recently of pneumonia. Mr. Oswald was born 
in Wayne County, Ohio, in 1852 and was the 
son of a lumberman who founded the busi- 
ness in Weston. The brothers, Jacob and 
Samuel Oswald, took over the business in 
1882 since which time it has been operated 
under the present name, although Samuel Os- 
wald died in 1922. Mr. Oswald leaves a widow 
and one son, Lee, who continues the business. 


GEORGE NELSON TEMPLEMAN, well 
known lumberman of New Orleans, La., died 
on March 3 of pneumonia. He was a native of 
Virginia, and had lived in New Orleans 38 
years, being connected with the lumber busi- 
ness in various capacities all of that time. 
At the time of his death he was secretary- 
treasurer of Templeman Bros. (Inc.), and 
president of the local Hoo-Hoo chapter. He 
leaves a widow, one daughter and a son, be- 
sides five brothers and three sisters. 


JOHN C. DOLAN, 86 years old, former mem- 
ber of the Indiana legislature and well and 
favorably known among lumber and stave 
men of the State, died at Bloomington, Ind., 
March 9 after a brief illness. Mr. Dolan was 
timber buyer at Crawfordsville, Ind., for many 
years and in 1870 started a stave factory at 





Bloomington. He served as chief of police of 
Kankakee, IIll., but later returned to Bloom- 
ington. His widow survives. 


G. R. FERGUSON, aged 72, pioneer lumber- 
man of southwest Louisiana, died on March 
11 at his home in Leesville, La. He was for 
many years president of the Nona Mills Lum- 


ber Co. there, operating one of the largest 
sawmills of the region. He was also a bank 


president and identified with various enter- 
prises, helping in the development of Vernon 
Parish. A widow and five sons survive. 


GEORGE LITTLE, member of the firm of 
F. H. Newton Co., sash, door and millwork 
manufacturer of Boston, Mass., died at his 
home in West Medford, Mass., on March 8. 
He leaves a widow, three sons, three daugh- 


ters, also a brother and sister and twelve 
grandchildren. 

FREEMAN W. STROTH, aged 67, a former 
lumberman of Barberton, Ohio, died at his 


home just outside of that city on March 9 
after a year’s illness. He was born in Water- 
loo, Iowa, but had been in the lumber business 
in Barberton since 1896 until his retirement 
a few years ago. A widow, one daughter and 
a brother survive. 


WILLIAM RUTHERFORD, director and 
former treasurer of the Rutherford Lumber 
Co. (Ltd.), Monteal, Can., died Feb. 27 at his 
home in Westmount, Que. He was 67 years 
old. Mr. Rutherford was a former president 








90 


of the Quebec branch of the Canadian Manu- 


facturers’ Association and a former alder- 


man and mayor of Westmount. 


WILLIAM H. WHEELER, well known tim- 
ber operator of the Pacific Coast, died sud- 
denly of heart failure on March 3 at Pied- 


mont, Calif. He was 56 years of age anda 
graduate of Yale and Harvard Law School. 
He made his headquarters in San Francisco. 


Two brothers, John E. and Lawrence R. 
Wheeler, both of Portland, Ore., and a sister 
survive. 


EVERETT TRIBBY, 33 years old, for some 
years manager of the Allen Wilkinson Lum- 
ber Co.’s interests at Franklin, Ind., died re- 
cently at his home there. He served during 


the World war with the Rainbow Division. A 
widow and two daughters, also his parents, 
survive. 





JOSEPH RITNER KINNARD, prominent in 
the lumber business in Dayton, Ohio, for 
many years, died at his home in that city on 
Feb. 27. He had been ill for several months. 
He was a member of one of Dayton’s pioneer 
families and had lived in that city all of his 
life. He never married and his mother is the 
only surviving relative. 

JOHN W. F. VOLKER, retired lumberman 
of Ogden, Utah, died at his home there at the 
age of 72. Mr. Volker was a native of Holland, 
coming to this country in 1877, having lived in 
Ogden ever since. He was in the retail lum- 
ber business there almost from the first, re- 


tiring a few years ago. 

W. E. SIMKIN, for 16 vears associated with 
the Salem Lumber Co., Salem, Iowa, died on 
March 5 at his home there after a long ill- 
ness. Mr. Simkin had retired from business 
about 14 months ago because of failing 


was 72 years old. A 
daughter survive 


health He 
sons and a 


widow, two 





GEORGE A. DEVEER, manager of the sash 
and door department of the Mann & Hunter 
Lumber Co., Syracuse, N. Y., died in the Gen- 
eral Hospital in that city on March 11. Mr. 
DeVeer was a native of Newark, N. J., but 
had lived in Syracuse more than 20 years. He 
is survived by a widow. 


R. L. ALLARDYCE, superintendent of the 
International Lumber & Creosoting Co.'s 
plant at Texarkana, Ark., is dead at his home 
in that city at the age of 67. Mr. Allardyce 
was the builder of his company’s plant in 
1902, going to Texarkana from Galveston. 


A. B. URQUHART, aged 62, member of the 


wholesale lumber firm of Urquhart Bros., 
Norfolk, Va., died on March 7. He is survived 
by his wife, one son, one daughter, four 


brothers and two sisters. 
tidewater Virginia. 


He was a native of 


W. C. FITZPATRICK, aged 60, president of 
the Grand Marais Lumber Co., Grand Marais, 





Mich., died at Munising, Mich., on March 4. 
He had been in the lumber business in Grand 


Marais more than thirty years. 


A. C. BAILEY, president of the Marquette- 
Bailey Lumber Co., of Uniontown, Pa., manu- 
facturer and wholesaler, died at his home 
there on Friday, March 4. 


ALFRED IRBY YARBROUGH, well known 
timber buyer and inspector of Paragould, 
Ark. died recently at his home there, at the 
age of 64. 


THOMAS SOLBERG, aged 69, mill superin- 
tendent for the Humbird Lumber Co. for 25 
years, died at his home in Sandpoint, Ida., on 
March 7. 

JAMES ADAM SMITH, formerly operating 
a sawmill at Fort Smith, Ark., died there 
after a short illness at the age of 80. 





Cooperage Concerns 
Consolidate 


MEMPHIS, TENN., March 15.—Announcement 
has been made of the merging of the Powell 
Cooperage Co., and the Ozark Co., both cooper- 
age firms with headquarters in Memphis. The 
combined companies will be known in the 
future as the Southwestern Cooperage Co., and 
will have offices in the Bank of Commerce 
Building here. The new company will be the 
largest distributor of slack cooperage stock in 
the United States. T. J. Nash, president of the 
Ozark Co., will be president of the merged 
concern, and E, A. Powell, president of the 
Powell Cooperage Co., will be vice president 
of the new company. H. F. Nelson, a busi- 
ness associate of Mr. Nash, will be secretary- 
treasurer of the new company. 
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f How to Figure Costs for Advertising | 
' In Classified Department \ 










re niactulal 30 cents a line 
For two consecutive weeks......55 cents aline ; 
For three consecutive weeks..... 75 cents a line ! 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 


For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 








Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 


Heading 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order 
No extra charge for of paper 
containing advertisement. Copy must 
bk. in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


copies 














THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 

Send your advertisement to the 


AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois, 


WANTED 


Employees 


try fe’ 


WANTED YARD MANAGER 


To take full charge of office and sales 
doing a real business on a strictly 
be a hustler and mixer. Too 
owner to take care of alone. 














in a yard 
cash basis. Must 
much business for 
Will require invest- 


ment of $2,000 or more. More than 25% on in- 
vestment past six months. Invite strict investiga- 
tion. 

Address ‘‘D. 57," care American Lumberman. 





WANTED—MANAGER 


For large Yellow Pine lumber company. Only man 
of broad experience and highest character will be 
considered. Knowledge of export business desir- 
able, In answering give full information, with 
references. 

Address P. O. BOX 564, Montgomery, Alabama. 





WANTED MANAGER RETAIL LUMBER YARD 
Now making money. Five thousand dollars in- 
vestment required amply secured, 

Address “E. 53,’ care American 


WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 S. 


Lumberman. 








Dearborn St., Chicago. 








March 19, 19% 
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VALE 




















WANTED y 


Salesmen 


COMMISSION SALESMEN 
Wanted by Merchandising Organization which is 
supported by manufacturers of Douglas Fir, Sitka 


































25 YE. 
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Spruce, Western Hemlock, Western Red Cedar for 15 yé 
Ponderosa White and Sugar Pine, and Alder,—whg as mana 
make EVERYTHING produced from these woods Addret 
from Structural Timbers to Fabricated chickey a 
coops,—everything required by the Retail Lumber. 20SITIO 
man and the Industrial in either STRAIGHT o, 4s Lum 
MIXED cars. an Tih 
Address “E. 77,’’ care American Lumberman Then wr 
Addre: 
SALESMEN WANTED —_—_ 
Prominent manufacturer of spray painting equip- EXP 
ment line desires sales representation contacting As man: 
lumber dealers Liberal commission basis, Can Good re 
be handled with one or two other lines. Give Addre 
details and territory now covering. 

Address “‘D. 62,”" care American Lumberman, EX 
SALESMAN TO SELL BOTH HDWD. & SOFTWD. ee 
Finished dimension. First class connection for all field 
right kind of commission salesmen. Moderat 

Address “‘D. 60,” care American Lumberman, Addre 

LOGG 
Employment je 
Lr 
POSITION WANTED IN COLO. OR NEW MEXICO 12 year 
Thoroughly experienced lumberman now employed stock a 
would like to make a permanent connection. Had Addr 
plenty experience at woods, saw-mill, special mill- enemas 
work and estimating, costs, building construction 
and estimating, make plans and details, sales, of- Wants 
fice, retail lumber yard manager. Would like _ a 
position as manager or salesman on road in Colo- ps _ 
rado or New Mexico territory representing a re- ar e 
liable lumber, millwork and building material sup ade 
ply company. addr 

Address “G. 906," care American Lumberman. asec 

FACTORY SUPERINTENDENT AVAILABLE Thorou 
Years of experience in all details. 14 years as an Com 
superintendent with one concern, successfully oper- tail 7 
ating a large factory doing a country wide busi- etc. . 
ness in stock items and odd millwork. Ref, as to piven I 
character and ability; plenty of “push.” Consider opperts 
part salary arrangement. Addr 

Address “‘C. 65," care American Lumberman. 

THORC 

PLANING MILL FOREMAN Having 

Wants position as planing mill foreman or machine Ohio. F 
man. 15 years’ experience; 38 years of age; mar- ae PH 
ried with family. Can furnish No, 1 reference. Addl 

Address ‘“‘C. 60," care American Lumberman. 

THO! 

RETAIL YARD TO MANAGE Seeks 

Young man 29 years old, married, desires position ool 
as retail yard manager. Five years’ experience in a 9 
line-yard management; three years in wholesale Ada: 
millwork, estimating and selling. Best references. 4 
Ability, character and experience. —— 

Address “C. 54.” care American Lumberman. 

Manuf 
POSITION WANTED Manag 
Millwork and lumber estimator and salesman. Can b~ — 
make complete takeoff on any type of building ‘Ada 
from cellar to roof. Also make accurate plans 
and blue prints from sketches. 
Address “S. 53," care American Lumberman. 
Forem 
EXPERIENCED LINE YARD MANAGER a 
Wants position where can have full charge. Can Ada 
do bookwork, estimating, draw plans to suit cus- ianek 
tomer and handle business same as owner. Best 
references. 

Address “D. 59,”’ care American Lumberman. oe 

and v 

to rey 

this t 

A CLASSIFIED AD WILL MOVE SLOW STOCK builde 
Add 

ADVERTISE FOR WHAT YOU WANT ee 

Or Fo 

POSITION WANTED BY EXP. AUDITOR toon . 
Available immediately. Salary demands reason- oo 
able. Ad 

Address “B. 51," care American Lumberman. — 

MERGER OF YARDS IN LARGE CITY Youn 
Makes available the services of a successful man takin, 
ager. Experienced all parts of retailing. bility. 

Address “C. 63,” care American Lumberman. Ad 

— ee: 
POSITION OF ANY KIND 

15 yéars’ mill and wholesale y. p. experience can | 
as bookkeeper, asst. sales manager and sales cor- wit 
respondent specializing selling industrial trade. ill 
Capable taking complete charge either sales Ad 


Best references. 
“E, 79,” care American Lumberman. 


accounting. 
Address 
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WANTED 


WANTED 


WANTED 








Employment 


2s YEARS RETAIL LUMBER EXPERIENCE 


As manager for line yard concern. Average sales 
for 15 years about $225,000.00. Would like position 
as manager or pure hasing agent. 

‘Address “‘E. 72," care American Lumberman. 


20SITION WTD. WITH LINE YARD COMPANY 


4s Lumber-Millwork Estimator and Salesman. Do 

your Yard Managers need help in making sales? 

Then write me. 
Address “‘E, 73,” 


EXP. LUMBERMAN DESIRES POSITION 


As manager of retail lumber yard. A-1 collector. 
Good references. Available at once. 
Address “E 51,” American 











eare American Lumberman. 





care Lumberman. 





EXPERIENCED DETAILER & BILLER 


Of special and stock millwork. Accurate and re- 
liable. Handle any size or type building. Take 
all field dimensions. Best of reference furnished. 
Moderate salary. 

Address “E. 52," care 


LOGGING SUPERINTENDENT AVAILABLE 


experienc e including Ry. 
care American Lumberman. 


American Lumberman. 





13 years’ 
Address “‘E. 54,’ 





MILLMAN WANTS POSITION 

12 years’ experience, estimating 
stock and special millwork. Refs. 
Address “E. 78,"" care American Lumberman. 


sales and office; 





HARDWOOD SALESMAN 


Wants a good Southern, Appalachian, 
ern mill connection on commission 
thorough knowledge of trade in East. 
good references. 

Address ‘‘E. 80,’" care 


and North- 
basis. Have 
Can furnish 


American Lumberman. 





AMBITIOUS YOUNG LUMBERMAN 


Thoroughly line yard trained and last several years 
in complete management of privately owned re- 


tail yard—all buying, selling, collections, financing 
ete. Successful, clean record and money maker. 
Only reason for changing is desire for greater 
opportunities or similar position in larger yard. 
Address “F. 56," care American Lumberman. 





THOROUGHLY EXP. AS A RETAIL YARD MGR. 


Having successfully managed yards in Indiana and 

Ohio Can show good references. Willing to go 

any place A thorough lumberman, good collector. 
Address “E. 57,'’ care American Lumberman. 





THOROUGHLY EXP. RETAIL LUMBERMAN 
Seeks position as manager of small country retail 
yard. Am good salesman, collector and book- 
keeper Thirty-six years of age, educated, and 
best of references. 


Address “‘E. 58," care American Lumberman. 





LUMBERMAN 


Manufacturing, Wholesale, Retail Pine experience. 
Manager, estimator, bookkeeper. Now employed; 
want to change. Accept hard, competitive point, 
salary adjustable to results. 

Address “E. 59,"" care American Lumberman. 


LUMBER YARD SUPERINTENDENT 


Foreman or Salesman. Twenty years’ experience 
in Retail lumber yards. Can furnish good refer- 
ences, Will zo anywhere. 

Address “E. 60," care American Lumberman. 


YOUNG MAN, THIRTY-SIX 


Experienced selling, estimating millwork. Phila. 
and vicinity, till recently operated own mill. Like 
to represent: whol ‘sale millwork or lumber concern 
this territory. Wide acquaintance among dealers, 
builders, architects, 

Address “E, 61,’’ 











care American Lumberman. 





LUMBER YARD SUPERINTENDENT 


Or Foreman. Twenty-five years’ 

teen years retail 

go wes re 
Address “i. 62,” 


experience, seven- 
and eight years wholesale. Will 


care American Lumberman. 








FIVE YEARS OF WHOLESALE LUMBER EXP. 


Yound lady sten ‘grapher, bookkeeper, capable of 
bee full charge of office and assuming responsi- 
ility. Efficient, trustw orthy. Excellent references. 


Address “E. 63," care American Lumberman. 
emcee 





SIXTEEN YEARS IN PLANING MILL 


from blue matchers and any kind of detail work 
ue prints on moulders, detail machines etc. 
fill go any where, A-1 references, 
Address “E, 64,” care American Lumberman. 








Employment 
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EFFICIENT, CAPABLE AND RESPONSIBLE 


Young lady desires position as bookkeeper or Sec- 
retary to manager of lumber and hardware sales 
office. Four years’ general office experience and 
three years in executive position in retail sales 
office. 

Address “BE. 65,” care American Lumberman, 








POSITION WANTED BY SASH AND DOOR MAN 


Experienced in estimating, selling, costing and 
general office work. Was also on the staff of the 
Millwork Cost Bureau for a number of years. 
Have worked for but four concerns. Can furnish 
references from all former employers, also others. 
NORMAN DE CLUE, 819 No. 9th Street, St. 
Joseph, Mo. 





MANAGER OR ASSISTANT 


In lumber yard. Nine years’ experience. Age 27. 
Best of references. Location immaterial. Will 
prove my worth. Available April lst. Am going 
to school until then. 

Address “E, 67," care American Lumberman. 








Second Hand Machinery 


WANTED TO BUY—ONE UNIVERSAL WOOD 
WORKER 
Must be in good condition and a low price for 


Cash. 
GEO. T. KOCHER LUMBER CO. 
Lima, Ohio 








WANTED TO BUY 


Good Second-Hand 8 in 1 Woodworking Machine. 
Cc. F, MOHR, Portage, Wis. 





WANTED 


One Michigan Favorite Perkins Shingle Machine. 
Cc. A. REMINGTON, Hibbing, Minnesota, 





WANTED LATE MODEL 

Six and eight inch four side all electric Moulders 
to run on high Frequency. All motors to be 3 
phase, 60 cycle, 220 volts guaranteed in first class 
order. Quote cash price delivered with cut of 
make and full details) PHILIP ENDERS & SON 
LUMBER CO., 271 Norton St., Rochester, N. Y. 





TIMBER ESTIMATES 
Six years of employment as timberman for one of 
our largest corporations terminated March 1. Satis- 
factory connection desired. References. 
Address “E, 76,” care American Lumberman. 


WANTS CONNECTION 





Millwork or Retail Lumber. Clean’ successful 
record 20 years Millwork-Estimator Salesman. 
Complete qualifications. References furnished on 
request. 


Address “E, 82," care American Lumberman. 


TO THOSE SEEKING DIVIDENDS 


Have no faith in magic. Only good management 
and hard work can produce results. Money will be 
made through savings in operation rather than 
through large earnings. There is no room for the 
mediocre yard manager today. Replace him with 
one who has proved his ability, who has excep- 
tional experience in Purchases, Sales, Credits, Col- 
lections and successful retail management. Those 
needing the services of such a man please write 
“EE. 74," care American Lumberman, 








COMBINATION SHIPPING AND LUMBERMAN 


Looking for connection with large shipper and 
distributor of West Coast woods. Knows timber 
and lumber business thoroughly as well as trans- 
portation and ship operating. 

Address “C. 63,” care American Lumberman. 





SUPT. DETAILER AND BILLER 


Estimator, 20 years’ experience, special, detailed 
millwork, also bank, store fixtures. Layout ma- 
chine, bench man. Can draw up plans, specifica- 
tions for residences, etc. Age 37. 

Address “B, 56," care American Lumberman. 


BAND SAW FILER 


25 years’ experience. Go anywhere at once. 
B. F. WHITE, Leetsdale, Pa. 








PLANT SUPERINTENDENT 


With twenty years’ experience in Pine production 
will be open for position after March the first. I 
am thoroughly experienced in manufacturing, kiln 
drying, milling and shipping Idaho White Pine and 
Ponderosa Pine. Has served five years as inspec- 
tor and eight years as superintendent. A-1 refer- 
ence. Thirty-nine years old. Will consider any 
job with a future in it. 
Address “D. 64,"" care American Lumberman. 





Business Opportunities 


PPPS SI 


WANTED—CONNECTION 
Cutting Aromatic Red Cedar, 
or Central Tennessee. 
financing proper parties. 

Address “E. 55,” care 


Retail Lumber Yards 


eerv~Y 











SN 


WITH MILL 


located in Kentucky 
Wholesaler will assist 


American Lumberman. 














wv a a a oa 
WANTED TO PURCHASE 

Going lumber yard anywhere in New England. 

Give real estate values and approximate inven- 

tories. BOX 4, Cambridge, Mass. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





Steel Rails 


WE WANT 800 TONS 35 LB. RAILS 


Name lowest price. 
Address “W. 6,’" care American Lumberman. 








A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





Miscellaneous 


WANTED CLIMAX BASKET BOTTOMS CARLOTS 
% x 3% x 9% 
% x 4A = if 
vw X 6% x 16 
YATES LUMBER CO., Penn Yan, N. Y. 








WANTED 


25 medium or heavy duty factory 
Address “‘F. 75,’ care American 


FOR SALE 
Retail Lumber Yards 


FOR SALE—CASH AND CARRY YARD 


In large city handling lumber, stock millwork, 
building material, paint, hardware and glass. Well 
established business, one of the best locations in 
the city for business of this kind. Will bear any 
kind of investigation. Shows a good profit. Owner 
wishes to retire. 
Address “E. 66,” 


FOR SALE—LUMBER YARD AT BASCO, ILL. 


Annual sales past thirteen years average $24,000.00. 
$7,500.00 to handle. Address TABER LUMBER 
coO., Keokuk, Ia. 


trucks. 
Lumberman 














care American Lumberman. 








HAVE YOU SOMETHING TO SELL? 


Advertise in the Classified Advertising 
department when you want to sell 
something in the lumber industry. 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Il. 





TWO RETAIL YARDS FOR SALE 


No. 1.—Good Paying lumber, coal, ete. yard small 


No. Ill. village. Safe income, sound staple stock. 
Cash to close estate. Value buildings small. 
No. 2.—Only elevator, lumber, coal, ete. business 





with new residence in small No. Ill. station. Mostly 
mdse. business. Good opportunity. Offer low for 
cash to close estate. Sound stock. HOLCOMB- 
DUTTON LBR, CO. Sycamore, Ill. 


FOR SALE GOOD RETAIL LUMBER YARD 


In city of 4,000 in Illinois, 30 miles from St. Louis. 
Address “B, 50," care American Lumberman. 
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Business Opportunities 


LUMBER INTEREST FOR SALE 


Would sell part or all of my stock in an old estab- 
lished lumber company in Sullivan County, N. Y. 
Plenty of retail business. Last year—the first year 
of the depression—Sullivan County constructed 


new buildings aggregating $1,976,280 and the year 
before Sullivan County built $2,560,000 worth of 
buildings. This year of 1932 the building prospect 
is good Sullivan County is a summer resort and 


has big business advantages. 
write JOHN JANES, Box H, 
may interest you. 


If you are interested, 
Monticello, N. Y. It 





NEW STYLE MEDICINE CABINET 


retail lumber dealers sales opportunities. 
display advertisement on page 62. 


Offers 


See 





FOR SALE—MODERN SAWMILL 


In Northern Saskatchewan—capacity 
—steam deck throughout. Lath Mill. 
equipment for two cars per day. 


45,000 f.b.m. 
Planing mill 
Ten years cut 


Northern Saskatchewan White Spruce. Principals 
only. Address all inquiries to DUNWOODY, 
NICHOLL, SAUL & CO., 604 Great West Perma- 


nent Bldg., Winnipeg, Manitoba. 





LUMBER & BLDG. SUPPLY BUSINESS 


Live city southern Wisconsin requires party who 
can invest $10,000 and take active interest. Branch 
expansion. Strict investigation. Investment se- 
cured. 
Address “C 


>. 52," care American Lumberman. 





Lumber and Dimension 


ee ee 





s~ 


4-5-6-8 and 12/4 WHITE OAK LUMBER 
11B—2724—Lumber 6%pt 2-18 
4-5-6 and 8/4’ Red Oak 
4-5-6 and 8/4 Both Sap and Black Gum 





10 and 12/4 log run Soft Elm 
4 and 8/4 Poplar. 8/4 Yellow Cypress. 8/4 Ash. 
Cc. WILSON, Halls, Tenn. 


Timber and Timber Lands 


TIMBER & TIMBER LANDS—OREGON 


50,000,000 ft. Fir at $1.50 practically in Ocean Port 
and fronting on tide water, including interest in 
best boom site and rafting ground in the port, into 
which two rivers with over 10 billion feet of tim- 
ber empty. Logging cost so low that $2.50 profit 
easily made on present market. Small cash pay- 
ment, liberal release clause. 
Address “D. 52,”" care American Lumberman. 


FOR SALE 
In Appallache Mountains 12,000 acres 
growth timber and Anthracite coal land. 
Address “E. 50,” care American Lumberman. 


FOR SALE—441,000 FEET 
Of original Virginia virgin timber, 
oak and yellow poplar. Call 
BRANHAM, Pound, Virginia. 








Original 





mostly white 
or write CHANT 





FOR SALE 


Approximately 28,000 acres of virgin timber land 


in the Upper Peninsula, Michigan, at bargain 
price. Deal direct with owner. 
Address “‘E. 81,’’ care American Lumberman. 





WANT TO SELL YOUR TIMBER OR 


Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
ICAN - es 431 S. Dearborn St., Chi- 
cago, Ill. 


Second Hand Machinery 


LUMBER AND PLANING MILL MACHINERY 


Heavy duty carriage; steam feed; steam log roller 

Steam nigger; Yates horizontal band resaw 

Four saw edger; two saw trimmer; live rolls 

Complete band and rotary filing equipment 

3illstrom glue clamp carrier 

Whitney two spindle motor 

frequency changer 

Yates American G-77 rip saw 

Yates American 30” single planer 

Log derrick with 60 ft. boom 

Coe veneer lathe 66” 

Log cut off machine with 64” saw 

24”x36” Corliss engine; Hope vacuum dry kiln 

Two 18 ft.. x 72 in. horizontal steam boilers 

Complete shavings exhaust system with cyclone 
and 50” fan. 

Shafting, hangers, pulleys, saws, belting etc. 
PHOENIX PRODUCTS COMPANY, Box 486, 

Prairie du Chien, Wis. 








driven shaper and 





WE HAVE A SURPLUS OF 
13/16x2% Clear White Oak Flooring. 
ciate inquiries concerning this item. 

Address “E. 68," care American 


Will appre- 


Lumberman. 





FOR SALE—LATH 


No. 1 Spruce—White & Red Pine. 
ARMAND G. AUGER CO., Quebec, Que. 





HAVE YOU SOMETHING TO SELL? 
Advertise in the Wanted and For Sale de- 
partment when you want to sell some- 
thing in the lumber industry. 

AMERICAN LUMBERMAN, 
431 8. Dearborn St., Chicago, III. 





SPLIT REDWOOD TIES 


Durable and supremely rot resistant, from world’s 


oldest living trees More economical than sawed 

ties. Used by Class 1 and smaller Pacific Coast 

Railroads. Domestic and Export shipments. 
JAMES L. HALL, Mills Bldg., San Francisco. 





FOR SALE—HARD MAPLE 


15 M ft. 6/4 1 Com.&Btr. 
30 M. ft. 8/4 1 Com.&Btr. 
10 M ft. 10/4 1 Com. &Btr. 


10 M ft 12/4 

Runs about 40% 
sap stock 

Address “‘E. 69," 


1 Com.&Btr. 
FAS, thoroughly air dried, mostly 


care American Lumberman. 





CATSKILL MTS. HARDWOOD LUMBER 
For sale Basswood, maple and birch of the finest 
quality, one year or over dry. 
EARL CARSON, Hobart, N. Y, 





1” & 2” DRY R. C. NORTHERN WHITE ASH 
And Pine for sale. Can manufacture any or all of 
same into dimension sizes. 

Address “E. 70," care American Lumberman. 








1—20x30 HEAVY DUTY CORLISS ENGINE 
1—22x30 Heavy Duty Side Crank Engine 


1—No. 3 Left Hand 40” Wickes Gang Saw 
1—No. 65 Covel Gang Saw Grinder 


1—42 ton Shay Locomotive 

2—70 ton Shay Locomotives 

1—Pyle National Electric Head Light Equipment 
complete 

800 ton 60 lb. Relaying Rails, Angle Bars complete 
FORT SMITH LUMBER CO., Plainview, Ark. 


JUST A FEW ITEMS TAKEN AT RANDOM 
1—Yates No. 185 30” Double Surfacer. 
1—Yates No. 177 30” Double Surfacer. 
1—Woods No. 10 18x12” Timber Sizer. 
1—American No. 655 10”—5 Head Moulder. 
1—Mershon 46” Ideal Band Resaw. 

A. McDONALD MACHINERY Co. 
1537 N. Broadway, St. Louis, Mo. 


FOR SALE AT BARGAIN 


Woods 450-B, 24” Double Surfacer, F & E, C4 
Moulder. 2-150 H. P. Return Tube Boilers. 18x42” 
Allis-Chalmers Corliss Engine with 14'’x29” Fly 
Wheel. 98% ft. 27”—3 ply leather belt. 

P. O. BOX 756, Atlanta, Ga. 


FOR SALE—CEMENT BAG CLEANER 


With motor. Good running order. Cheap. 
WENTHE BROS, CoO., Effingham, III. 


1—AMERICAN 24” SINGLE SURFACER 


For sale—$100.00. As is, where is. 
Address “E. 71,” care American Lumberman. 


FOR SALE—HOT WATER HEATING BOILER 











Write 








Ring joint machine, 2 sanders, 2 molders, 4 rip 
saws, jointer, lathe, tenoner, mortiser, shaper, 
frame machine, scales, small blower, steam en- 
gine, 2 Egry Registers, adding machine, Elliott 


Fisher billing machine. THE FALLS LUMBER 
COMPANY, Cuyahoga Falls, Ohio, 





FOR SALE | 
Electric Machinery 


ELECTRICAL MACHINERY 


Motors and Generators, A. C. and D. C. for sale 
at attractive prices. Large stock of New ap; 
Rebuilt motors on hand at all times. Write {o; 
Stock List and Prices. Expert Repair Service, 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind, 


MOTORS AT ONE-THIRD USUAL PRICES! 


95 brand new 3-h.p. Century 220 volt 60 cycle 3. 
phase, 3500 R.P.M. A.C. motors $22.50 each. Alg 
20 5-h.p. same type $29.50 each. No pulleys. Yoy 
will never again equal these prices and we advig 
wiring us if interested. Terms: Cash F. O. B. Ch. 
cago or shipped sight draft attached. Bargains j, 
many other sizes. ELECTRICAL SURPLUS ¢o 
1885 Milwaukee Ave., Chicago. 














FOR SALE 


One Nordberg Girder Frame Corliss Engine 14x 

with long range valve gear. One Wagner 65 KVA 
A.C, 440 volt, belted Generator, Exciter and swite) 

we THE ALBRECHT MFG. CO., Kewaunee 
vis. 





WANTS SUPPLIED 


Large number of wants supplied each 
week through the classified section. 
We do it for others, why not for you? 
AMERICAN LUMBERMAN, 431 5S. 
Dearborn St., Chicago. 





Locomotives and Cars 


FOR SALE 


One (1) 28-ton Lima Shay geared locomotive, re- 
built TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 











Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa 





2,000 TONS RELAY RAILS 35 LB. TO 60 LB. 


Also considerable quantity scrap rails located near | 


Beaumont, Texas. Address LODWICK LUMBER 
COMPANY, Shreveport, Louisiana. 





Trucks and Tractors 


FOR SALE—STAKE BODY LAPEER TRAILER 


Good condition. 
REINECKE LBR. CoO., St. 








Cc. J. Louis, Mo. 





HAVE YOU A TRUCK YOU WOULD LIKE 10 
TRADE? ADVERTISE 





Miscellaneous 





err" 


STRAIGHT LUMBER ON ANY EDGER FOR $158 | 


leads § 


Two front and 
every board 
equipped, 
30 days. 

J. H. MINER, Meridian, Miss. 


FOR SALE—WOOD AND WIRE FENCING 


two rear spur rollers that 
straight. My 1932 Edgers are & 
from $110 up, some clear its cost ever 








Portable corn cribs, silos, and snow fence. Deliv 
ered prices gladly quoted. 
STANDARD FENCE CoO., Lufkin, Texas. 





LIGNASAN DIPPED LUMBER 


Brings up to $10 per M more. Directions to build 
a portable vat $1. J. H. MINER, Meridian, Miss 


FOR SALE 
One Owensboro, Ky. Automatic Door Corp., garaéé 
door mechanism, $25.00, cost $60.00, wy 
STURGIS LUMBER & SUPPLY CO., Sturgis, Mich 
ad 











FOR SALE 
12,000 Ft. Bishopric Stucco or Plaster Base 
$20.00 Per M. F. O. B. Mahanoy City, Pa. 
MAHANOY CITY LUMBER & SUPPLY C0. 
Mahanoy City, Pa. 





— 
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Mitchell Brothers Co.......... 
Mixer & Company........... 
Monteath Co., J. H.......... 
Moore Dry Kiln Company.... . 
Moore-Keppel & Co......... 

eS | ere 
Mumby Lumber & Shingle Co. 


eee eee eee 


National Dry Kiln Co......... 
National — & Creosoting 
Gs icecsccbeasenes 
National a Manufactur- 
ers Association.............. 
Neils Lumber Co., J......... 
Nelson & Co., Gilbert......... 
Newman Lumber Co., J. J..... 
Northwestern Cooperage & 
eT 
Northwest Spruce Co......... 


Oak Flooring Manufacturers 
Association of the U.S...... 
ar. “wae Railway & Timber 


ee 


Oval Wood Dish Corp. . 


Pacific Mutual Door Co.. 
Palmer Lumber Co., R. ? 
Pardee & Curtin Lumber Co.. 
Parker & Page Co........... 
Parker & Sons Co., Ira........ 
Paxson Company, . eee 
Peavy-Wilson Lumber Co... 
Pennsylvania Lumbermens — 
Mutual Fire Insurance Co. . 
Philbrick Co., Harry C.. 
Pioneer Lumber Company... Saag 
Pittsburgh Plate Glass Co... 
Polleys Lumber Co., The. . 
Polson Lumber & Shingle Co. 
Pondosa Pine Lumber Co.. 
Power, Moir & Stocking... Biow 
Prenney Co., J. C 


Radisson Hotel... ......0is.++ 
en Underwriting 


ee 


25 
28 


62 
30 


19 
74 


(See following two pages for Directory of Products) 


Raymond, Morris T......... 
Red med Lumber Company, 


Rice Lumber Co., J. A....... 
Richard Shippin ‘Corp i ec 
Robinson Manufacturing Co... 

Ross Carrier Company........ 
Rowe Manufacturing Co...... 
Ruggles Lumber Co., Carlos. . 


Samson Cordage Works....... 
Schuette Co., Wm............ 
Scovell, Wellington & Co... .... 
Segelke & Kohlhaus Co...... 
Seidel Lumber Co., Julius... .. 
Sewall, James W.............. 
Shevlin Pine Sales Company .. 
Shimer & Sons, Samuel J... .... 
Silver Lake Company........ 
Sisalkraft Company, The...... 
Soule Steam Feed Works...... 
— Lumber & Supply 


Se 


Kicrtecadeancek wos 
Spain & Co., H. M............ 
Stewart Inso Board Corpora- 


Stone Lumber Co., The...... 
Stover Manufacturing Co.. 

Sullivan Lumber Co.......... 
Sumter Lumber Company, Inc. 


Taylor, Stiles & Company..... 
Tegge Lumber Company...... 
Thunder Lake Lumber Co... . 

Thurston-Flavelle, Ltd........ 
Tremont Lumber Company .. 
Truscon Steel Company....... 
Turner Lumber Co., J. C..... 


Vento Steel Sash Co........... 
Von Platen-Fox Company..... 


.. «9, * ae. 
Ward Brothers............... 
Warren Axe & Tool Co.. ; 
Washington Manufacturing Co 
Washington Veneer Company. . 
— Stained Shingle 
Webster Lumber Co., H. E. ... 
West Virginia Hardwood 
iy LS 
Weyerhaeuser Sales Company. . 
Whale Creek Storage Corp.. 
White River Lumber Company 
Whitney Lumber Co., Perry . 
Whittier Lbr. & Millwork Co. . 
Wier Long Leaf Lumber Co.. 
Willamette-Ersted Company. . , 
Williamsport Wire Rope Co... . 
Willson Brothers Lumber Co.. . 
Winton Lumber Sales Co...... 
Wisconsin Land & Lumber Co. 
Wood Conversion Company... . 
Wuichet, Inc., Louis.......... 
Wyman-Allen Lumber Co.... 
Wyman Lumber Co., M. A.. 


30 
69 


76 
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A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Bailey & Delano Lbr. Co. 
peseseccsedesoonevece ajlms 
Blanchard Lumber Co.bjklm 


Brunswick Lumber Co....ac 
Cherry River Boom & 


Lumber Co, ....-+ee+- bicl 
Christy Lumber Corp..bklost 
Crombie & Co., W. M.aikopt 


Harll, William s..cccccces b 
Emporium Forestry Co...abc 
Hammond Co., Edw. J...aet 
Hatten Lumber Co...... abe 
Hines Hardwood & Hem- 
lock Co., Edward....... ac 
Hines Lbr. Co., Edw. and 
Affiliated Interests..... acej 
Johnson Lumber Co........ a 
Mathieu, Ltd., J. A...... abk 
Menominee Indian Mills, 
BOO ccecceccccvecescscee acd 
Northwestern Cooperage & 
Emme. CO., TROccccccee abcde 
Power, Moir & Stocking....b 
Preamey Ce.. J. Gecceces aops 
Raymond, Morris T........ a 
Rib Lake Lumber Co...... c 
Sheviin Pine Sales Co....apt 
Von-Platen-Fox Co. ...... ac 
wee, WO Ms cccusccees a 
Weyerhaeuser Sales Co.... 
Seweoereceeseuceoses ajlmst 
Whitney Lumber Co., Perry 


Wisconsin Land & Lbr. Co. 
SeCereeseeswueesoceeese acd 


AMERICAN LUMBERMAN 


Alger-Sullivan Lbr. Co..... e 
Ayer & Lord Tie Co...... ej 
Bickford Co., The H. M...fi 
Brooks-Scanlon Corp...... ef 
Camp Mfg. Co....... eocces fi 
Creea & Coa., W. Reeccsece efi 
Dibert, Stark & Brown 
Cypress Co., Ltd....... ee 
Frost Lbr. Industries, Inc..e 


Ferguson Lumber Co., W. T. 
Great Southern Lbr. Co,...eq 
Hammond Co,, Edw. J...aet 
Hines Lbr. Co., Edward 

and Affiliated Interests..e 
Homochitto Lbr. Co.......@ 
Long Bell Lbr. Sales Cor- 

BOTRNOR «= cocccccces -.ejmt 
Newman Lbr. Co., J. J....€ 
Peavy-Wilson Lbr. Co...... e 
Philbrick Co., Harry C...eg 
Pioneer Lumber Co........ e 
Ruggles Lbr. Co., Carlos. .efj 
Seidel Lbr. Co., Julius. 

Sth eeeohadbuawewe efjlpaqst 
Sumter Lumber Co., Inc....¢e 
Tegge Lumber Co., The...ef 
Tremont Lumber Co...... ef 
Turner Lumber Co., 


Whitney Lumber Co., 
Wier Long Leaf Lbr. Co...e 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau.g 
Bradley Lbr. Co. of Ark..gh 
Philbrick Co., Harry C. eg 
Southern Lumber & Supply 
MA sednsersacseeenes secoeh 


H—Aromatic Red Cedar 


Bradley Lbr. Co. of Ark..gh 
Brown & Co., Geo. C.......h 


I—North Carolina Pine 


Bickford Co., The H. M....fi 
Camp Mfg. Co....-cece coal 
Creed & Ca, W. Raocccees efi 
Crombie & Co., W. M..aikopt 


Johnson & Wimsatt........! 
Schuette Co., Wm.........als 
Willson Bros, Lumber Co...ali 


j—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Mining 
Cc 


aendacenecovesedend “— 
Ayer & Lord Tie Co. --eJ 
B C Spruce Mills, Ltda. n0es k 
Bailey & Delano Lbr. Co. 

eseeccceecesoooeeess ajlms 
Blanchard Lumber Co.bjklm 
Booth-Kelly Lbr. Co........ 
Bratlie Bros. Mill Co...... 1 
Brockway-Smith-Haigh- 

Ge Gk stcccenadases 
Chapman, Robt. R........J 


Christy Lumber Corp..bklost 


Collins Lbr. Co., John D.jlm 
Griswold Lbr. Co., The..... j 
Guernsey-Westbrook Co..jlq 
Hammond Cedar Co........ 1 
Hammond Lumber Co., Inc. 
oocnoccereccecoseses jmopq 
Hines Lbr. Co., Edw., and 
Affiliated Interests ...acej 


Hold-Meredith Lbr. Corp.jlm 


Long-Bell Lbr. Sales Cor- 
SE. - pancenénceva ejmt 
Martin Lumber Co......... j 
Mathieu, Ltd., J. A..... ’ 

McCormick Lumber Co., C. 
Nepertbeetaeneruses jlmo 
uilier Ch, FUME ccceceseses k 

Mumby Lbr. & Shingle Co. 
PTTTTTTIT TTT TT -jim 
Neils Lumber Co., J... kstu 
Northwest Spruce GPa vianns k 


HARDWOOD LUMBER 








Cndheeeneensenecosustne a PRGBERO cccccccccccccceeD 
DONE sivdcencedsonease b BERGMOMD cccccccccccce 1 
Ee See ae c Maple (Hard and Soft) . ‘™ 
Dn sabeceecasoneandeceue d peenesetsnsesoetos cooell 
DE nssssesencucaeenéued ~ BOD ccccccccccocsseonces ° 
eer ee f BeGMBGO co ccccccececsceess Dp 
SE wtctenncevevesd 4 Tupelo eecceose ° coccec® 
BD obecenesaceeencessoses h WD cccccccceveccceese a 
GD. cccaceeccenesecconsees i Foreign Woods ........-... 8 
PN lc ccccccccccececese ji NE Cc ccccevcduvnnoes t 
Alger-Sullivan Lumber Co.ino Dibert, Stark & Brown 
Austin Mill & Lbr. Corp. Cypress Co., Ltd........- a 

SE TEEPE DS Oe abcen Elliott eee + yh 

avert Emporium Forestry Co...... 
a Lumber re kt Prost dha Na 

ack & Yates, Inc...... kt DO cxicencawennes achijing 
Bradley Lbr. Co. of Ark.cin Guernsey-Westbrook Co... 
Brown & Co., Geo. C..ahjin Hammond Co., Edw. J..... n 
Brown Dimension Co....bdm Hatten Lumber Co...abdhn 


Brunswick Lumber Co..adhm 


Burgess Bros. Co., The... 
Camp Mfg. Co.....ese+-. aing 
Carter Lumber Co........- d 
Cherry River Boom & Lbr. 
CO. cocccccceses abcdefmno 
Cisar Brothers...... adhimnq 


Hines Hardwood & Hem- 
lock Co., Edward ..abdhm 

Hines Lbr. Co., Edw., and 
Affillated Interests..abdhm 


Holt Lumber Co...... bdhm 

Holyoke Lumber Corp., Chas. 

Homochitto Lbr. Co....... 
séueoredeeoons ..-acijmnopq 


MILLWORK, FRAMES, 


SASH, DOORS, COLUMNS, 
MILLWORK 


Brockway-Smith-Haigh- 
Lovell Co. ..ccccsccrcerss 
Collins Lbr. Co., John D. 
Curtis Companies Service 
Bureau 
Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Martin Lumber Co....... 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Rebinson Manufacturing Co. 
Sullivan Lumber Co. 
Washington Manufacturing 
Company 


TRELLIS, LAWN AND 
GARDEN FURNITURE 


Curtis Companies 
Bureau 


Service 


Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Rowe Manufacturing Co. 


WINDOW AND 
DOOR FRAMES 


Biles-Coleman Lbr. Co., Inc. 
Bradley-Miller Company 


Collins Lbr. Co., John D. 
Curtis Companies Service 
Bureau 


Hammond Lumber Co., Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Robinson Manufacturing Co. 
Segelke & Kohlhaus Co. 
Washington Manufacturing 
Company 


Indiana Quartered Oak Co.kst 


Johnson Lumber Co..... cdm 
Long-Bell Lumber Sales 
Corporation .....+++- ilnoqg 
Maisey & Dion..... adhimnqg 
Meadow River Lumber Co. 
eccccccccce bedfmno 
Menominee Indian Mills, 
TRO cocccscccccese abdhmn 


Monteath Co., H 
Moore-Keppel a ‘Co.bedefmno 
Newman Lumber Co., J. J. 
e6.cneeuaseneeeés acijmnopq 
Oval Wood Dish Corp..acdm 
Palmer Lumber Co., R. L..t 
Pardee & Curtin Lbr. Co...n 
Parker & Page Co........ 
Peavy-Wilson Lumber Co..in 
Philbrick Co., Harry C....i 
Rib Lake Lumber Co. abcdm 
Tegge Lumber Co., The. 
oceesocesenos abdehijmnopr 
Thunder Lake Lumber Co. 
eececcrcceceseccoses abcdhm 
Tremont Lumber Co..chijnq 
Von-Platen-Fox Co....abhim 
Walther, Pred A..ccccese adn 
West Virginia Hardwood 
Products Co. 
Willson Bros. Lbr. Co....mn 
Wisconsin Land & Lbr. Co. 
coeereescccosese coccece edm 


Ostrander Railway & Tim- 
DOP GR. cccactccccesesecve 
Pacific Mutual “Door Co. ood 
Rice Lumber Co., J. A.. vit 
Robinson Manufacturing Co.J 
Ruggles Lbr. Co., Carlos. .efj 
Polson Lbr. & Shingle Co.m 

Seidel Lumber Co., Julius 
oe ema ee aw nie es a:d efjlpqst 
Sullivan Lumber Co....jklmr 
Thurston-Flavelle, 
Turner Lumber Co., 


Co Coceccocccoocccceccoce 
Weyerhaeuser Sales Co.. 
ceovccccccecoocsooecs ajlmst 
White River Lumber Co.jklm 
Whitney Lumber Co., Perry 
Winton Lumber Sales Co..ks 
Wyman Lumber Co., M. 


O—California Pine 
P—California Sugar Pine 
Q—Redwood 


Algoma Lumber Co........ 
California Sugar & White 
 . =e eo opt 
Clover Valley Lbr. Co....... ° 
Feather River Lumber Co..o 
Fruit Growers Supply Co..pt 
Great Southern Lbr. Co...eq 
Guernsey-Westbrook Co..jlq 
Hammond Lbr, Co., Inc... 


j 
Madera Sugar Pine Co....pt 
Margolis Lbr. Co.......... 
Michigan-California Lum- 
ber Co. 
Red River Lumber Co....op 
Seidel Lumber Co., Julius. 
ch bOaee i eéthoon tans efjlpqst 
Shevlin Pine Sales Co....apt 
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ea Lumber Co., M. — 
eeeeeee Coe eeesorcocooe 


R—Pondosa Pine 
S—Idaho White Pine 
T—Ponderosa Pine 
U—wWestern Larch 


Anaconda Copper Mining 
GR ceneneeesresecess «dtu 
Biles-Coleman Lbr. Co., Thet 
California Sugar & White 
Pine CO. .cccccccccccces pt 
Christy Lumber Corp. ee 
Crater Lake Lumber Co., 
Crombie & Co., W. M. aon 
Dey, Jr., Elmer ee 
Fruit Growers Supply Co, r 
errr: 
Hammond Co., Edw. J. 
Hines Western Pine Com. 
pany, Edward ... wilt 
Kinzua Pine Mills Co.. ail 
Long-Bell Lbr. Sales Cor. 
WOPGTISR cccacceccesed mt 
Madera Sugar Pine Co....pt 
Margolis Lbr. Co., John A, 


McGoldrick Lbr. Co. oe elt 
Michigan-California Lum- 
ber Co. 
Neils Lbr. Co., J 
Polleys Lumber Co..... ota 
Pondosa Pine Lumber Co...: 
Prenney Co., J. 
Rice Lumber Co., J. A..... It 
Schuette Co., Wm........ als 
Shevlin Pine Sales Co....apt 
Sullivan Lumber Co.... 
Turner Lumber Co., J. C.fjost 
Weyerhaeuser Sales Co.. 
cceudneekaveadawenet ajlmst 
Winton Lumber Sales Co. ks 
Wyman-Allen Lbr. Co...opt 


HARDWOOD 
FLOORING 





EE  ctwetevenéccvcenceed a 
ED sedsvenecnsaccecences b 
GE: Seecwsscetcensocesuees c 
MED cahateeeddceusodanes d 
Ck skew hexedeweseeoer coec® 





Bradley Lumber Co. of Ark.e 
Brown Dimension Co...... a 
Cherry River Boom & 


Lumber Co. ....... ocencl 
Cobbs & Mitchell, Inc......d 
Cree @ Gis We Mesceives e 
Holt Hardwood Co....... bde 
Kerry & Hanson Flooring 

Th, caceeeesersceseneees ad 
Long-Bell Lumber Sales 

CeorperatioR cccccvccese +. 


Meadow River Lbr. Co..abde 7 


Mitehell Bros., Inc......-- bd 
Moratz, Paul O......+e+e++ . 
Northwestern Cooperage & 
Lumber Co., 
Oak Flooring Manufactur- 
ers Association of the U. 
8. :eeebeneaeer 
Philbrick Co., 
Rice Lumber Co., J. A..++: e 
Seidel Lumber Co., Julius.abd 
Southern Oak Flooring In- 
dustries 


eee eee eee eee 


Tremont Lumber Co......+@ 
Ward Bros. ........++:+. ooo 
Webster Lumber Co., H. E..¢ 


Wisconsin Land & Lbr. Co. 


SHINGLES, PACKAGE TRIM, ETC. 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Wisconsin Land & Lbr. Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Brockway-Smith-Haigh- 
BOVE GA cocccsccevsve 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pondosa Pine Lumber Co. 
Weyerhaeuser Sales Co. 


SHINGLES 

Northern Cedar ........... a 
Western Red Cedar........ b 
SOS seccccccccccscsces © 
Bailey & Delano Lbr. Co.. 


b 
Bratlie Bros. Mill Co...... b 
Collins Lbr. Co., John D...b 
Hammond Cedar Co., Ltd..b 
Hammond Lbr. Co., Inc....c 
Hines Lbr. Co., Edw., and 


Affiliated Interests ..... ab 
Hold-Meredith Lbr. Corp..b 
Holt TLmmber C8. cccccccces a 


Mumby Lbr. & Shingle Co..b 
Northwestern Cooperage & 


Lumber Co., The........ a 
Polson Lbr. & Shingle Co..b 
Sullivan Lumber Co..... +++D 


Thurston-Flavelle, Ltd.....? 
Weatherbest Stained Shin- 


BIO CO. cccccecccceseeses 
White River Lbr. Co....-: b 
Willson Bros. Lbr. Co.....-+: 8 


Wisconsin Land & Lbr. Co.8 


CEDAR POSTS AND POLES 

Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., C. 8. 

Northwestern Cooperage & 
Lbr. Co., The 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 


Directory of Products Advertised in the American Lumberman * 


For page number, refer to Advertisers’ Alphabetical Index on preceding page. If the page number 
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SOFTWOOD LUMBER 


E—Southern Yellow Pine 
F—Cypress 


ALUMIN' 
pAINTE] 
stover M 


BATHRO 


Frazier f 
Henkel * 


BUILD. 
Sisalkraf 
CEDAR 

Bradley 

Brown & 
FENCE 

America! 
Continen 
FINISH] 
Moratz, 

GABAG] 
Robinso1 
GATES- 
America 
Contine! 


GATES- 
Rowe 


AXES 

TOOLS 
Americ: 
Warren 


BELTS 
Flexibl 
Goodye 
The 
BELT 
Flexibl 


BLOW 
OOLLE 


Allingt 
The 
Cyclon 


CONV] 
Allis-C 


CUTT! 
Shime: 
DRY | 
ACCE! 


Dry K 
Moore 
Natio 


DRY 

INSTI 
Moore 
Natio! 
ELEC 
GEN] 


Allis- 


ACCC 


Nelso 
Scove 
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BUILDERS’ SPECIALTIES, ETC. 





1g In- 


Corp. 
‘o., C. BR. 
age & 


rs 
ted) 


es 








INUM 
AUNTED LUMBER 


Stover Manufacturing Co. 


BATHROOM CABINETS 

ier Planing Mill Co., The 
Henkel “Edge-Lite’’ Corp. 
BUILDING PAPER 
Sisalkraft Co., The 
CEDAR CLOSET LINING 


Bradley Lbr. Co. of Ark. 
Brown & Co., Geo. C. 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 
Continental Steel Corporation 
FINISHED FLOORING 
Moratz, Paul O. 

GARAGE DOORS 

Robinson Mfg. Co. 
GATES—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 


GATES—W ood 
Rowe Manufacturing Co. 


AXES AND LOGGING 
TOOLS 

American Logging Tool Co. 
Warren Axe & Tool Co. 


BELTS AND ACCESSORIES 

Flexible Steel Lacing Co. 

Goodyear Tire & Rubber Co., 
The 

BELT LACINGS 

Flexible Steel Lacing Co. 


BLOWERS, FANS, DUST 
OOLLECTING SYSTEMS 


Allington & Curtis Mfg. Co., 
The 
Cyclone Blow Pipe Co. 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


CUTTER HEADS 
Shimer & Sons, 8. J. 
DRY KILNS AND 
ACCESSORIES 


Dry Kiln Door Carrier Co. 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
National Dry Kiln Co. 
ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


MISCELLANEOUS SUPPLIES 


ACCOUNTANTS 


Nelson & Co., Gilbert 
Scovell, Wellington & Co. 


APPRAISERS AND TIMBER 
ESTIMATORS 


Sewall, James W. 
Spain & Co., H. M. 


ASSOCIATIONS 


Arkansas Soft Pine Bureau 

Douglas Fir Plywood Mfrs. 

National Lumber Manufac- 
turers’ Association 

Oak Flooring Manufacturers’ 
Association of the U 


BUSINESS 
OPPORTUNITIES 


Heldritter Lumber Co., The 


GLASS 
Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


HARDWARE—Builders’ 
Frantz Mfg. Co. 


INSULATING BOARD 
Armstrong Cork & Insulation 
Cc 


0. 

Certain-teed Products Corp. 
Insulite Co., The 
Johus-Manville 

Stewart Inso Board Corp. 
Truscon Steel Company 
Wood Conversion Company 


INSULATION LATH 

Armstrong Cork & Insulation 
Co. 

Certain-teed Products Corp. 


Stewart Inso Board Corp. 
Truscon Steel Company 


LADDERS 


Babcock Co., W. W. 
Rowe Manufacturing Co. 


METAL LATH 


Continental Steel Corporation 
Truscon Steel Company 


NAILS 


Continental Steel Corporation 
American Steel & Wire Co. 


OVERHEAD GARAGE 
DOORS 


Frantz Mfg. Co. 

Majestic Company, The 

Rowe Manufacturing Co. 

PAINT—Aluminum 

Aluminum Corapany of 
America 

PAINTS—ENAMELS 

VARNISHES 

Certain-teed Products Corp. 


PLASTER BOARD 
Certain-teed Products Corp. 


PLYWOOD AND VENEERS 
American Plywood Corp. 
Collins Lbr. Co., John D. 
Douglas Fir Plywood Mfrs. 
Indiana Quartered Oak Co. 
Northwestern Cooperage & 
Lbr. Co., The 
Pacific Mutual Door Co. 
Red River Lbr. ™o. 
Robinson Mfg. C.. 
Sullivan Lumber Co. 
Washington Veneer Co. 


POSTS—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 


PUTTY, for Wood, Steel 
Sash, Calking 


Parker & Sons Co., Ira 


ROOFING, SHINGLES, 
WAINSCOTING—Asbestos 


Carey Company, The Philip 


Certain-teed Products Corp. 
Johns-Manville 


SASH CORD 


Samson Cordage Works 
Silver Lake Company 


MACHINERY AND EQUIPMENT 


ELECTRICAL WIRE AND 
CABLE 


American Steel & Wire Co. 


ENGINES 


Allis-Chalmers Mfg. Co. 
Electric Wheel Co, 


GLASS GRINDING 
MACHINERY 


Lange Machine Works, 
Henry G. 


GRADE MARKERS AND 
TRADE MARKERS 


Meyer & Wenthe 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOCOMOTIVES, CARS, 
RAILS, ETC, 


Baldwin Locomotive Wks. 
Lima Loco. Works, Inc. 


LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 
Caterpillar Tractor Co. 


CREOSOTE OILS, 
CREOSOTING, WOOD 
PRESERVATIVES, 
LUMBER PRESERVATIVES 
Ayer & Lord Tie Co. 


FINANCIAL 

American Credit Indemnity 
Co. of New York 

Builders Commercial Agency 

Lumbermen’s Credit Associa- 
tion 

Lumbermen’s Blue Book, Inc. 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTELS 


Benson 
Davenport Hotel Co. 
Lenox 


Electric Wheel Co. 
Lindsey Wagon Co. 
Warren Axe & Tool Co. 


LOG HAMMERS 
Meyer & Wenthe 


LUMBER BUGGIES 
Electric Wheel Co. 


LUMBER CARRIERS 


Ross Carrier Co. 
Willamette-Ersted Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Co, 


LUMBER TRUCKS 
Electric Wheel Co. 


MECHANICAL RUBBER 
GOODS, HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber Co., 
he 


MOTOR TRUCKS, 
TRAILERS, TIRES AND 
ACCESSORIES 


Electric Wheel Co. 
Firestone Tire & Rubber Co., 
The 


INSURANCE 


Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co. 

Lumber Mutual Fire Ins. Co. 
of Boston 

Pennsylvania Lumbermen’s 
Mutual Fire Ins. Co, 

Rankin-Benedict Underwrit- 
ing Co 


LUMBER PRESERVATIVES 


Curtin-Howe Corporation 
DuPont de Nemours Co., Inc., 
% 


LUMBER STORAGE 
Whale Creek Storage Corp. 


OFFICE BUILDINGS 
Metropolitan Building Co. 


Ford Motor Co. 
General Motors Truck Co, 


Goodyear Tire & Rubber Co., 
The 


PORTABLE VARIETY 
SAW RIGS 


Crescent Mach. Co., The 
Paxson Company, The 


SAWMILL MACHINERY 
Bands, Circulars, Gangs, etc. 
Lath and Shingle Machinery 
Allis-Chalmers Mfg. Co. 


American Saw Mill Machin- 
ery Co. 


Crescent Mach. Co., The 


SAWMILLS—Portable 


American Saw Mill Machin- 
ery Co. 


SAWS, KNIVES, TOOLS 


Taylor, Stiles & Co. 
Warren Axe & Tool Co. 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 
Soule Steam Feed Works 


SOUND-DEADENING 
MATERIAL 


Insulte Co., The 
Stewart Inso Board Corp. 
Wood Conversion Company 


STAINED SHINGLES 
aor Stained Shingle 
0. 


STEEL SASH, 

COAL CHUTES 
Majestic Company, The 
Truscon Steel Company 
Vento Steel Sash Co. 


WALL BOARD 


Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Co. 


WOOD FILLER 
Parker & Sons Co., Ira 


STOKERS 

Allington & Curtis Mfg. Co., 
The 

TRACTORS 


Caterpiliar Tractor Co. 


VENEER DRYING 
MACHINERY 
Moore Dry Kiln Co. 


WAGONS—Log 


Electric Wheel Co, 
Lindsey Wagon Co, 


WAGONS—Lumber 


Electric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire Co. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 


American Steel & Wire Co. 
Leschen & Sons Rope Co., A. 
Williamsport Wire Rope Co. 


WOODWORKING 
MACHINERY 


American Saw Mill Machin- 
ery Co. 

Atlas Manufacturing Co. 

Crescent Mach. Co., The 

Paxson Company, The 


AND SERVICES 


OFFICE SUPPLIES 
Buck & Co., Frank R. 
Fisher, 8S. E. 


RUBBER STAMPS 
STENCILS 


Meyer & Wenthe 


SAP STAIN 
PREVENTATIVE 


DuPont de Nemours Co., Inc., 
a & 


CREOSOTED PRODUCTS— 
Blocks, Timber, Poles, Cross 
Arms, Ties, Piling, Lumber, 
Ete. 


Ayer & Lord Tie Co. 
Booth-Kelly Lumber Co. 


Long-Bell Lumber Sales Corp. 

McCormick Lumber Co., C. R. 

National Lumber & Creosot- 
ing Company 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence Posts 


Ayer & Lord Tie Co. 

Long-Bell Lbr. Sales Corp. 

National Lumber & Creosot- 
ing Company 


TRADING CHECKS 
Meyer & Wenthe 








AMERICAN LUMBERMAN 


March 19, 19» 




















_ PACIFIC COAST TYPE SHAY 
| LOCOMOTIVES 


Save Time and 
Unnecessary Expense 





HAY POWER is assured by a three-cylinder 
engine which readily starts heavy loads and 
hauls them up steep grades, without difficulty or 
lost time, always keeping the hauling schedule at 
its highest efficiency. 

Shay ECONOMY is all the more certain because 
of its low maintenance. Though the Shay will serve 
over long periods without requiring repairs, all its 
working parts are easily accessible for lubrication, 
adjustment and repairs when needed, thus saving 
much unnecessary expense. Write for catalog. 


LIMA LOCOMOTIVE WORKS, Incorporated 


Lima, Ohio 60 East 42nd St., New York, N. Y. 
West Coast Representative =LIMA™S Southern Representative 
Hofius Steel & Equipment Co., SHAY GEARED =. woodward Wight & Co., Ltd., 
First Avenue South at Hudson, CCOMOTIVES Howard Ave. at Constance St., 
Seattle, Washington New Orleans, Louisiana 


























Planer Knives Are Made In These Tempers 


1. To file very easily 3. To file slowly 5. For grinding only 
2. To file easily 4. To file very slowly 6. Kiln Dried Oak 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry.] 





WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Missouri 











TAYLOR, STILES & COMPANY, :: RIEGELSVILLE, N. J. 





continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 

























LINDSEY WAGON C 0. 


Sole Manufacturer LAUREL, MIS$. 





— 


The 


SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but it makes 
a tremendous difference in the 
cut of the mill. 


It's worth investigating. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 


MERIDIAN 
MISSISSIPPI 



























— 
PUBLIS 
WHOLE 























